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THE LIGHT 
AND THE MIGHTY! 


BEAVER 


Lightweight Aluminum 
Model-D Power Drive 


WITH THE NEW POWER 
GRIP WRENCHLESS CHUCK 


e A light, mighty, and sturdy one-man power 
drive ... easy to operate and carry. The only 
power drive that combines all three .. . light- 
weight, might, and stability. A real money-maker 
for you and your customers . . . made even more 
popular with the Power Grip Wrenchless Chuck 
as standard equipment. Has aluminum alloy 
housing; flat top serves as tool tray. Convenient 
hand grips on the side provide easy one-man 
moving. Can be bench-mounted, truck-mounted 
or mounted solidly on four legs for maximum 
stability and safety. Tell your customers about 
the stable, lightweight Beaver Model-D with the 
new Power Grip Wrenchless Chuck. Write today 
for information ... sold only through selected 
distributors. 
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The Southern Industrial 
Distributors’ Association 
went on record in support 
of a three-point program 
You'll find detailed infor 


_mation on page 92 
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Whether yourre inter 
sted in the national pi 
ture, or only in one par 
ticular region, you'll find 
the data you're lookin, 


for on page 4 
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Here's the inside story on 
how your editors tour the 
country and talk to you to 
get their stories. Page 105 
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an issue of ID takes shape 
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11 short words tell you the best thing 

that’s ever happened in the socket screw 
industry. It's Holo-Krome’s Same-Day Service*— 
a service never before enjoyed by socket screw 
distributors or users! If you are not a 
Holo-Krome distributor, H-K’s Same-Day Service 
is well worth investigating. Find out today 

if your territory is open. 


*All Standard Catalog Items 


HOLO-KROME 


SAME DAY SERVICE 


THE HOLO-KROME SCREW CORP. @© HARTFORD 10, CONNECTICUT, U.S.A. 
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oe STALL TUR NEW 





Parallel Shaft 
Gear Drive Book 
Just off Press 


The new line of Link-Belt par- 
allel shaft gear drives described 
in Book 2619, just off the press, 
incorporates an outstanding com 
bination of features which as 
sure dependable, efficient and 
economical operation 

These features include: | 
precision machined gears, 2 ) ball 
and roller bearings, 3) grease 
lubricated seals, 4) tandem type 
construction, 5) maximum inter 
changeability of parts, 6) mag 
netized drain plugs, 7) effective 
breathers, and many others 

Link-Belt parallel shaft gear 
drives are made in single, double | 
and triple reductions up to 
ratios over 300 to 1—up to 1000 
hp—and with output shaft rpm 
up to 600. 





Only Link-Belt lecknuts and lock- 
washers have the blue-black, rust 


resistant finish. For %¢ to 7'4« 
in. shafts 





LINK-BELT COMPANY 


Plants om: 

Indianapolis « Philadelphia 
Chicago + Atlanta « Colmar 
Pa. « Houston + Minnecapo 
lis + San Francisco + Los 
Angeles + Seattic. 19.788 


Offices om Principal Cities 


| 
' 
| 











Link-Belt Is the Source for a 
Complete Elevator 


Bucket Line 


Whenever a customer comes to 
you with an elevating problem— 
no matter what the nature of his 


material — you 
* Sales can confidently 
Meeting 


recommenda 
Link-Belt bucket 
in Print For this full line 
of four basic types and 13 styles 
contains the long-life answer to 
every requirement 
HS" buckets are used primar- 
ily for grain, soft feed and other 
granular, free-flowing materials 
not excessively abrasive. Built 
for high speed, maximum capac 
ity, long life 


There are cast bucket styles 
for a wide range of materials 
Furnished in malleable iron or 
rugged Promal smooth, 
seamless and uniformly cast with 
reinforced corners 


Salem buckets are the answer 
for handling granular or fine, 
free-flowing materials econom: 
cally at medium speeds. Formed 
to insure proper filling and free, 
clean discharge 


Recommend continuous buck 
ets for handling material that's 
bulky or gritty in nature. Cast 
and steel types available 





Ideal for conveying and elevat- 
ing under severely abrasive con 
litions, Link-Belte Ley bushed 
hain is used on bucket elevators 


High strength-weight ratio 
makes Link-Belt Rivetiess Chain 
the answer for long conveyors 
like this flight conveyor for coal 


Pulp logs are easily moved from 
slashers up an incline to bark- 
ing drums by twin strands of 
C-1432 combination chain 


Complete Chain Line Assures Right Recommendation 


Different bs require chains 
with lifferent characteristics 
That's Link-Belt builds 
scores of steel and malleable 
types with an infinite variety of 


why 


attachments 
Shown above are three of the 
ndreds of drive and conveying 
bs that are handled efficiently, 
with Link-Belt chains 


ckets. You have a real 


at 1OW 


sales advantage when you offer 
this complete chain line. There's 
no need to limit your recommen 
dation to just a few types. Even 
if you don't carry all of them in 
stock, they're quickly available 
to you 

Equally important is your as 
surance that any chain you sell 
bearing the Link-Belt name will 
give longer chain life. Exact con 
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trol of raw materials and proc- 
esses, plus manufacturing refine 
ments, add up to uniformity that 
means better performance 

What's more, Link-Belt has a 
broad line of sprockets. Both 
cast and cut-tooth designs are 
built in types, sizes and metals 
to meet every requirement. And 
remember, the right sprocket 
lengthens chain life 








The Cover 


Nation-wide coverage—that's both the aim 


selected | and the achievement of every issue of ID 


From north to south, from east to west 
é 5 your editors go into the field and visit 
or * y distributors, getting stories of interest and 
° benefit. And in this issue, for the “some- 
se rvice thing more”, here's your Annual Survey 
of Distributer Operations during 1954. 


GAGE SELECTOR 











Editor Walter F. Crowder 


The keynote of Industrial Managing Editor Raymond W. Barnett 
Distribution is Service, and Senter Associate Eder 
Threadwell’s progressive John A. Wertis 
distributor sales policy has Associate Editor D. A. C. McGill 
long recognized and Associate Editor Robert Slater 
promoted this important feature. (Chicago) 
Latest aids ore the new Assistant Editor George L. Bottari 
THREAD GAGE SELECTOR and Assistant Editor J. Van Ness Philip 
NET PRICE SELECTORS 
NET PRICE SELECTORS for taps, dies, tap and die kits, 

McGraw-Hill Domestic News Bureaus: 


counterbores and keyway Atlanta, Cleveland, Detroit, Houston, San 





Assistant Editor Leugel Foss 








broaches. Each is designed to Francisco, Washington, D. ¢ 





simplify the selection of McGraw-Hill World News Bureaus: in 
Threadwell products — and principal cities 
emphasize the service of Publisher 


1 M. Morris 
Threadwell distributors, by 





means of prominent imprint 

space on the cover. 
District Managers: E. \. Grantvedt, Chi- 
eago; E. J. MeOsker, Cleveland; John 
P. Ora, New York and Philadelphia; 
W. A. West, New York and Boston 
John W. Otterson, San Francisco; H. | 
Keeler, Los Angeles; J. Cash, Dallas; 
Business Manager, ©. H. Holdsworth; 
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If you read the excellent analy- 
sis of trends in a recent issue of 
industrial Distribution you will 
remember the four points below 
— taken from the study. Check 
these important requirements 
that distributors want—see how 
PROTO excels on every count! 
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“With our complete Century line, we cre always in a favorable 
position to quote on any job. Not only does this help us sell 
reports A. S. BRIM, Manager motors, but we are able to sell other profitable power transmission 


Harry P. Leu, Inc. equipment that ties in with the job. 
Orlando, Florida . 
“The capable cooperation we get from our Century representative 


and Century service stations helps us follow through on every job. 


“We have been a Century distributor for over twenty years, and 
we consider this to be one of our best connections.” 


YOU can open the door for more sales with 
P erformance-“ated Century Motors 


You can “custom-fit” motor applications with precisely the 
right torque, speed, mounting and frame: 


* Ve to 400 H.-P. ratings 

* Drip Proof, Splash Proof, Dust Proof and Explosion Proof Frames 
* AC and DC 

* 4 te 3600 r.p.m. 

* Single phase and Polyphase 

* All torque characteristics 

* Geer Motors—'% to 15 1.P. 

* Selective Speed Drives 


[ If you are not yet a Century Distributor, call your nearby 
Century sales office, or write direct to: 
° 
Porformance- Rated .s| CENTURY ELECTRIC COMPANY 


1/8 to 400 H.P 
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You Said It 


Alloy Chains and Uses 


TONAWANDA, N. ¥ 
We are extremely disappointed and 
somewhat shocked to note, in your 
December issue, the section of your 
Sales Quiz” devoted to chain slings 
Over 20 vears ago our ympany 
developed the first alloy steel sling 
chain under the trade name of “Herc 
Alloy.” This has been widely adver 
tised and our most valuable talking 
point is that Herc-Alloy is an all pur 
ose Chain. To note that you have 
nstructed the nation’s distributor 
salesmen that this type 
nmended only for 
ind similar severe service” counter 


} 
icts the main selling point which has 


70 
( 


been used for the past years in 
connection with Herc-Alloy Chain 

Please understand that we are not 
ittempting to establish product infor 
mation for any other alloy chain but 
yur own. In past years we have seen 
published statements similar to that 
ised in your article in literatur yf 

ympetitive manufacturers If any 
single manufacturer of alloy steel chain 
feels that his product has limited ap 
plications, we cannot understand why 
uur product, engineered specifically 
for universal use, should be thrown 
into the same category with the oth« 
chain. 

It will be extremely difficult for us 
to counteract this unfavorable and 
untrue publicity, for the reason that 
your publication carries a degree of 
iuthority with the nation’s distributor 
sales force. We consider it most 
fortunate that this editorial material 
was prepared and published without 
thoroughly checking the very impor 
tant points covered therein. As a mat 
ter of fact, we consider it to be a 
serious step backward insofar as in 
dustrial safety is concerned, because 
many safety directors in this country 
have specified only Herc-Alloy to be 
used for overhead lifting of any kind 
Herc-Alloy advertising is currently ap 
pearing in your publication and all 
illustrations show typical industrial 
uses. We have not considered th 


; 


Continued on page | 


Industrial Distribution 


Manufacturer amends ‘‘Sales Quiz” data; readers 


ask for reprints, internal operation information 





| try to meet 
the price argu- 
ment with em- 
phasis on qual- 
ity, service and 
availability. I’ve 
got enough faith 
in the quality 
of the products 
we sell to be 
sold” on tf 
myself. Tiry 10 Teamas 

Cook 
convey that con- 
viction to the customer. 

As for service. you build up a 
reputation and it helps you ride in a 
situation like this. The product will 
usually determine how effective the 
availability” argument is. 

The only trouble | have with cut 
prices is when somebody else is quot- 
ing a lower price on the same brand 
product I’m trying to sell. And that 
well Horry P. Leu, Inc., Orland 
Fla 


Only _fly-by- 
nights use price 
as a substitute 
for service, and 
| know most 
customers feel 
the some as | 
do; | put serv- 
ice above price. 
Any organiza- 
tion that is out 
to render real 
service fo cwus- 
tomers won't be cutting prices 

I'm realistic enough to know that 
occasionally you'll lose an order be- 
cause of price cutting, but I’m also 
idealistic enough to know that things 
will work out right for you.—Tool 
Supply & Engineering Co., Dallas 


Wallace 
Deweese 





Four outside salesmen talk on 


What's the most effective way 
of selling against price? 


That's a tough 
one. The best 
way | know of 
is to emphasize 
the quality of 
the product | 
am selling, the 
reputation of my 
company and 
the reliability of 
our service. ae 

| stress the F. > ("Gus") 

earney 

end cost, not 
the initial cost. | point out how we 
will back up the product, how we call 
continually, give him service and 
handle his needs completely. 

| also point out that with the price 
cutter he is never sure whether he’s 
getting the lowest price on the product 
they're promoting.—Cutter, Wood & 
Sanderson Co., Cambridge 


After all, 
maybe a buyer 
is feeling you 
out—if you say, 
“i'll meet the 
price,” you're 
cutting your 
own throat. 

Stressing qual- 
ity and service 
is the best way 
to sell against 
price. Show how 
you feel your line is better thon the 
competitors; stress fast delivery and 
engineering service. 

On a product bought out of town, 
| point out thot our stock is local 
and underline delivery that’s right off 
our shelf.—Grand Rapids Supply Co., 
Grand Rapids. 


Joe 
Sypniewsk: 
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The valve that celle accounts 
youve never sold before! 


Wherever corrosive fluids are found, you'll find buyers for new Luncor PVC Valves and Fittings, by 
Lunkenheimer. They handle most industrial corrosives — at substantial savings! Use of industrial 
chemicals has actually multiplied hundreds of times in recent years, and there are potential applica- 
tions for Luncor Valves and Fittings throughout industry. So take full advantage of the sales potential 
offered by Luncor PVC. If you need additional copies of the new Luncor circular, write today to The 
Lunkenheimer Company, Box 360, Cincinnati 14, Ohio. 


ALL THESE INDUSTRIES NEED LUNCOR PVC VALVES AND FITTINGS 


Agricultural Chemical Canning Marine and Fish Soap 
Atomic Energy Construction Mining and Smelting Steel 


Automotive Dairy Packing Sugar 


Battery Distilling Paper and Pulp Tanning 
Fermentation 
BI hi Elect lating, A izi Textil 
eaching Food Presseing ectroplating, Anodizing extile 


Bottling Oil and Petroleum Water Treatment 


Gas Processing 
Brewing Glass Rayon and Synthetics Ventilating and 


Chemical Processing Laboratory Equipment Sewage Disposal Air Conditioning 


Complete line of matching PVC fittings! 


LUNKENHEIMER 


Makes possible all-plastic piping systems! 
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PVC Valves and Fittings 


\ wis 
e First all-molded PVC valve \ > + papas 1/6 
> 7 tal! 
designed ond engineered by a a Ss ne @ ae 


1 facturer! 
2 aed Handles nearly all common 


corrosive solutions, includ- 
e Substantial savings under the 7 %, ing acids, alkalies, 
i 


sulphates, caustic solutions, 
petroleum products, 
pharmaceuticals, and others! 


cost of stainless steel or 


other high-alloy valves! 


Fig. 2600 e@ Replaces valves made of or lined with 
125 WP stainless steel, glass, porcelain, stoneware, 
rubber, and brittle or soft plastics, 
where pressures are below 125 Ibs. and 


temperatures below 140°F.! 


Easy to flush clean when 
different fluids are used 
in the same system! 


LUKKERHEIMER 


The cost of a Lunkenheimer Valve 


gets smaller and smaller and smott IT NEVER WEARS ouT! 


with each passing year of depend- 
able service. 


® 


NAME IN VALVES 
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You Said It 


Starts on page 7 








An Excellent Distributor 





Arrangement Makes ContTrisutions to your “Letters to 
SUPREME a good the Editor” department are wel- 
come from all readers. Write on any 

line to handle! top) you like: we’l Pp blish it and 

if you do not want t entified 
you im rest sur that W Know 





how to keep 
Now’s the me Tt et that gripe 
of vour chest m o the time 


} 
vou sho 











limited app! ion of handling 
worthy of S] ih DCT 
Again, we must point out that all 
of these state per n to Her 
Alloy since we do not feel qualified 
to speak for produ other manu 
facturer 
Geratp F. Grace 
Product Manager 
Industrial Chain 
Columbus McKinnon Chain Corp. 


@ We were not attempting to limit 
the suggested uses of alloy steel 
chain to slinging rock. This term 
was used merely to indicate that 
alloy chain slings were good for “se- 
vere service.” 

It is our policy to check technical 
data with experts. Unfortunately, 
our expert did not catch the dis- 
tinction pointed out by Mr. Grace. 


Keeping Count 


Kansas Crry, Mo. 

We have a problem in our organiza- 

tion with respect to controlling our 

inventory. We have given thought 

Here's a chuck you can to the idea of using bin tags; however, 
your opinions and research in this 

field would be very much appreciated 
B. B. Fox 

Bossert Company 


recommend and sell with confidence 
... giving your customers the extra 


value they look to you to supply. @ Reprints of previous inventory 
- stories have been forwarded. 
Write for copy of distributor arrangement. 


Marketing Number 


SUPREME PRODUCTS, INC. Freeport, Iu! 
2222 5S. CALUMET AVE., CHICAGO, ILL. We have received your comprehen 


num- 


the chuck that lives up to its name .. . SUPREME 
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Tough Alloy 
Stee! Back 


High Speed 
Steel Teeth 


Ask for the latest MARVEL 
Cutting Tool Bulletin and 
the name of your closest 
MARVEL Distributor. 


Manufactured only by 


ARMSTRONG-BLUM MFG. CO. - 5700 West Bloomingdale Avenue « Chicago 39, U.S.A. 


UNBREAKABLE—to saw FASTER. 


Composite construction (a 
narrow high speed steel tooth 
edge electrically welded by the MAR- 
VEL- invented process to a tough, non-brittle 
alloy steel body), means that MARVEL high-speed- 
edge can be subjected to the MAXIMUM feed pressure 
that any hack sawing machine is capable of applying. 
MARVEL blades need not be “‘babied” for fear of breakage! 


SHATTERPROOF—for SAFETY. 

MARVEL blades never shatter or “explode” as do the 
ordinary “brittle” blades shown at left which so often 
cause personal-injury accidents such as the loss of an eye 
or severe laceration and expensive damage to the sawing 
machine. Operators who use MARVEL blades exclusively 
soon “get the habit” to apply heavier feeds, greater blade 
tension, higher speeds—to do their work faster, because 
they know they are SAFE with MARVEL. 


SHARPER, PREMIUM-STEEL TEETH—to wear LONGER. 


Teeth are accurately machined by a MARVEL-invented 
process that assures sharper tooth points and positive uni- 
formity of tooth shape and degree of set from end-to-end 
of every MARVEL blade. The steel used in the tooth edge 
is carefully selected from the finest high speed steels avail- 
able throughout the world, regardless of cost or source— 
truly premium steels, without premium cost. 


QUALITY CONTROL—to assure UNIFORMITY. 


With more than a quarter century of experience in invent- 
ing, perfecting, and producing welded-edge hack saw 
blades, MARVEL has provided its own laboratory with 
the most modern metallurgical instruments and techniques 
known to the applicable sciences for the specific purpose of 
maintaining highest possible quality control. Coupled with 
rigid tests and meticulous inspection of every MARVEL 
blade, uniform quality is assured. 


These are only a few features that make MARVEL High-Speed- 
Edge Blades such outstanding performers. 
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There are four things your customers ask 
of a wood saw. Does it cut fast? straight? stay sharp? 
Can it take it? Simonds makes sure with each and every 
Red Center’ Saw 


Your customer’s guarantee is Simonds 100% Quality Con- 

trol from tough, edge-holding electric furnace steel 

poured in Simonds own modern mills to the special 

Simonds methods of flat-blade heat-treating, grinding, 
tensioning, and fitting by Simonds experienced sawmakers in the 
world’s most up-to-date saw manufacturing plant. 


With every Simonds “Red Center’’ Saw customers are certain of the 
fastest, smoothest, straightest cutting . . . ability to take fast feeds 
and hold its cutting-edge in the hardest woods. A sweet selling story 
sure to pay off big when you push Simonds Saws. 


Pky 


d 


CUT-OFF 


SMOOTH BIDE T PLANER 


SIMONDS ~ og eH hociie 


SAW AND STEEL < @) trom : . . 


Complete Stocks 











FITCHBURG, MASS. , 
: v 


“Red Center” WOOD SAWS 


Fectory branches im Boston, Chicoge, Sen Froncisce ond Portland, Oregon, Conedion Foctory in Montreal, Que, Simonds Division, Simonds Steel Mill, Lockport, N.Y. 
Simonds Abrosive Co., Phile., Po., ond Arvide, Que, Conede 
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PROFITABLE BONDS MADE WITH PLIOBOND 


Fishing Rod —Wood to cork or metal Humidifier — Metal to metal Ignition Shield — Rubber to metal 





Battery Cap— Rubber to rubber Blender — Rubber to metal Storm Window — Metal to glass 





= 
> 








Clutch— Fabric to metal Belts — Leather to leather 











HECK the above industrial applications of PLIOBOND—the adhesive that 
¢ “bonds anything to anything.” Their diversity is testimony that 
PLIOBOND offers a big market needing distributor facilities. This Goodyear 
adhesive is now available to all established distributors and wholesalers. 


PLIOBOND is one adhesive for all purposes. It comes ready to be used quickly, 
hot or cold, applied by brush, spray, dipping, roller or knife. It’s flexible yet 
strong and permanent. PLIOBOND has been established by more than a decade 
of growing sales through a limited factory distributor arrangement. It’s 
well-known and accepted—has been and will continue to be nationally 
advertised. 


Virtually every account you contact has a maintenance or pro- CHEMICA _— 

duction need for a universal adhesive. Why not answer it with 4 

PLIOBOND in containers ranging from half-pint to 50 gallons in \: GOOD, YEAR) 

size. Write, today, for details and sales aids to: SS _ D IVISION ~@ 
Goodyear, Chemical Division, Dept. C-9444, Akron 16, Ohio 


Plicbenéd—T. M. The Goodyeer Tire & Rubber Company, Akron, Ohio 
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You Said It 


Starts on page 7 





ber (Mid-December issue). This is 
very interesting; it appears as if it will 
be useful to many individuals and 
firms 

Is there a chance you can supply 
tear sheets or a reprint of the section 
The Big Future’? I would like to 
work further with this and do not 

destroy the original copy. 
WarNER A. JOHNSON 
Mercury Switch Sales Mgr. 
Micro Switch, Division of 
Minneapolis-Honeywell 
Regulator Co. 


want f 


“FOR SUCCESSFUL SELLING Merci 


Newark, N. J 


ANOW YOUR CUSTOMERS... We read Inpusrriat DistrisuTION 


regularly and feel you are doing much 
to keep us abreast of the times. It is 
is true today as ever, if you are not 
; me : idvancing, you are going backwards 
*& Figure out what your customer needs. Don’t just ask him. K +} , 

cep up Hie Zoo WOT 


& Study your customer's equipment, his maintenance and 
production requirements. 


*® Maintain friendly contact with his fellow workers. 4D. Wicox 
Sales Manager 


*® Learn how to talk to his technical men. 
W ilcox-Slidders, Inc. 


*® Keep him posted on new uses of products as well as new products. 


® Learn his plans for the future. 
® Keep your ‘Customer Data File’ up-to-date. Review it regularly.” Interested in “Careers” 


University, ALA. 

Recently I saw a brochure entitled 
“Careers in Industrial Distribution” 
prepared by you, which I am sure may 


TO HELP YOUR V-BELT be of help to me in my work teaching 
CUSTOMERS KNOW YOU... marketing and wholesaling 


At present, here at the University 
The Little Professor is ap- of Alabama, our work offered in this 
pearing regularly in the field is a part of a general course in 
wholesaling, but some time in the 


major industrial magazines 
future we contemplate the possibility 


with helpful V-belt hints. 

f having a separate course in the field 

of Industrial Marketing. Any ideas 

or materials which might be of help 

in thinking about this possibility will 
be greatly appreciated 

Donato F. Mutviniri 

Associate Professor of Marketing 

Ask us how the Little Professor DURKEE University of Alabama 

and Durkee-Atwood Super Service _ 
Braprorp, Pa 


n work for you... . hee 
y , Sometime during 1954 you pub- 


' rof con su . ’ , “fe 
Find out today how the Liftle Professor con supply you . j hed : = hure entith d ( areers in 


with new and importont ways fo increase your success . “y - ; 
with Durkee-Atwood products and Super Service Industrial Distribution As our only 
Write Dept. ID-3. DI 


would appreciate, if possible, receiv- 


DURKEE-ATWOOD co. | ing an additional copy from you. 


of this issue was misplaced, we 


We would also appreciate your per- 


MAcc ‘4 . ‘ . . 
Continuec n page 18 
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DESCRIPTION OF eae 
Snagging fins and risers 
pipe ficungs 
WHEEL 


Le 
Simonds 24% O72 
s 
forcing Flange 


ein- 
x 12 wheel with R 


PERFORMANCE 


jed. 
ssing nece 
action: 2° dre com- 
Good cutting life shan 


; lon 
Gaye Use hes 
peutive wheels 





BP SIMONDS 

cs | ABRASIVE CO. | 
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SIMONDS ABRASIVE COMPANY + PHILADELPHIA 37, PA. 


Branch Worehouses: Boston, Detroit, Chicago, Portland, Sen Francisce « Distributors in Principel Cities 
Division of Simonds Sew and Stee! Co 


Fitchburg, Mass. + 
Simonds Conede Sew Co 





Other Simonds Companies: Simonds Stee! Mills, Lockport, N.Y 


1SImononos 
- OIsTRIaUTONR 
itd., Montreol, Quebec, Lion Grinding Wheels Div., Brockville, Ont. and 
Simonds Cenede Abrasive Co., lid., Arvida, Quebec 


STOCK - Stevice 
KNOW-HOW 


AIR COMPRESSORS, HOISTS and CYLINDERS 


Cu ~ , ng Production 


AIR TO DO INNUMERABLE JOBS AT LOWER COST 
WITH A PRECISION-BUILT CURTIS COMPRESSOR 


@ Timken roller main bearings equipped—easy exterrial adjustment. 
© Self-oiling—pressure lubricated rod bearings and piston pins. 
@ Air-cooled—no danger of freeze-ups. 


@ Tank Mounted Compressors “% H.P. through 15 H.P. (up to 
78 cv. ft. displacement per minute) 


Simple Compressors “4 H.P. through 50 H.P. (up to 300 cu. ft. 
displacement per minute). 


LIFT OR LOWER LOADS QUICKLY 
WITH A CURTIS “ALL STEEL” AIR HOIST 


@ Cut costs with these time-saving, work-saving air-powered hoists. 


PUSH IT, PULL IT, 

LIFT IT, LOWER iT 

WITH A 

CURTIS “ALL STEEL” AIR CYLINDER 


@ Curtis Bracketed Air Cylinders can work in 
any position from horizontal to vertical. 


@ Delicate control of lifting and lowering speeds. 


@ Cylinders ground and polished on inside diameter. @ Valve is disc type. Returns automatically to 
@ They bring new time-saving ease where lifting, nevtral position when operating chains are 
lowering, pulling or pushing is required. released ... and effectively hold the load. 


Get all the facts about cost-cutting Curtis equipment! 





— 101 | QLamwttis pneumatic macuinery vivision 


yee eo 


of Curtis Manufacturing Company 


1911 Kienlen Avenve + St. Lovis 20, Mo. 
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THE V-DRIVE LINE TO SELL 
IS THE COMPLETE MAUREY LINE 


For These Sound Reasons 


QUALITY 


Maurey V-Drives, Drive Parts and Accessories are built to 
precision standards that have met exacting OEM requirements 
since 1917. From long experience, industry knows it can 
depend on Maurey V-Drive quality. 


SERVICE 
MULTIPLE 


When you or your customer require drive parts immediately 
: V-Drive Line includes 


Maurey expedites them to you, exactly as ordered. Complete 
stocks to meet every V-Drive need from fractional to 600 FUL-GRIP @-D sheaves . . . in complete 
stocks for A, B, C, and D sections 


STANDARD CAST IRON SHEAVES 
for A, B, C, and D and E sections 
MOR-GRIP Multi-V Belts in all standard 
Maurey assists your selling effort in every way possible, lengths in A, 8, C, D ond E sections 


providing you with attractive, informative catalogs of proven MOR-GRIP V-Link Belting 
in A, B and C sections 


horsepower, are ready for immediate delivery. 


SALES HELP 


selling power . . . folders, booklets and blotters imprinted 
with your name on request . . . live leads produced by Maurey Complete Multiple V-Drive Accessories 
trade paper and direct mail advertising and the 


personal assistance of Maurey field engineers. 


ENGINEERING HELP 


Maurey V-Drive engineers are constantly available to assist 
you and your customers with V-Drive problems. 


COCPERATIVE PROTECTION 


Maurey guarantees full factory cooperation and protection 
to you as an authorized distributor of the complete 


Maurey V-Drive line 


FHP v-Drive Line 


We shall be glad to give you all the details on the 

advantages you gain by handling the complete Maurey includes 

V-Drive Line. Write us today. Hi-Q bushed type and fixed bore type 
cast iron and pressed steel V-Pulleys . . . 
MOR-GRIP FHP V-belts, O, A and B sections 
in all standard lengths . . . 


MQUFCY Cporction | |caieamnam 


2915 South Wabash Avenue, Chicago 16, Illinois Flexible Couplings . . . 


The Complete Multiple and Fractional Horsepower V-Drive Line Complete V-Drive accessories 


Serving Industry Since 1917 
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7 goKk : You Said It 
Starts on page 7 


mission in using excerpts of this splen 





did article for our sales organization. 
J. T. Grirrira 
Ass’t. Sales Manager 


nae 8 fae Bradford Supply Company 


> 7 
3 . - 


- : oe ile A - , , ai ; © Copies of “Careers in Industrial 
= For! Wor! °. Bee da . Distribution” are still available. 
2 a OR OR al al Cap , we “What Happens to An 
, ) = Order” 


New York, N. Y. 

We hope that not too much time 

has elapsed for us to request reprints 

yf one of your articles. The article in 

question is “What Happens To An 

Order.” The problem covered by the 
article is one that plagues us too 

We are searching for a solution and 

we hope that, by passing out six extra 

copies of this article in strategic places, 
we can minimize the problem 

J. SALBERG 

Sales Department 

Parker-Kalon Division 

General American 

l'ransportation Corp 


Special Report 


San Antonio, Texas 

The plan to tell the storv of the 

ENDS development of the industri upply 
TAPERED 10 in Satin ) Talk of th a 

4 Ul rit 

DECREASE DRAG OF PICK-UP a 


sounds like a go 
It should prove helpf is well as 
interesting, to businesses in this field 


thers interested t 


Metrose Ho_MGREEN 


AT THE PACKING President 
AND STORAGE Alamo Iron Works 


CONVENIENCE Budget Control 


HI-CAP BUCKETS con be nest- RicuMonp, VA. 
ed for shipping and storage, D y l ha invth ng in your an 


reducing by one-half the space > 
required by other mokes. 
The bolt holes in HI-CAP BUCKETS file, regarding budget control for in 
are spaced on standard centers dustrial supply distributors? 
and will replace most other We 1 ' 
buckets. e would 


nual reports, or any information on 


very greatly appreciate 
your sending us any information you 
might have from your members on 


’ 
budget contro 


FORT WORTH STEEL & MACHINERY CO. ~ H. T. Wacenrr 


DEPT. 13, 3600 McCART ST. eat President 
FORT WORTH, TEXAS sae James McGraw, Inc 


FORT WORTH o* CHICAGO + ST. LOUIS * KANSAS CITY © Yes, “Budgetary Control For 
WAREHOUSES: 7+ ATLANTA + JERSEY CITY + LOS ANGELES Maximum Profits,” Jan., 1948. 
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Tlew WATSON-STILLMAN 


150 LB. STAINLESS STEEL 
PIPE FITTINGS, Types 304, 316 


Now you can get performance-proved Watson-Stillman 
Fittings for standard pressure services that need the corro- 
sion resistance, heat resistance and low temperature 
toughness of 18-8 Stainless Steel. 

W-S 150 Ib. Stainless Fittings, rated at 400 psi cold non- 
shock working pressure and 150 psi steam pressure, are 
ideal for process piping, refrigeration systems, high tem- 
perature liquid and gas piping and other piping systems. 
They are available in both Screw-End and Socket-Weld- 
ing Types in sizes %” to 2”. 

The new Watson-Stillman Stainless Steel Fittings will 
assure you of long, trouble-free service in 
tough piping applications... will reduce 
down-time and cut maintenance costs. For 
full technical information on these fittings 
write today for Bulletin $-3-55. 


Sold Through Leading Distributors 


WATSON-STILLMAN FITTINGS DIVISION 


HK H. K. PORTER COMPANY, INC. 


Roselle, New Jersey 
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GROWING MARKET SEEN 
FOR WATSON-STILLMAN 
FORGED STEEL FITTINGS 


The trend today is to higher oper- 
ating pressures and temperatures in 
petroleum, chemical and other 
process industries and in industrial 
power plants and utilities. More 
Watson-Stillman high-strength 
forged carbon, stainless and alloy 
steel pipe fittings will be needed for 
these tough services. 

Watson-Stillman Distributors will 
reap benefits from these growing 
markets ...and from the company s 
extensive, hard-hitting advertising 
program. Advertisements in color 
in leading industrial publications, 
frequent direct mail to engineers 
and purchasing agents, up-to-date, 
informative technical literature and 
visual presentations are some of the 
selling aids used to promote interest 
in Watson-Stillman Fittings, and to 
increase sales for Watson-Stillman 
Distributors. 


Technical Literature 
Available from 
Watson-Stillman 


To keep customers informed of the 
company’s complete line of fittings 
their applications and engineering 
specifications, Watson-Stillman 
makes available these informative 
bulletins. Send for your copy today. 


BULLETIN A3-50 


Forged Steel 
Fittings 


rorncrp sTrey 


BULLETIN 5-1 


Stainless and Alloy 
Steel Fittings 


BULLETIN U-1 
Forged Steel Unions 


BULLETIN RR-1 
Socket- Welding 
Fittings for the 
Railroad Industry 


BULLETIN 5-3-55 
150 Ib. Stainiess Steel 
Pipe Fittings 





er eee ee 


DISTAARI 


—_ 
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You Can Always 
Bank On These 3 
Business Bonds 





The Morse Franchise, Morse Code, 
and Morse Distributors’ Inventory 
Protection Policy . . . these are the 
soundest business securities any in- 
dustrial supply distributor can have. 
For these are real bonds between 


Morse and every Morse-Franchised 


Distributor. And on the steadily ris- 
ing value of these bonds, as the years 
prove their worth, are being built 
some of the most profitable distribu- 
torships in the country. Morse Twist 
Drill & Machine Co., New Bedford, 
Massachusetts. 


HE MORSE CODE MEANS 100% DISTRIBUTOR PROTECTION ... ON ALL 








iT 
| 
g 


Cutting Tools 
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Torque-Arm Speed Reduc- 
ers driving the trunnions 
rotating an asphalt kiln 


rque- 


r 


-Arm 


Lae a" 
OW 


THIS NEW 60 H.P. 
SIZE EXTENDS SALES 
OPPORTUNITIES TO 
THE BIG JOBS 


All the advantages of shaft-mounting .. . all 
the proven performance and economy fea- 
tures of Dodge Torque-Arm Speed Reducers 

. are now available for industry's big jobs. 
The husky new size No. 8, in the double 
reduction series, has a capacity of 60 hp at 
100 rpm, AGMA rating, and can be mounted 
on shafts up to 5-inch diameter. 

This new big capacity reducer expands 
the market for the Torque-Arm line, which 
has demonstrated efficiency up to 97%, plus 
substantial savings in costs, in tens of thou- 
sands of installations. The husky size No. 8 
opens significant new profit opportunities 
for Dodge Distributors 
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The new No. 8 has all the inherent advantages of the Dodge 
Torque-Arm line. No foundation, no flexible couplings, no 
sliding base required—and there are no lining up difficulties. 
It is mounted directly on the shaft. The torque-arm, fastened to 
any fixed object, anchors the reducer. The unit is driven 
through any V-belt drive. Dodge Taper-Lock Sheaves, available a 
from stock, permit any speed ratio desired. Tri-Matic Overload Release, op- 

Another new member of the Torque-Arm line is the single _ tional, loosens the belts, cuts off 
reduction No. 11 (1.3 hp at 100 rpm, AGMA rating). Torque- ——————— 

of an excessive load. 
Arm Reducers are now supplied, in both single and double 
reduction series, with capacities from 1 to 60 hp, output speeds 
from 12 to 365 rpm. All sizes are available with built-in backstop 
as well as the Tri-Matic Overload Release which is designed 
especially for the Torque-Arm Speed Reducer. 

With America’s most complete line of shaft-mounted speed 
reducers Dodge Distributors are in a position to meet an in- 


Built-in backstop is available 
creased number of speed reduction requirements. when conditions require a device 


DODGE MANUFACTURING CORPORATION, 500 Union Street, Mishawaka, indiana °° Prevent the reversal of direo- 
tion of rotation. 


THE TRANSMISSIONEER is featured in every Dodge 
advertisement appearing in leading industrial 
publications. Prospects are directed t« Call 


your local Dodge Distribut 
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ask your 


Bunting 


distributor. 


HE HAS PLENTY 


-»-forr Your Bunting Distribut 


in stock for 


convenience complete 
ind finished Buntin 


Stock Industr 


Every size of minting Bronze tric Motor 


stock bearings is selected with scrupulous, painstaking 


production an 
care. Each individual bearing not only fits many 
common applications in all kinds of 
industrial machinery but can be altered 
quickly and economically for many other and 


unusual requirements. quirements 


Bunting Cat 


as F Ffes™evrr 
~ — a 
a i 
This advertisement appears in 
iron Age @ Mill & Factory © Modern Machine Shop 


¥ 
THE BUNTING BRASS & BRONZE COMPANY Machinery © Southern Power & industry © Stecl 
TOLEDO 1, OHIO 


BRANCHES IN PRINCIPAL CITIES 


BRONZE BEARINGS + BUSHINGS + PRECISION BRONZE BARS 
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SURE, YOU MAKE MORE 


SELLING R/M’s BIG 7 PACKING TYPES 


“Here’s the point. This b lir f just cut maintenance costs, simplify ordering 
“Turn your prospects into customers for 


R/M’s Big 7 Packing Types. You'll be sur 


seven field-tested pack ng tv] 


tenance 


advantages that buyers 
men are looking for. Most plants, | - prised to find how much easier and how 
much more profitable R/M’s Big 7 can 


Raybestos-Manhattan 


ample, can count on getting custom-built 


performance for 95 of their packing ap make your selling. 


‘ ‘ 


plications with just three or uur of thes will back you with constant advertising and 


types. In addition, they can reduce downtu ipply you with the finest kind of sales help.’ 


R/M’s BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


BIG 7 PACKINGS 


RAYBESTOS- MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


Manheirr f No. Charleston, S.C 
Peterbor« Ontario, Canada 

Textiies « Industria! Rubber, Engineered Plastic, 
ij Wheels « Rubber Covered Equipment « Grake 
Radiator Hose + Bowling Balis 


R/M packings for 
maintenance purposes 
are sold only 

through authorized 
R/M distributors 


Passaic, N.J.; Neenah, Wis.; 


FACTORIES: Bridgeport. C: 
Crawfordsville 
RAYBESTOS-MANHATTAN N 
and Sintered Metz! Products « Abrasive 
Lining: . Brake Block . tch Facir Fan Belts « 


Packing 
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TYPE 1 Universal plastic packing fer 
pumps and vaives 


TYPE 2 High temperature vaive stem 
and expansion joint packing 


TYPE 3 A packing for high speed rotary 
ait compressors 


TYPE 4 A specialist in handling corrosive 


liquids, acids, and viscous materials 


TYPE 5 “Terton” for use with chemicals 


TYPE 6 Gasket materisis tor every 


service requirement 


TYPE 7 Molded packings for hydraulic 
and pneumatic equipment 


25 








Another Reason Why 


RUST-OLEUM. 


means © to Tre 


There is only ome RUST-OLEUM: Ir is as distinctive as your own fingerprint, 
incorporating a specially-processed fish oil vehicle. that may be applied directly over 
sound rusted surfaces, dries right, is odor-free, and penetrates rust to bare metal. 
What's more —- RUST-OLEUM is available in many, many colors to 

beautify as it protects. : 


This distinction of product, alone, provides a tremendous “sales edge” and 
greater profit opportunities for you Ys. the RU st OLEUM product is a vital 
element in RUST-OLEUM Teamwork with you. “With 

RUST-OLEUM, you have all the exclusive features to sell — something the other 
fellow hasn't. You have the power to actually Scop Rust with RUST-OLEUM. 


RUST-OLEUM CORPORATION 
2413 Oakton St. + Evanston, it, 


RUST-OLEUM IS EXCLUSIVE 


. 
»> > @-8@ @.& i es < 

















With ROEBLING wire rope you 


THATS ONE of the business-building advantages of 
selling Roebling Wire Rope... you can promise and 
make good on full and prompt deliveries. Though 
you're located anywhere from Bangor to San Diego, 
there’s a nearby Roebling branch warehouse with a 
complete line of wire rope, ample to supplement your 
own stock and help fill orders on time and right 

But on top of that, Roebling backs up its distributors 
with every effective form of sales assistance. Each 


28 


month in the year, full page advertisements tell every 
one of your customers and prospects about the extra 
performance features of Roebling rope... Roebling 
Engineers and your Roebling Field Man are always 
ready to help suggest the best rope for any service and 
to find the answers to any special rope problems. 
° . : 
Write and ask about the possibility of a Roeb 


distributorship in your area. 


li 


sles 
ng 
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an always answer YES, SIR! 


\ 





BRANCH OFFICES AND WAREHOUSES FROM COAST TO COAST 


JOHN A. ROEBLING'S SONS CORPORATION, TRENTON 2, a 4. SRANCHESR: ATLANTA, 934 AVON AVE. « BOSTON, Bt SLEEree aT 
* CH'CAGO, S526 W. SOCOSBEVELT FO. + CINCINMWAT!, 3262 FREOCONIA AVE. + CLEVELANO, 13326 LAKEWOOO HEIGHTS BiLvO. + 
Ocnwvesr, 4601 Jace on rT. « oer ’. FISHER BLOG. + HOUSTON, 6216 HAVIGATION BLVO.+ LOB ANGELES, £340 € 
nwnaReoe ST.+ ™ w ¥o x ' cro T.* GOOEBEBA, TEXAS, 19820 € Su O GT. + PHILAGELPHIA S30 vine eof. + GAN 


FRANCISCO, 1740 rT TTL EG, FOO (ST AVE. BS. + TULBA, B2t HM. CHEYENNE BT. + EXPORT GALES OFFICE, TRENTON &B, M. &. 


ROEBLING (It! 


Subsidiery of The Colorado Fuel end Iron Corporation 
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“ORDERS FOR THE FIRST 30 


OPTIMISTIC 


says Mr. John Robertson, new Dayton V-Belt distributor 


Plans for expand 


lictated adding a 


selecti wal i tO 


In making the 


we udded was a 


moted by the 
important 


inventory ma Orae;r « ol o 1Od is W 


order dispatching, which have earned us 


raj id, accurate service 


po 


| supplies Customers were quick to put their stamy 


f approval 
the Dayton line. Orders started 
Dayton V-Belts, Cog-Belts and 
first 30 days far exceeded 


lai 


uighest quality V-Belts 


on our decision to add 


line coming in at once for 


Pulleys. Actually, orders in ¢ 


be sure the 


aggressively pro he 


doubly 


in 


our most OpumMistic expectations 


tant too 


Through their response our customers have indicated 
the addition of the Dayton line may well be one of the 


investment 
ell as mechanized 


a reputation for wisest moves we've ever made to step up our industrial 


sales to new and greater volume.” 











Uses 


Alliance h 


Your 


rders 


Heating Supply Company's modern building in display 
thees and a warehouse with an 


h 


industrial 


Robertson 
room 
Daily oT 
teu 


1 trailers 
and 


Oading GOCK an 


Akron 


mn 


Sales inside 


Zanesv: lle stown 


V-Belr 


warehouses in Canton x 


customers of fapid service 


very ¢t Sx Dran 
all 


envilie assures 
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DAYS FAR EXCEEDED OUR MOST 
EXPECTATIONS!” 


Dayton Sales Assistance on Contact is one advantage of the 
Dayton Franchise enjoyed by distributors like Robertson 
Heating Supply Co. On this call Wale Berlo, Dayton, 
behind brick making machine, inspects V-Belt drive with 
Robertson's Hal Hoiles, left, Ken Brock, center and Ellas 
Stenger, Plant Supt., Alliance Clay Products Co 





Dayton V-Belt orders are filled and dis- 
patched on dollies towed around perimeter 
of ware hx USE by means of an Ove rhea ] 
conveyor. Robertson's Rhea Grall records 
completed order for machine record in 
ventory control as dolly passes by 


Dayton's Preventive Maintenance and Plant 
Survey Program which extends V-Belr life 


us 


1 service is explained to Robertsor 
tomer John DeVeny, Buyer, Morgan En 
nz Co. by Wale Berlo, Daytomy teft 
Davies, Robertson Industria 


enter 


DR. 1955 


1905 


Dayton Rubber 


YEARS OF PROGRESS 


Dayton Rubber Company e¢ World's Largest Manufacturer of V-Belts 


For details on Dayton Selective Franchise write Industrial Div., Dept. 773, Dayton 1, Ohio 
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We prove it 

wwe money by 

St. Paul to Miam 
re). That's 

just 


& Air Express on 


GaeTses THEHFeE FiraT ia US. Scheduled Airlines 


CALi. AIF EXPRESS fiwis i RPAILWAY EBXPRESS AGENCY 
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No. 10 
$7189 Thy 


STAR HACKSAW FRAMES 
Colorful Functional Design 
GREEN Tenite handle. Long-wearing rustproof crackle finish 
that found on most expensive office machines. Every 


inch genuine Star Unbreakable Spe- 


frame complete with 12-1 


similar to 


cial Flexible 18-toot! 
RED Tenite handle. Sm h, easy-to-clean, high gloss, rustproof 
ish for lifetime protection. Comes complete with 12-inch 


Star “Moly” High Speed tooth blade, that outlasts standard 


blades 10-to-1. 


No. 15 
$9.49 UST 


Look At These Exclusive Features 
of BOTH New Star Frames 


the most rigid construction known. No ex- 
ternal lever or other side projection. Cuts 
closer to work 
cam-action lever- 

lock automatically tensions blade correctly 
Flip it open, blade’s released. Snap it shut, 
blade’s locked in tension. To change from 
10-inch to 12-inch blades, release the lever, 
lift it out of tension bar, slide bar forward, 
snap lever into second hole —and you're all 
set for shorter blade 

molded right around the 
steel back for greatest strength. Comfort- 
able, attractive, easily wiped clean 


No. 20 
Completes the Star Frame Line 
te with mechanics, this gun $325 List 


adjustable pistol-grip frame 
iock blede feature extra 


CLEMSON 


CLEMSON BROS., Inc. 
MIDDLETOWN, N. Y., U.S.A. 


Makers of Hand and Power Hocksaw Blades, Frames, Metal and 
Weed Cutting Band Sew Blades and Clemson Lawn Machines. 
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© @ @ another bit 


from CLEMSON 


Distributor’s Net Cost, 


a 
‘ 


complete with 12-in« h 
Star Unbreakable Special Flexible Blade) 


List Price Shipping Weight Distributor Cost 
each per 10 per 10) 
$1.89 15 Ib $9.50 


ah 


(complete with 12-inch 
Star “Moly” High Speed Steel Blade) 


List Price Shipping Weight Distributor Cost 
(each (per 10 per 10) 
$2.49 15 tb $12.50 


» bh 
‘ 


(complete with 12-inch 
Star Moly Blade) 


List Price Shipping Weight Distributor Cost 
(each per 10 per 10) 
$3.25 17 tb. 8 ox $17.50 


Each frame individually packed in 
sturdy metal-edge box. 


Shipping Terms 


Shipments — From Factory or New York 
City Branch, 100 Ibs. or more full freight 
allowed via cheapest way. Less than 100 
Ibs. from factory F.O.B Less than 100 
Ibs. from New York Branch, F.O.B. plus 
an additional charge based on invoice 
value as follows: 5 on High Speed 
Moly, Molyfiex, High Speed Unbreakable 
Biades, 10 on Standard Steel Blades 
and Frames. All Shipments to the U. S 
Government F_O.B. Destination. Discount 
Terms—2 10th Proximo—30 Days Net 
Discounts, Terms and Conditions Subject 
to Change 

ALL ORDERS ACCEPTED SUBJECT TO PRICES 


LI 


PREVAILING AT TIME F SHIPMENT 





{% OF INITIAL) 





‘Longer, Stronger Life 





TENSILE 
STRENGTH 50 





Columbian Anti - Rot Treatment 


Gm UNTREATED 
Ge TREATED 





3 6 
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TIME OF SOIL BURIAL, (MONTHS) 





‘ts Thoroughly Checked By 
Production and Laborotory Controls 


Mill-run somples from all Manila 
Rope production lines ore se- 
Jected by laborotory technician 


Trected mill-run samples ore 
placed in incubator clong with 
untreated contro! somples. Result 
is double check: on potency of 
anti-rot substance, ond on virility 
of mold spores. 


The Proof is in the Puli 


The chart above shows the results of 
a rigorous experiment designed to 
test the effectiveness of Columbian 
Anti-Rot Treatment. 


Treated and untreated samples of 
Columbian Manila were buried in 
constantly moist, loamy soil for 15 
months. Sections of each sample 
were removed periodically and 
tested for breaking strength. 


After only three months, the tensile 
strength of the untreated samples 
had been completely destroyed by 
organisms of decay. 


The treated samples had suffered a 
loss in tensile strength of only 5%. 


After a full 15 months the treated 
samples still showed almost half of 
the original tensile strength. 


That is why we can say with full 


assurance: 


Every foot of Columbian Manila 
Rope is adequately protected 
against decay for YOUR climate 
YOUR uses, YOUR methods of 
handling! 


COLUMBIAN ROPE COMPANY 
AUBURN “The Cordage City”, N. Y. 


THE ROPE WITH THE RED, WHITE AND BLUE MARKERS 
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DO MORE BEARING 
BUSINESS THIS YEAR 
WITH JOHNSON SLEEVE 
BEARINGS. Are you satisfied with the 


bronze bearing business you are doing? If not, this 
is the line for you. Johnson Distributors are getting 
volume ... they have stock bearings available for 
over 90% of all sleeve bearing applications. With 
the Johnson line you definitely can do more busi- 
ness. Then, too, Johnson Bronze will be glad to 
show you how, and will help promote the line to 
your customers. Write for details. 


i, JOHNSON BRONZE CO., 535 S. Mill St., New Castle, Pa. 
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Can [use this sheet packing 


1 
oe 
SiC 
abe 
7 


Sure J-M Service Sheet /° 
equally good for ol, stean 


and gas lines / 


Sell more jobs...make more profit 





by giving your customers the facts 
about this quality packing 
with a 35-year reputation 


Where to sell it: Every industria! plant 
is a prospect for J-M Service Sheet 
Packing. It’s the favorite packing of 
thousands of plant engineers and 
maintenance men. Both versatile and 
dependable, Service Sheet makes a 
tight, long-lasting seal against super 
heated steam, air, gas, water, hot oil 
and ammonia, as well as many acids 


and chemicals 


What its selling points are: |-M Service 


Sheet is a quality packing, made of 


selected long-fiber asbestos bonded 
with heat-resisting compounds. It is 
graphited on one side to permit 
breaking a joint without destroying 
the gasket. The ungraphited side is 
ruled into 1” squares to speed cutting 
and reduce waste. And... a very im- 
portant selling point... 
after quantity orders, because J-M 
Service Sheet will not dry out in stock! 
How it is furnished: Service Sheet is 


supplied in sheets 54” x 63", 36” x 


you can go 


] 


on hot oil lines, too? 


126", 36” x 63", and 54” x 126” in 
thicknesses of 4’ to 4%" and 108" 
x 126” sheets in thicknesses of "4," 
to 4%". It 
gasketsin standard and special shapes 
See the ]-M catalog for further details 


Backed by national advertising—j-M 
Packing advertising reaches packing 
users everywhere—refers them to 
their local J-M Packing Distributor 
—makes your selling job easier! 


is also furnished as cut 


Johns-Manville PACKINGS & GASKETS 
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You're selling quality, uniformity, dependability, ease of application, long 
service life when you sell Republic Fasteners. And, to help you meet all your 
customers requirements quickly and easily Republic mokes and stocks over 
20,000 regular types and sizes of fasteners. Call Republic for complete cov- 
erage of your fastener needs. 


Heres another profit builder — Republic Chain. Whether you sell to the indus- 
trie! or hardware trode, you con fill every requirement with this complete line 
of welded ond weldiess chain. Republic mokes chain slings, form choins, 
marine and railroad chains, log chains, building chains, tire chains — chairs for 
every use. Plants and worehouses are strategicolly located to assure you of 


prompt delivery 


INDUSTRIAL DISTRIBUTION 


Exclusive construction permits 


high stacking of tremendous loads. 


HERE'S THE SECRET: Republic can 
actually be a dual 
source of supply 
for you. We make 
available for re- 
sale such profit 
builders as cold finished bars and shafting, fast- 
eners, and chain. And we reduce your storage 
costs by helping you utilize valuable overhead 
storage space—space probably going to waste 


The heavier the load... 
The Lighter the joint. 


in your present system. 

Wedge-Lock Long Parts Storage Units are 
perfect for storing Republic Coid Drawn Steel 
Bars, for example. They're specifically designed 
for high stacking of enormous weights—with 
no sagging, swaying, or buckling. The reason 
is the exclusive joint design developed by 
Republic's Berger Division. As weight increases, 


REPUBLIC 


Wella Widest kiuge % Slinaard, 


MARCH, 1955 





rUrdy Pie te Pte ee 


joints actually get tighter, increasing the stabil- 
ity and rigidity of the entire assembly. Result: 
you get maximum loading in a minimum of 
floor area—plus efficient use of overhead space. 

Amazing Wedge-Lock increases the efficiency 
of your entire handling system by providing 
wide unobstructed aisles, easy access. It is com- 
. 4 , It pays to stock and sell Republic Cold Finished Steel Bors and Shofting. Your 
pletely flexible, can be assembled quickly and qutumnss on) fi Ge qualities ey wast ts dd bass Gnade naman 


easily to accommodate your own specific needs. of section, close tolerance, a bright smooth finish that rarely requires further 

. : - hining. Republic, the leading producer of cold drawn steels, supplies 
Spe Wedge-Lock fo smooth, f w — , . 

pecify edge L« ck os Ss oe th last flo rounds, squares, hexes, flats and precision shafting in all standard and special 


of materials from receiving to shipping. A stor- carbon, alloy and stainless analyses 

age engineering expert in your nearby Berger 

Division sales office is always available to help r — oe oe ee oe ee ee ee ee ee ee ee ee ee ee ee oe 7 
you determine your needs and plan an efficient 
installation. Call him soon or send the coupon 
for more information on Wedge-Lock—plus 
additional data on the Republic money-makers 
described on the pages. 


REPUBLIC STEEL CORPORATION 
3156 East 45th Street 
Cleveland 27, Ohie 


Send literature on how Wedge-Lock can cut my storage costs J 
I am interested in adding to my present line. Please send more 
specific information on 


i 

4 

i 

i 

i 

i 

CD Cold Finished Bars and Shafting ! 
0) Bolts and Nuts 0) Chain ‘ 
Name Title i 
' 

4 

i 

' 

J 


Company 


STEEL 


‘Strlks av, Stk. Produit 


Address 


City. . Zone State. 
K-14 


Leweeeeeeeeseseeesooue 
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Safer Twin-Weld Hose 


HEWITT-ROBINS 


EXECUTIVE OFFICES, STAMFORD, CONNECTICUT 
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Won't Writhe or Twist 


Hewitt-Robins Twin-Weld — 
the original Twin-Line 


Welding Hose — Offers Values 


Found in No Other Hose... 
Single or Double Line! 


Here is the safest, easiest-handling 
welding hose that money can buy. 
Twin-Weld—the original twin-line 
welding hose—won’'t writhe or twist 
on the job as other welding hoses do 
because it’s “‘straight-cured”’. Its two 
lines are firmly bonded together, 
easily separated for making connec- 
tions. Twin-Weld is non-porous. . . 
eliminates welding inefficiency, ex- 
plosions and fires. 

For greater safety and maximum 
flexibility ... longer welding hose life 

buy Hewitt-Robins Twin-Weld. 


ENGINEERING DATA 


TUBE: Non-porous, smooth tube for 
full free-flowing of gases at all times. 


CARCASS: Now reinforced with a 
single braid of high-tensile rayon 
yarn, applied with special braiding 
equipment . . . equal in strength and 
fabric content to the highest quality 
two braid hose. 


COVER: New flame-resistant, oil 
resistant cover made from premium 
quality synthetic compound that 
won't become hard or Urittle. Surface 
is smooth . . . won’t crack, peel or 
discolor . . . resists abrasion of sharp 
metal, heat, grit, dirt and ozone 
checking. For quick, positive identi- 
fication oxygen line is green—acety- 
lene line is bright red. 

SIZES: O.D.’s now conform to IAA 
specifications —7/16", 17/32", 19/32" 
... LD.’s 3/16", 1/4", 5/16". 


WORKING PRESSURES: Upto 


200 Psi 


INCORPORATED 


DOMESTIC DIVISIONS: Hewitt Rubber + Robins Conveyors + Robins Engineers + Restfoom 
FOREIGN SUBSIDIARIES: Hewitt-Robins (Conada) ltd, Montreal + Hewitt-Robins internationale, 
Poris, France « Robins Conveyors (S. A.) Lid, Johannesburg « EXPORT DEPARTMENT: New York City. 
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Here is a partial list of 


HEWITT-ROBINS 
INDUSTRIAL RUBBER 
PRODUCTS 


BELTING: 


Conveyor 
Elevator 
Transmission 


HOSE: 
Acid 
Air & Air Drill 
Barge Loading 
Dust Suction 
Fire 
Fuel Oil & Gasoline 
Gasoline Pump 
Mud Pump Suction 
Oil Suction & Discharge 
Propane-Butane 
Road Builders’ 
Rotary Drilling 
Sand Blast 
Sand Suction 
Sea Loading 
Servall®, All-Service 
Steam 
Tank Cor & Tank Truck 
Vacuum & Air Brake 
Water & Water Suction 
Welding, Twin-Weld" 


MOLDED RUBBER PRODUCTS 


For immediate information about these 
industrial rubber products write direct 


to: 


Hewitt-Robins Incorporated 
666 Glenbrook Road 
Stamford, Connecticut 


TITLE & COMPANY 


STREET ADORESS 





TS 


DEPENDABLE INDUSTRIAL BRUSH PERFORMANCE 


..seuL MILWAUKEE 


Simplify your sales job through this one source 


Here is the line that helps you build in- 
dustrial brush sales—your one source 
of supply that affords you a complete 
service for Industrial Brushes. Your 
customers are faced with high oper- 
ating costs and a competitive market. 
They welcome ways and means for 
cutting their overhead. Milwaukee In- 
dustrial Brushes do a cost- and time- 


try tad Ba Aa pegs og saving job on production lines. 
An important part of our business is 


devoted to manufacturing special 


brushes for specific needs. In this re- 
spect our engineering department is 
available at all times to render design 


assistance and in each case to give 
your customers a brush product that 
is tailormade for the job. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R-54 
IT FEATURES 
THE COMPLETE LINE 
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PLASTi¢c 
ELECTRICAL tam, ~ 


DUTCH BRAND PLASTIC ELECTRICAL TAPES 


Thin, strong, flexible with unusual resistance to destructive elements. 
Three thicknesses: .007", .010", 020° 


DUTCH BRAND VINYL COLOR TAPE 


Nine colors, four widths for all insulating, coding, indexing, U. L. listed. 


DUTCH BRAND RUBBER TAPE 


The finest tope of its kind. Resists up to 18,000 volts through a single 
thickness. Fuses perfectly. 


DUTCH BRAND FRICTION TAPE 


An industry favorite for over 40 years. For perfect adhesion, 
for longest life choose Dutch Brand 


“DB WIRE CONNECTORS 


Get full insulation protection from these vibration-proof, 
weatherproof long skirt connectors 


Sell DUTCH BRAND... 
the complete electrical insulating line. 


TOWER OF 
PROTECTIO! 


Insulating products 
that meet and 
exceed the standards 


of industry eee 


Whatever the requirements of the job here is the prod 
uct to meet the specifications. Wherever electrical work 
is done, the symbol of perfect insulation is the Dutch 
Brand trade mark. Electrical contractors, plant mainte- 
nance electricians, electronic technicians, and electrical 
manufacturers all agree Dutch Brand represents the 
finest. Friction Tape, Rubber Tape, Plastic Electrical 
Tape and “D.B.” Wire Connectors. Only from Dutch 


Brand is this complete line available. 


DUTCH BRAND 


! .¢ 
.  @ sie 
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“FOR RUGGED, RELIABLE POWER 
TRANSMISSION AND CONVEYING 


Recommend These EQUIPMENT . . . GIVE YOUR CUS- 
TOMERS DEPENDABLE 


Dick ORIGINAL Dick Prooucts 


Balata Belts...They’re f 


STRONGER...LAST LONGER XY / 
=i i 


Designed and processed for high-efficiency 
service, “Dickbelts” will satisfy your customers’ 








DICK ROPE QD SHEAVES 


most rigorous power transmission, conveyor or 
bucket elevator belting needs. 

You can have complete confidence in the prod- 
uct when you sell “Dickbelts”. Their rugged a 
thirty-five ounce hard surface closely woven r., ty 
duck is thoroughly impregnated with the finest AG Y 
grade Balata gum to insure no-slip, sure-grip - . 
holds on pulleys. This quality construction also Oe ee ee 
guarantees great tensile strength for added 
years of wear. “Dickbelts” resist moisture and 


sharp changes in temperature. They will not . 
stretch or shrink. Wey 


“Dickbelts”’ will prove themselves to your cus- 
tomers as they have to users in all industries — . BARRY. CONVEYOR PULLEYS 
versatile — economical — practical, They are 
available in all standard widths and plies and 
can also be fabricated to specification. 
Every item Engineered te Boost 
Production Through Maximum 


Distributorship Information Gladly Sent On Request. 
i ee ee ee 


R.& J. COMPANY, INC. PASSAIC, N. J. 


CHICAGO, ILL SAN FRANCISCO, CALIF LOS ANGELES CALIF SEATTLE, WASH 
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ee LOCKNUTS SOLVE TOUGH a PROBLEMS. the locking threads are fully engaged, these nuts won't work 


,odern timing belt drive combines the flexibility of a steel loose, 
t tion « nt chain drive, per- can be used over and over 
more 


with the positive ac 
spec 
vt 


! pto | ) rpr Fiextoc Self- wonder 
dr Once assemblies together 


regardless of the vibration encounteres 


And FLEXLocs 
thout losing locking efficiency. No 


ised to hold 


ind more Fi 


WHAT’S NEW WITH FLEXLOC 


News that helps you sell 


INDUSTRIAL DISTRIBUTION 
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PRESELLING ALL YOUR BEST CUSTOMERS AND 
PROSPECTS is the yeomanlike job SPS advertising 
performs for you. Here is a sampling of the ads for 
Fiextoc which appear month after month 
publications as /ron Age, Steel, Machiner Design 
News, Electrical Manufacturing, dutomotive Industries 
Product Engineering, etc. Don't forget that reprint 
are available if you'd like to use them in your « 


n such 


for your salesmen’s 
STANDARD 


idvertising as direct mail—or 
kits. Write Flexloc Locknut Divisior 
Parssep Sreen € Jenkintown 13, Pa 


FLEXLOC LOCKNUT DIVISION 


JENKINTOWN PENNSYLVANIA 


1955 





LATS iS A SCIENCE— AND AN ART—AT SPS. The accuracy of 
SPS’ plating 


wrod nly " rate as the plating itself 


yn dollars. is comp } 


im 


machin nstrumentation and accessory equipment It 


1 $200,000 waste disposal plant, a 70-foot automatic rach 


60-foot tomatic barrel plating line, the plating end of 


which is shown here. Capacity of this line is more than 10,000 pounds 


8 hours. Copies of an interesting &-pag 
s and plain facts about Plating 
be that one of yo ymers who has 


t SPS can solve—and handle—it. Write | 
Division, STANDARD PRESSED STEEL CO 


ir cust 


WHAT’S NEW WITH UNBRAKO 


News that helps you sell 


Some 








Alumni Notes 


Here ‘ ) notes 


from alumni of the 


SPS Sules Training School 


From PI real 
have the 
| want to 

SPS for their 


to you, 


ladelphia It was a pleasure to 
ittend your classes, and 
hanks to all at 
al vote of thanks 
for the manner in which you and 
Tom Robbins 

I stone 


group. You certainly left no 
make us feel 


opportunity to 


Apress my sincere 


kind help. A speci 
George, 
your able assistant, handled our 
unturned to 


at home.’ 


the wi 


Ee 


myself 


am 


got a 


From Elmira, sure 


group as well as great deal fron 
this program and now can do a better sellir 
job for SPS benefit 


our own company 


Pa. 


gather they were more impressed 


which will you as well as 


From Reading, ‘From the remarks made by 
I 


our two men, 


by this program than any other such event which 


they have attended.” 


To become a successful alumnus of the SPS Sa 


Training School, just get in touch with y 
Better do it 


SOOT 


presentative 
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WE'RE ALL BANKING ON INDUSTRY. Miss Dolores 
Hoster, an employee of the Philadelphia National Bank 
splays tw » UNBRAKOs from an exhibit of SPS prod 
ct lisplayed recently on the main banking floor 
PFLEXLO« cknuts, SEL-LOK pring pin and 
HALLOWELI 


Products of other nearby mar ct rsir ded 


shop equipment were own in the 


TV receiver rcuit breakers, | ngs, plas steel 


F 


th + 


STANDARD REMINDER. “Unbrako Standards” is the 
standar talog of the UNBRAKO line 


bookiet contains giant pictur all products, shows 


Nee 


growonee® 


This 32-page 


tion, and 
money Dy 
1 fasteners thr itaway draw 


the spec 


mce tl the re W i nbrak ckKet 
n, STANDARD PRESSED STEEL CO 
pP 


UNBRAKO SOCKET SCREW DIVISION 


JENKINTOWN PEWMSYLVANIA 


APPLICATIONS OF THE MONTH 


SEL-LOK SPRING PINS are extremely versatile, can be used as hinge pins, 
cotter pins, lock pins, pivots, axles, etc. Because you merely drill a hole and 
drive the pin, SEL-LOKs often materially reduce production costs. Here, for 
instance, a SEL-LOK is used as the roller bearing support in the detent of 
an attenuator. By substituting a spring pin, which costs 1'4c, for a solid 
pin, which costs $1.50, the manufacturer effected a saving of close to $1500 
on 1000 attenuators. Keep your eye pecled when you're in a customer's shop 
for possible applications. You'll be doing him 


and yourself—a big favor 


UNBRAKO KNURLED HEAD SOCKET CAP SCREWS are so strong that three 
UNBRAKOs are often used to take the place of five ordinary screws. The 
secret lies in the heat-treated alloy steel with its controlled fillet and the con- 
tinuous grain flow made possible by fully formed threads. There are 16 
UNBRAKOs used to hold this carriage roller assembly on a fork-lift truck 
Off-center loading produces quite a bit strain on the fork assembly. By 


reducing these stresses, rollers make possible longer, trouble-free truck life 


a ~ 


UNBRAKO BUTTON HEAD SOCKET SCREWS, designed for applications where 
countersinking is not practical, provide a smooth, streamlined surface. Since 


they are made of heat-treated alloy steel, they are very strong. Most important 


the deep hex socket makes them easy [ nsert and remove over and over 


igain without marring cither the screw or the surface of the assembly. On this 


reciprocating guide for a precision winder, button heads provide the smooth 


surface SO essential in equipment of this nature 
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SIT "EM DOWN AND STEP UP SALES of Hallowell designed functional stools and chairs for the specif 
Many industrial plants have needs of the job being done. You can simp 
seating problems by telling them about Hallo VCll 


Stool and Ch 
tepped p production substantially by seating 


i 
fortably. Some plants have eve Stools and Chairs. And pocket a nice profit, too. 


WHAT'S NEW WITH HALLOWELL 
News that helps you sell 


TO HELP YOU SELL Hallowell! Stools and Chairs, 
we have prepared a monograph on the fine art 
of seating titled “Stoolcraft.”” Your supply of this 
sales-building booklet is waiting. Just send us 
your order with imprint instructions. We'll take 
care of the details. Hallowell Shop Equipment 
Division. STANDARD Pressep Street Co., Jenkin- 


town 13, Pa 


TO GIVE YOUR CUSTOMERS COMPLETE DATA, we've prepared a 


nformat 


ow JENKINTOWN PENNSYLVANIA 


Hallowell stools and chairs catalog. It gives all the 


stome . need ab these ts. Get vour order 


cc 
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POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALVES 


FIG. 559—Swing Check Valve 
For 125 Pounds W.S.P. 
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FIG. 2201—175 Pound W.0.G. 
Flanged End Lubricated Plug Valve 


Iron Body, 
Bronze Mounted Standard 
“Model Star’ Glove Valve 
For 125 Pounds W.S.P. 


FIG. 1793—"“Model Star” 
Gate Valve For 125 
Pounds W.S.P. 
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POWELL VALVES ...THE COMPLETE QUALITY LINE...POWELL VALVES 


Consu!t your Powell Valve distributor. If none is near you, 
we'll be pleased to tell you about our complete line, and help 
solve any flow control problem you may have. Write... 


Wherever flow requires dependable control, there’s the place 
for Powell Valves. Powell can supply the valve you need, for 
Powell probably makes more kinds of valves and has solved 


more valve problems than any other organization in the world. 
Shown above are just a few Powell Iron Valves. Investigate The Wm. Powell Company, 199" ear 
their many outstanding features ind the complete line of Cincinnati 22, RS y 
quality valves known for long and dependable service. 


PRS. This is juats ont of many ads appearing im teading. magayinss that talp you. all, POWELL VALVES! 








BE SURE WITH Southern 


PHILLIPS AND SLOTTED WOOD SCREWS 


~ FROM MATERIALS MADE iN THE 
~ 


PACKED In CARTONS MADE IN THE 


with SERVICE by U. S. A. standards! 


Southern Wood Screws, Phillips or Slotted, flat, round, oval, in 
steel, brass, silicon bronze, aluminum, stainless steel and all 


popular plated finishes. 
Stove Bolts in slotted steel, flat or round 


Write for free color label chart, pockage stock guide, bulk 
stock list. Box 1360-D2 


WOOD SCREWS e@ STOVE BOLTS 
in Bulb Only: Mochine Screws @ A & B Tapping Screws 
Hanger Bolts @ Carriage Boirs 
SCREW COMPANY 


STATESWILiC = RORTH CAROLINA 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


Factory Werehouses: New York, NM. Y. @ Chicago, Ill. © Les Angetes, Col. © Dollas, Texas 
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STANDARD TOOL 


... Aening [uilublry since (881 


© To broaden its service to you, Standard Tool 


Anuounctel, A NEW LINE OF Lo — 
now offers carbide-tipped tools in addition to 


its regular line of industrial cutting tools. 


° 
on 
Your Standard Tool Man, Serving Industry Since 
70 1881, will show you many applications where 


carbide-tipped tools will help you get faster 


cutting, longer tool life. 


TANDARD |OOL ((O. ( 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN NEW YORK «© DETROIT « CHICAGO «+ DALLAS © SAN FRANCISCO 


THE STANDARD LINE. Twist Drills - Reamers - Taps - Dies - Milling Catters - End Mills - Hobs - Counterbores - Special and Carbide -Tipped Tools 





Add 


in PURCHASING, March; MACHINERY, February; 

AMERICAN MACHINIST, February; MODERN MACHINE 

SHOP, March; MACHINE & TOOL BLUE BOOK, March; 

MILL & FACTORY, February and FACTORY MANAGEMENT & 
MAINTENANCE, March, 


to tell everyone the importance of our Distributors. 


Heller Brothers Files 
are sold only 
through Distributors! 
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Ny you can buy Heller Brothers files 
only From your distributor! 


GIVES PERSONALIZED SERVICE 
Your Distributor keeps informed about new applications so that he can advise 
you on new types of files and their uses. He also suggests methods of proper 
care. He always has the Heller Brothers’ representative and engineering serv- 
ices available to serve you. 

HAS QUICK DELIVERIES 
He maintains a full stock and warehouses countless items that would otherwise 
tie up your capital. 

HAS COMPLETE “FOLLOW-THROUGH” 
He keeps you informed on deliveries, follows-up to meet your emergency needs, 
answers intelligently your questions. You're never “in the dark” with your 
Distributor. 

YOU CAN DEPEND ON HIM 
You can get the exact Heller file you need for the job. Heller makes all Ameri- 
can Pattern files, Swiss Pattern files, Vixen Milled Curved-Tooth files, Rotary 
files, Carbide Burrs, Center Laps, Internal Grinding 
Burrs and Counter Sinks. You can be sure he has 
the complete support and cooperation of America’s 
oldest file manufacturer. 





N Ke Se eee | 
HELLER BROTHERS CO. America’s Oldest File Manufacturer NEWCOMERSTOWN, OHIO 


A New Jersey Corporation Branch Offices in New York, Detroit and Chicago 


YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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WHAT THE NEW USG 
DISTRIBUTOR PROGRAM 
MEANS T0 YOU 


WORLD-WIDE ACCEPTANCE—USG is the 
world’s largest manufacturer of gauges 
and other pressure sensing and actuat- 
ing devices. More original equipment 
manufacturers specify USG than any 
other make. 


HIGHEST QUALITY—To insure gauges 
of enduring accuracy, USG maintains 
the most rigid quality control system 
in the instrument industry. This rigid 
inspection system is supported by a 
Standards Laboratory with masters 
measuring from low vacuums to super 
pressures. 


REALISTIC PRICING—-USG’s facilities are 
economically integrated for large vol- 
ume, quality controlled production, 
permitting better gauges at compet- 
itive prices—with a mark-up that assures 
you adequate profit. 


IMMEDIATE AVAILABILITY—-USG main- 
tains the world’s largest stock of gauges 
—over 200,000 standard gauges in a 
wide variety of types, sizes and ranges. 
To economically handle your special 
requirements, USG stocks the world’s 


Realistic Distributor Program most complete line of gauge compo- 


Really Pays Off! 


ing need. 
You just can’t beat a sales plan that offers so 
many PLUS factors: Dependable gauges—-with 
enduring accuracy—at competitive prices... with 
a mark-up that protects your profit margin. 
And talk about acceptance! Everybody knows 
more original equipment manufacturers specify USG 


than any other make. 

For more information on the USG Distributor ADVERTISING AND MERCHANDISING 
Plan, call your local USG Sales Office or write HELP—Month after month USG pre- 
United States Gauge, Division American Machine sells your cape and prospects with 
= ‘ full page advertisements. Over 6,500,000 
and Metals, Inc., Sellersville, Pa. advertising impressions reach your 

customers and prospects annually. All 
ads are prepared to direct business to 
you. 


UNITED STATES GAUGE 


ange Mradgwailers FOR OVER SO YEARS 


United Stotes Gouge, Division of American Machine and Metols, inc., Sellersville, Penna 
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Says Sales Mgr. Wm. (Bill) Mars 


of the W. P. & 8. S. Mors Company, 

Duluth, Minnesota 

“A messy oil room, old-fashioned hand-and- 
poddle methods and hoand-guns not up to their 
jobs just mean one thing to our salesmen —a fast 
sale with Alemite Plan ‘C’l” 





ALEMITE PLAN 'C 


power transfer pumps and portable power guns 


One of five Alemite Basic Plans to 
simplify and speed your sales — 
Sell by the plan for profit! 


Find a plant that has outgrown hand-gun methods, 
but hasn’t yet found out about it. Where oilers are 
trying to keep up with hundreds of hungry bearings 
by methods better fitted to handle a couple of dozen 
—and then you’ve found a spot fora sale! 

Because Alemite Plan “C” is custom-made to meet 
those very problems. Brings all the advantages, and 
savings, of power lubrication right to the machines. 
You simply choose the right combination of transfer 
pump and portable power gun to fit the plant. 
Explain to your customers that they save up to 23.9 
man-hours for every 100 pounds of lubricant. Tell 
‘em about the down-time they avoid. 

Explain that lubricant stays “refinery-fresh’”—that 
they save every step of the way on maintenance, 
labor, lubricant. Tell ’em—and you're well on your 
way toward a sale! 


Ask Anyone in Industry 


A flexible plan — pick the 
equipment to fit the plant! 


\S & I Air operated 

transter pum 
Air Operated xy Pm ng rw 
Rock Crusher Hand operated 

Number 6288 models ake 

Electric for heaviest eveliebie 
Power Gun, greases. Electric 
Number 7182-8 model alo available 


sell by the plan and multiply profits! 














ES 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 





‘Standardize’ on 


LIVE CENTERS 


Custom-Engineered Performance 
without ‘Specials 


When you recommend IDEAL Live Centers your selling 
job is far easier. The IDEAL Line includes four separate 
models and a complete range of tapers. You can supply 
exactly the live center your customer needs for just about 
any turning job — from the biggest to the smallest. 


For him this means easier ordering, easier stocking — no 
delay waiting for special engineering and manufacture. 


For you, the ability to give him the live center he needs, 
when he needs it, helps make you the chosen source. And 
that means steady sales and business. 


IDEAL backs you up with prompt delivery whenever you 
need it. A steady promotion program by mail and maga- 
zines helps bring live center business to you. And IDEAL 
Live Center performance keeps customers satisfied! In 
hundreds and hundreds of plants, they are first choice for 
quantity and quality of output. 


*IDEAL Live Centers are also available in 
Brown & Sharpe and Jarno tapers 


Sold Through Leoding Distributors 


IDEAL INDUSTRIES, inc. 
IDEAL 1000 Park Avenue, Sycamore, Illinois 


In Canede: Irving Smith, Lid., Montreal 


Interchangeable male, fe- 
male and pipe points for 
centered and vuncentered 
work. Nine sizes; Morse to- 
pers 1 through 5, as well 
@s straight.” Loads to 1500 
Ibs. at 100 RPM. 


MULTI-DUTY 


For your BIG jobs! For close 
tolerance turning on work 
vp to 22,000 ibs. at 50 
RPM. Eccentricity of less 
than .0002”. Morse tapers 
4, 5,6 and 7.* 


Accurate to plus or minus 
.0001". Unusually high 
lead capacity up to 5200 
Ibs. at 50 RPM means bet- 

UNIVERSAL ter work on a wider range 
of jobs. Morse tapers 2, 3, 
4 and 5.* 


For heavy turning work en 

pipes ond other large, hol- 

low cylinders. Sizes range 

NEW from 3” diam. to 7%” 

PIPE POINT diam. Load capacities up 

LIVE CENTER te 22,000 ibs. Morse ta- 
pers 3, 4, 5, 6 ond 7.* 


The Complete Line of Live Centers 








How are your stocks of IDEAL 
Live Centers? 


Distributors who sell the most—and 
make the most—know that ample 
stocks bring more business. Be sure you 
have the IDEAL Live Centers your 
customers want. Check your stock 
now —and regularly! 
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POWER HACK SAW BLADES 


are best by évery test! 
~ e9 


met apeapaaaedb 


QUALITY ... The very finest in both 


steels and workmanship 


SERVICE... | Prompt Deliveries 
TECHNICAL ASSISTANCE... 


Whenever needed on unusual 
or difficult cutting problems 


These things we pledge to you. The final test is on 
your own machines. Try Lenox for yourself... on 
any job... against any other blade in the world. 
AMERICAN SAW 


Then you be the judge. & MFG. COMPANY 
Springfield Massachusetts 


AK SAWS SAND SAWS GROUND RAT STOCK 


b Saadtnedincdtnedtnadtnsthadiednedtaetbetnednednediaitnetnedaetetnetnetinethethatnetnatethetnetnatethetnetnetethetnetneatnetne tate tiated 
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Allen’s Advertising 
Lowers Your Sales Costs 


make or break a successful sales call. 
Allen advertising clears the way for 
the final sale and then helps out 
some more with sensible sales aids — 


Scientific surveys of principal buy- 
ing influences in the plant give us 
accurate information about where 
to advertise. By constantly compar- 
ing the results of individual ads we 
know how to drive home a forceful 
Allen story. 

In 1955, twenty-five industrial pub- 
lications will carry approximately 
200 Allen sales messages. Carefully 
aimed rifle shots —not shotgun 
blasts — at production men, design- 
ers, specifiers and buyers who can 


NET PRICE LISTS — DIRECT 
MAIL FOLDERS — SAMPLE 
KITS — DISPLAYS — CUTS — 
KEY FIT TABLES — and many 
more. Write for bulletin SA. 

This combination of strong adver- 
tising and sales aids helps to make 
your Allen franchise the most 
profitable in the fastener field. 


FOR 
INFORMATION 
WrRite Tro 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut 


MORE 




















THE BOSTON MAN 


— Smart Businessman! 


“EXPECT ‘ey 
REPEAT ones 
WHEN YOU HANDLE 


THE BOSTON 
LINE! 


7 


{ae 


Ss* 
Miriam. 


Fast-Moving Boston Research 
o% gives you 
; Fast-Selling Rubber Products! 


~~, 


Boston's complete line of high-quality, priced-right industrial rubber products 


is a money-maker for every distributor who can call himself a “Boston Man.” 


The industries you serve know the craftsman-like job that Boston rubber specialists 
do. Boston's historic successes with unusual special-order assignments demonstrate the 


quality that goes into the more standard items—hose, belting, V-belts, 


matting and the entire Boston line. 


You can take advantage of this qualrty reputation. When you take on the Boston line, 


your prestige grows—and so do your company’s profits. Write today for full details. 


is, oO & BOSTON WOVEN HOSE & RUBBER CO., Box 1071, Boston 3, Mass, 


Hose oS Hose c . Belt « Packing « Tubing « Gorden Hose « Tape « Matting 
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t# FAST DELIVERY ACTION—an expanding warehouse location 
plan to give you centrally located warehouse facilities, combined with 
the installation of modern IBM inventory and production controls are 


going to give you the fastest delivery possible. 


4 NEW PRODUCT ACTION—Atkins gave the saw industry many 
“firsts.” Now the years of Atkins “saw experience” are being backed-up 
by Borg-Warner’s large research and engineering staff, and you can 


expect a steady stream of new products. 


t* FIELD SERVICE ACTION—teams of product engineers, capable 
and trained to help you and your customers to solve any problems, are 


now available to serve you. 


7% PUBLICATION ADVERTISING ACTION—the Atkins 1955 trade 
paper publication schedule will make over 5 million reader impressions 
with hard-working, hard-selling advertisements. Plus . . . Borg-Warner’s 


hard-hitting advertising campaign in national consumer publications. 


7 DIRECT MAIL AND CATALOG ACTION—an ever-increasing list 
of direct mail and catalog printed pieces are now past planning and 
into production. Pieces designed to help you sell Atkins products. 


\% MERCHANDISING ACTION—Atkins’ sales department recog- 
nizes your need for merchandising material. We are preparing new 
displays, point-of-sale aids—we are producing photo slides, complete 
new mat service, sales portfolios—we are going to give you merchan- 


dising and sales promotion action. 


AT THE TRIPLE INDUSTRIAL SUPPLY CONVENTION— 
BOOTH AI6—APRIL 18, 19, AND 20... YOU WILL 
LEARN MORE ABOUT THE ACTION AT ATKINS 
AND MEET THE MEN WHO ARE RESPONSIBLE 


ATKINS SAW DIVISION 


BORG-WARNER CORPORATION 
INDIANAPOLIS 9, INDIANA 


ENCINEERING 








PROOUCTION 





fits FOUR kinds 


of hubs 
in different 


| ONE stock 


G Vp- J ? 


plate sprocket | 
bore sizes 


(pp >. 
Ges 4: 
i= >, 


Or reverse the process and 
one hub fits up to 75 different 
stock Grip-Master plate sprockets. 
Complete with keyways and set- 
screws the Grip-Master sprocket line elimi 
nates alterations—increases “over-the-counter” 
sales. And replacement costs are way down 
since only a plate sprocket is required 
In the smaller sizes Grip-Master tapered 
bushing and “‘fixed-bore”’ sprockets fill out the 
line—offer the same advantages. 
In addition, you're backed up by “‘across- 
the-board” inventories of stock sprockets 
plus roller and conveyor chains for any need 
Take advantage of the complete Cullman USE THIS HUB 
Low A — No geea = power transmission line and sell quality that WELDING 
Gentile ssupiiens will reflect in long service life, repeat sales and FOR WEL 
more profits for yourself 


HUB ONE SIDE—Solid 


= 7 = 
* “ ty % j 
; 


Master power transmission |ine—roller 


hans, sprockets and flex:ble couplings , N 
for Bulletin =184, or s00 i ty POWER TRANSMISSIO 


write cirect 


your local Cullman Distributor Be ~ ROLLER CHAINS AND SPROCKETS 


REPRESENTATIVES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 
CULLMAN WHEEL COMPANY, 13947 ALTGELD STREET CHICAGO 14, ILLINOIS 
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America is a land of symbols. The things we use and 
eat and wear, the services rendered to us, are often better 
known by their symbols than by their generic product 
names. 

From Sunny Jim of yesteryear, who put packaged cereal 
on America’s breakfast table, to Reddy Kilowatt who 
dramatizes electricity . . . “trade’’ symbols and characters 
have become loved and respected as representing reli- CAtaog 
ability, versatility and often uniqueness. 

Our Mr. Tooley is such a symbol to all industry where 
tooling for production is so important that it may even 
mean the difference between profit and loss. 

For Mr. Tooley typifies the wnigue position that Firth 
Sterling occupies among producers of veels and tooling 
materials . . . that of making and selling both steels and 
carbides ... the right steel or carbide or the exact combina- 
tion needed to do each job best . . . from a single manu- 
facturing source. 

Thus Mr. Tooley has taken his place among American 
trade characters symbolizing a service of greater value 
built on Firth Sterling's ability to make wnbiased recom- 
mendations and capacity to furnish complete shop tooling 
needs. 


Ficey Ste, ting 


¢ 


— 4 


Eitth Sterling 


— 3113 Forbes St., Pittsburgh 30, Pa. 


| 
| 
| 
| 
GENERAL OFFICES: 3113 FORBES ST. PITTSBURGH 30, PA. Please send me the new 48-Page Firth Sterling Catalog. | 

OFFICES AND WAREHOUSES": BIRMINGHAM CHICAGO" CLEVELAND DAYTON DETROIT* waRTFORD* | om porticulerly interested im [1] Stoo! [_] Corbide 
HOUSTON LOS ANGELES" WEW YORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD, WJ 
| 

| 

| 

| 

| 

| 


PRODUCTS OF FIRTH-STERLING METALLURGY 
High Speed Steels _ Sintered Tungsten Carbides 
Tool and Die Steels High Temperature Cermets 
Stainless Specialties Chromium Carbides © 
High Temperature Alloys Zirconium Firth Heavy Metal- 
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That Brings 
Bigger Profits! 





DO YOU KNOW 
the difference between these two wheels? 
how they differ from other abrasives? 


how they multiply your profits? 
® One of these Brighthoy Wheels is compounded with rubber and aluminum oxide. 


® The other is compounded with rubber and silicon carbide. 


EACH OF THESE TEXTURE COMBINATIONS | with “specials”. These wheels are standard items. You 


comes in grain sizes ranging all the way from extra can sell them right from your shelf or ask us to ship. 


coarse to extra fine, in soft. firm and tough rubbe: You can depend on quick delivery! You can bank on 


binders. Each will burr, clean, finish and polish in one their uniformity. 


operation! A Brightboy quality finish is frequently 


the final polish. Because of its rubber and abrasive combination action. 


W ork-time savings often run as high the scope of Brightboy goes far beyond other methods. 


. t ree es no before-use dressing or preparation. It 
as 50°. Your customers can have a I yair n prepare 


Brighthoy abrasive “matched” to ‘°*" also be used where other abrasives leave off. 
_ « as « 


the job! You do not have to bother 
Multi-use Brighthboy gives your customers a com- 
Brighthoy is also made in a 
full range of accessory prod- 
ucts: Rods, sticks and blocks you substantially greater profits and a greatly-widened 
for machine and manual op- 


erations sales potential. WRITE FOR DETAILS. 


pletely new, broader concept of finishing. It brings 


_ 


©) ° 
——_— WELDON ROBERTS 


EriGinehosy BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


95 North 13th St., Newark 7, N. J. 
RUBBER CUSHIONED 2Cy America’s Pioneer Manutecturer of Rubber-Bonded Adhesives 
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now—the logs are lighter 
with MUSCLES OF STEEL 


Gone are the days when muscles of 
man and beast were the only means 
of loading and hauling big timber out 
of the woods. Supplying present-day 
lumber needs is a job that would lick 
ten thousand Samsons 

It’s a job that demands muscles of 
steel rugged wire rope that lifts and 
puils the heaviest logs with strength 


to spare. 


We of Wickwire play a big part in 
furnishing these muscles of steel to 
American industry. Wherever wire 
rope is used —timbering, drilling, con- 
struction, mining, fishing, materials 
handling—there also you'll find 
Wickwire Rope helping to do a better, 
more efficient job. That's the reason 
for the quality and extra care that go 
into its making. 


every industry benefits from wire rope 


WICKWHIHIRE 


PRODUCT OF 
THE COLORADO 


UI 


WICKWIRE 


FUEL 


SPENCER STEEL DIVISION 


AND IRON CORPORATION 
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DO YOU?... 


You can do it with @& 


CHAMPIONS § 


Jv - 
. —/ 





Incandescent Lamps and Fluorescent Tubes you can get new volume, new and profitable ac- 
can be among the best and steadiest volume and counts, surefire and steady repeat orders, when 
profit producers in your entire line, #f you go you add Champions to your line. 
after the business with a quality brand other than p — 

What do you say? Aren't you willing to gamble 
those everyone handles. : ; 
a few moments of your time against the possi- 


ARE YOU WILLING TO BE SHOWN? bility of new, real and lasting volume and profit 


All we ask is an opportunity to show you how over and above what you're now getting? 


Just let us give you the Champion story 


LAMP WORKS 


IDATED ELECTRIC LAMP CO 


CHAMPION 
Dyn) 


\ 
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Whatever the job... 


. PERMACEL 32 
PLASTIC TAPE 


PERMACEL 77 
MASKING TAPE 


PERMACEL IAPES 


In ovr complete line, there's a self-sticking tope for every job . . . write Permacel Tope Corporation, New Brunswick, N. J. 


a bohwen alohmron company 
c v 
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ARMSTRONG 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 


Shapers. ARMSTRONG HIGH 


Ready-to-grind Bits . . . Ready-ground 
Cutters 

ARMALOY Cast Alloy CUTTER-BITS 

ARMIDE Carbide-Tipped CUTTERS 


6 cutter shapes, 12 sizes—2 grades of BORING TOOLS 
hardness. 


6types with boring barsin 
sizes for all boring and internal thread- 
ing work. Hold cutters at 90°, 45° and 30°. 
ARMSTRONG THREADING TOOLS 
have high speed steel form cutters, uire only top 
nding to resharpen. Hold true thread 
form. Rigid and “Spring’’ types. 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp ARMSTRONG Drop Forged 
Dogs. 12 types, all sizes “Cc CLAMPS 
Heavy Duty, Medium Serv- 
ice, Deep Throat, and Tool 
Makers’ types in all sizes 
Also drop lorged Machinists’ A 
Clamps. 


ARMSTRONG Set-Up and 
Hold Down Tools 

complete line of Drop 

Forged Strap Clamps, Planer 


ARMSTRON 
and Bracing Jacks and T-slot ONG Drop Forged 


Eye Bolts 
Plain or shoulder pattern. 
Blank or Threaded. 14 sizes, 
Drop Forged and heat 
treated. 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard 
ened. Packer, Railroad, 
Standard, and Short types, 


both plain and reversible ARMSTRONG rep Ferg 


Wrenches 
Both Carbon and Alloy Steel 


Se &%, 


Over 100 types in all sizes 

Improved designs, steels, and 

heat treating give greater 
strength 


ARMSTRONG Detachable 
Socket Wrenches 

All sizes and types with driv- 

ing handles, extensions, and 


drop forged ratchets. Sold 


ARMSTRONG Machine 
Shop Specialties 


Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 


4. Vises. 
ly Orse® . _—— =<; 
ARMSTIGNG BROS 1 0 wie 


Better Pipe Tools. A complete line, each a better \ e . ; 
too! with hardened, alloy or drop forged parts oF 
wherever they will add to strength or tool life. @ 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
5205 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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)) Why are the BIGGEST 
and. BEST 


- Industrial Distributors 
signing with U.S.G.? 


Y Profit from the most complete line of 
TEFLON proprietary products and 
materials offered to industry. 


~~ 


“ene ew 


Recognized leadership in engineering 
and production know-how. 


Powerful national advertising — 
more than three and a third million 
messages annually, plus generous 
supplies of tie-in materials. 


An attractive distributor plan and 
policy with competitive prices and 
liberal discounts to make this line 
worthwhile for every sales organization. 


Write Harry Stott, General Sales Mer. 
for Complete Plan and Details 


UNITED STATES GASKET COMPANY 
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WHICH TYPE IS BEST? 





Since different fire hazards require different types of fire protection engineering service to help you serve 
fire extinguishers, PYRENE—C-O-TWO manufac- your customers better. To be specific, you become 
tures all types ...the finest and most complete an actual part of the foremost, nation-wide field 
line on the market today. Organization selling fire fighting equipment. 

When handling the well-rounded PYRENE— Remember .. . handling the top quality, fully 
C-O-TWO line, you're in a position to give unbiased approved PYRENE—C-O-TWO line is now more 
advice on what is best for the particular fire hazard profitable than ever before. Get complete facts 
concerned. Also, there’s the backing of an expert and see for yourself. 


PYRENE- ©C-O-TWO 
NEWARK 1 - NEW JERSEY 


Sales ond Service in the Principal Cities of United States and Canada 


. 
COMPLETE FIRE PROTECTION .. 
portable fire extinguishers . . . built-in fire detecting ‘ond fire extinguidhing systems 


CAREON DIOXIDE + DRY CHEMICAL + VAPORIZING LIQUID + SODA-ACID + WATER + CHEMICAL FOAM + AIR FOAM 
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COMPANY, LINDSAY, CAL 


Thermoid Conveyor Belting 
cuts handling costs 
on food processing jobs 


There’s a Thermoid Conveyor Belt designed to lower the costs Canners 

of handling any food product. Here are 3 examples: CANNERS Type We—whte 
ry + , a Type PC— peach 

WC & Pt For handling vegetables, fruit and other foods. 

Resists acids. Imparts no taste or odor. Available in white or 

peach color covers. CANNERS C—Ideal for use where food is 

not in direct contact with belt. For packages, waste and refuse. 

RUF FTOP—For carrying cartons, bags, bundles and packages 


up inclines to 35°. Canners 


Type C— black 
Thermoid’s exclusive impregnation process welds carcass and 

cover into an exceptionally strong, durable belt. Finest quality 

reinforcement and specially compounded rubber stocks assure 

long life, less down time, lower handling costs. 

Mr. Distributor: Thermoid “built-for-the-job”’ mechanical rubber products 

can help you increase your sales to all industries. You can always rely on 


Thermoid service and the complete cooperation of experienced Thermoid 
Sales Engineers with their intimate knowledge of industrial rubber problems. 
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ARREN- 
TEED 
SLEDGES 


TRUE-FACED FOR 
ACCURATE STRIKING 


WAR PEW TEED” 


WARREN TOOL CORPORATION 


Mewufect of Warren Teed end Dewil retlwey tract tools 
Geaeral Offices Warren, Okie 


10 Cherect St New Yert 7. WN. Y. 


Rugged Warren-Teed sledges hit harder on 

every blow because their EXCLUSIVE MACHINE- 
TURNED FACES make direct point-to-point 
contact regardless of how you strike—high, low 
or on the nose. Each face is polished to an exact 
6-inch radius and protected with a clear, tough 
lacquer. All Warren-Teed tools are forged from 
special high carbon, heat treated steel. They’re 
rugged—stand up under the most severe use. Quality 


buyers spot these outstanding features quickly. 


Buy and sell Wearren-Teed tools in 
easy-to-display- and-stock cartons 
with or without handles inserted. 
You sell more and profit more 
when you sell the best—Wearren- 
Teed tools. 


WRITE FOR 
NEW CATALOG 
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“YANKEE? VISES 


Low cost fixtures for quick and accurate machine 
set-up. 


- YANKEE’ No.1993 


No. 1993 — Equipped with swivel base. No. 993 is same 
vise without swivel base. Four sizes of each model 
available, 1¥2" te 4” jaw widths. 


No. 4993 — Angle vise with swivel bose. No. 3993 is 
same angle vise without swivel bose. Two sites of each 
model available, 2" and 2%" jow widths 


SCREWDRIVERS 


Available in standard, thin and cabinet blades and tips. 
To drive slotted and Phillips Head screws. In all popu- 


lar sizes. 


No. 1006 — 
Amber and 
block —_ 


Noe. 70 —A 
sturdy driver 
in medium 


price range. 


Ne. 2006 — 
Amber plastic 
hendle. Alloy 
steel bar. 
Shockproof. 


No. 177 — 
Radio driver 
for light work. 


| 


No. 25 — Bol- 
ster construc- 
tion to absorb 
shock. 


Ne. 2702 — 
Alloy steel bar 
for general use 
with Phillips 
Head screws. 


| 


Neo. 20 — One 
piece blade 
ond shank 
for added 
strength. 


Ne. 2752 — 
Plastic handle 
heavy duty 
with Phillips 
Head screws. 











Handles specially selected straight grain hickory with a 
natural finish. Heads forged and polished alloy steel 


“Evertite” 


process of shrinking handles and triple 


wedging assures permanent union of head and handle. 


No. 11% — 
The aristocrat 
of nail ham- 
mers. *'100 
PLUS.” 


Neo. 452 — 
Tinner’s set- 
ting or pane- 
ing hommer. 


No. 51% — 
A faverite of 
woodworkers 
for years. 


Ne. 592 — 
Soft faced 
hammer with 
renewable 


plastic tips. 


No. 312 — 
Machinist's 
ball pein ham- 
mer. 


Neo. 402 — 
Blacksmith’s 
hand h 


ARRR 


No. 392 — 
Double face 
engineer's 
hammer. 


oO 


Ne. 602 — 
Upholsterer’s 


ati. 





Hommers fer every vse, in all sizes, styles ond —. 
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THe LUBRICANT 
KEPT EM ROLLING 
IN MUD, MUCK 
AND WATER 


—says J. O. ARCHIBALD 


of Redwood City, California 








iz 


The job was clearing 500 acres 

of salt marsh for crystallizing 

To quote, “We selected LuBRI- 

re No. 107 for track and general 

ibrication and LuspripLaTe APG-140 

w transmissions and final drives. Dur- 

ng the entire job there was no replace- 

ments of track rollers nor any tie-ups 

equipment due to parts replacement 
or breakage!” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease and 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 





‘ 




















5. a 


WBAIPLATE 
fluid densi 5 


Fa 


For nearest LUBRIPLATE distributor see 
fied Telephone Directory. Send for 
BRIPLATE DATA Book” 4 
treatise on lubrication. Write 
DIVISION, Fiske 
Newark 5, N. J. 


' 
allabie 


very purpose 
LATE H.D.S 
n OIL meets today’s 

requiremer ts for 
dd I 


ne an esel 


Class 
ree Lt 
aluabie 
LUBRIPLATI 
Brothers Refin ng Uo., 
wr Toledo 5, Ohio 


THEY BUY 
LUBRIPLATE ON 
PERFORMANCE 


lay of highly mechanized pro 


shut-downs of machines 


1 how maintenam 


Nev 


efore has 


mportance and the 


» prevailing high 


machin« 


5 


to LUBRIPLATI 
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"NO MORE 
BRICATION 


TROUBIEG" 


—says 
STEPHENS-ADAMSON 


MFG. CO. 
Conveyor Mfr., Aurora, lll. 








S 





““LUBRIPLATE Lubricants satisfy 

the ‘one-shot’ requirements of 
our conveyor idlers. LUBRIPLATE effec- 
tively lubricates each bearing in turn 
and flows through the hollow shaft to 
the next bearing. We do not know of a 
single case of bearing trouble through 
faulty lubrication where LUBRIPLATE 
has been used.” 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE Grease ano 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


WBRIPLATE 
“© on 
4 | 


For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free “LUBRIPLATE DATA Book”...a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio 




















LUBRIPLATE is available 
in grease and fi 
ties for every purpose 
LUBRIPLATE H.D.S 
Moror OIL meets today’ 
exacting requiremer f 
gaso e and 
engines 


1 densi- 








View Cbeilpic 
MPACT WRENCH 


Now you can have the 
extra power and performance 
of a SIOUX Impact Wrench! 


In no type of tool is good design 


and quality manufacture more 


important . . . nowhere will tradi- 
tional SIOUX dependability and 


long life be more apparent and 
more rewarding. 


REMOVING WHEEL NUTS 


———_——— SPECIFICATIONS a igene 


Wrench Capacity Socket PRICE 
No. Bolt Size Drive Size 


325 %”-*” Ya” sq. $ 99.75 
330 yy” -'Ve" Yr” sa. 127.50 


Free Speed R or L 2,000 RPM, Both Models; Impacts Per 
Minute 2,000, Both Models 








Se 
Ss; TH 
SOUx Alt 


E wat THROUGH... ciscraie DRILLS « 
GRINDERS «© SAWS »« IMPACT WRENCHES «+ VALVE SERVICE EQUIPMENT 


a — ene 


with the 


EXCLUSIVE 


REVERSE CAP SWITCH LOCK! 


Your SIOUX Impact Wrench 
can’t be reversed with the 
switch on! This exclusive 
design feature eliminates 
a cominon cause of 
burned commutator— 
brushes, and switch 
contacts. It’s one of 
the reasons SIOUX 

Impact Wrenches 

will last longer! 








Please send complete information and 
prices on 


SIOUX IMPACT WRENCHES 


NAME dione 
ADDRESS aad os . 





ALBERTSON & CO., INC. 


SIOUX CITY, IOWA, U.S.A. 


Denar enenanenenaseses 


SANDERS «+ POLISHERS 
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HOW TO BUY 
CONVEYOR BELTS 


FOR LARGE LUMPS, 
ABRASIVE LOADS 


and get “More Use per Dollar” 


Select a belt that assures both 
maximum flexibility and loading 
impact resistance. One that has 
high draw-bar strength plus the 
ability to hold fasteners, and a 
cover that truly protects and pro- 
longs belt life. 


Heavy conventional duck belt 
constructions fail to provide the 
needed flexibility and resiliency 
to absorb heavy loads. They are 
stiff and “‘boardy’’, hard to train 
on the idlers. Look for a conveyor 
belt with strength members spe- 
cially woven to trough easily and 
cushioned to withstand shock 
loading. Make certain the belt is 
moisture and mildew-proof, with 
protective outer plies and suffi- 
cient cover thickness to resist 


wear and prolong belt life. 


Specify by name, the one con- 
veyor belt that offers all these 
features... Ray-Man ‘‘F’’ 
Conveyor Belt. 


ieelticl Beaek 32 | 


This Manhattan conveyor be! 
combines elastic cush‘- 
plies in ar 

stro! 

FIO. 

sive | 

trough 

thick, 1 

synthe 

maximu 

small pu 

Ray-Man 

and, like 

duty conv 


MANHATTAN RUBBER DIVISION — PASSAIC, 


RETEST) Ss MANHATTAN, INC. 
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Ld ee ee: 


ynged by R/M’s 
Cover which 
abrasion, cuts 
wally abusive 
ms you may 

Homocord 
elt buy... 
Master for 


itive help 
eyor belt 


NEW JERSEY 





Your P:H Hoist Franchise 
is worth more than ever 


since the new 
Hevi-Lift Special has 
been added to the line 


It was the most complete line in the hoist industry 
before — now look at it! The new Hevi-Lift 
Special fits into the picture right where your cash 
register needed it. It sells for a little more than 
the Zip-Lift. 

The newest P&H Hoist is built for heavy duty. 
It has a rugged, 4 hour-rated motor. It’s built 
for the toughest work your customer can find 
within its weight limitations. 

Another sales point your customers will like 
is the single-wrapped drum on the Hevi-Lift 
Special. No jerks and jolts on the load — the wire 
rope rolls on-and-off smoothly. Length of the lift 
can be changed by extending the length of the 
drum. 

The new Hevi-Lift Special is cross-mounted — 
it helps you sell more prospects where low head- 
room is a factor. 

Every Hevi-Lift Special hoist is equipped with 
pushbutton and heavy-duty controls, and each one 
is painted the new P&H industrial green. All have 
the famous P&H quality built in — which makes 
your selling job that much easier. 

You'll want the latest information on this new 
member of the P&H line. And, incidentally, if 
you’re not now a member of the money-making 
family of P&H distributors, drop us a line on 
your letterhead. There are still a few desirable 
territories open. 





Tear out coupon and mail today! 


P&H HOISTS 

HARNISCHFEGER CORPORATION 

4683 W. Notionc! Ave., Milwaukee 46, Wisconsin 

Gentlemen: 

1 have some prospects who ore naturals for the new P&H Hevi-lift 


| Special Hoists. Send me complete information by return mail 
HOISTS MAME 
COMPANY 


HARNISCHFEGER avoeess 


CORPORATION 


4683 West National Ave. 


city 


Milwavkee 46, Wisconsin Pr re 


ub 
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THE FERRY CAP & SET SCREW CO. 


® CLEVELAND 13, OHIO 


2153 SCRANTON ROAD «¢ 


Ve 
\ 
: 


“SHINYHEADS” 
America’s Best Looking Cop Screw 
Made of high carbon steel — AISI 

1038 ~—to standards for Full Fin- 
ished hexagon head Ip screws — 
bright finish. Heads machined top 

nd bottor Hexagon faces clean 
r th and true, mirror finish 
rength 90,000 p.s.i. 

nm stock 


PP -CARBS” 

18 stee bright 

se where heat treat 

t required and where 

2 hexagon heads are satis 

ry Hexagon heads de made 

size not machined. F nis 

machine turned. Tensile strength 

2 lance with SAE Grade 2 
arried in 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled siots—less 
burre. Flat and chamfered machined 
point. Carried in stock 


“SHINYLAND” STUDS 


All studs made steam -tight on tap 
end unless otherwise specified 
with flat and chamiered machined 
int. Nut end, oval point. Lend 
etween threads shiny, bright, 
mirror finish. Carried in stock 


+ 
CONNECTING ROD BOLTS 


Made of alloy steei — heat treated — 
threads rolled or cut finished to 
extremely close thread and body 
tolerances body ground where 
epecitied Rupertly made by the 
Pioneers in producing connecting 
tod bolts by he cold upset process 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon steel —. AISI 
C-1038. Furnished with biack satin 
finish due to double heat treat- 
ment. Hexagon heads die made 
not machined. Points machine 
turned; fiat and chamfered. Ten- 
sile strength in accordance with 
SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin 
Cup Point Set Screws by the cold 
upset process. Cup points machine 
turned. Carried ia stock 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — lees 
burrs. Flat and chamfered machined 
point. Carried in stock 


o 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
specifications—hexzagon heed hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned, flat and chamfered 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed ey in various 
head o—— with oil holes and 
grooves of different kinds, and flats 
accurately milled 


FERRY PATENTED ACORN NUTS 


For ornamental purposes Stee! in- 
sert — steel cover Finish: plain, 
sine plated, cadmium plated. Size 
0/16", 3/4", 15/16" ecross the flats 


Tapped 1/4" to 3/4" inclusive 


Cross section of Ferry petenied 
acorn aut, showing how steel heza- 
gon nut fits snugly into shell 


carried by 
LEADING 
DISTRIBUTORS 


SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATIONS 


WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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Talk of the Trade 


PRICE CUTTING SOLUTION: Any of us who think 
price cutting is something peculiar to ot y are all 
wrong . Before World War I, there was price cut 
ting on pipe in Jacksonville, Fla he late John G. 
Christopher (J. G. Christopher it on a very 
effective solution, though x carloads 
of pipe and then ordered it sold _ Chere 
ld John G, stood 
ground: “When you guvs § nse,” he said 


were howls from the competitors | 
ind charge what you,should, I'll stoy lling this stuff 
Three davs later tabilized 


THE TOUGH WAY: ¢ 
niling when: 1. You itch a plane on a 
Id Monday? 2 Ihe he t 


icw sul 3 Th iT 


coffee on 


ped up when 


; 


} f empt ps in your lap? . 


' ops i l 
what happened to Jim Shamburg (Simonds) and 
ll Jim did was smile hapy Seems . thi 


k starts. the mor ’ ful it It all began 


worse a 


me time ago when | t lin vith a fellow 
man, Bob Carter w out, they ran out 
their headlights went think I'll go 

in easier way of d i t tl veek 


be successful 


SCRAP BOOK: \ f from thi 
Jumn winding up in but it remained for 
Peggy Wood to com tl thing different 
When Peg, daughter of Mr. and Mrs..Harold Young 
Murray Co., Dallas) was about to get 


1 item here and now that item n Peg’s wedding 


ried, we ran 
scrap 
0k Peg, incidenta ciation 


ting at Biloxi 


AFTER THE MEETING: Looked like everyone wanted 
to hear Dixieland music after the Biloxi meeting . 
We met, in the French Quarter, New Orleans: Bill 
Stauble (Holo-Krome Screw), Mr. and Mrs. Harry E. 
Sloan, Jr. (Cushman Chuck), Bill McClelland (Winter 
Bros.); Bill Atchley and Bud Lamb (National Twist), 
and Sam Conant (Jacobs Chuck) Speaking of 
New Orleans reminds me that Bill Iko (Simonds 
Abrasive) introduced us to the piece de resistance: Eggs 
St. Denis and a Swiss S$ (wonder if I spelled that cor 
rectly?) 


A GOLFER’S DREAM: Ashley DeWitt (Briggs W cave 
Dallas) really got off to a 
golf match 
the. par four fourth—hold your hat—he got an cag 

And, just to prove he uld stand prosperity, he got a 
birdie on the fifth When you get Ashley to tel! 
you about the match, don’t forget the finish: On the 
eighttenth, he put one out of bounds and it, cost 
him arith, his partner the match A dream -Weéomes 
a nighti@ie in one easy lesson 


lam bang start in a recent 


lhe first three holes he parred 


SOME JOKE: The ability of Bill Ryan (Cutter, Wood 
& Sanderson, Cambridge, Mass.) to make friends almost 
boomeranged a few Sundays ago when Bill took hi 
family to his favorite eating place Ihe cashier gave 
Bill’s children lollypops and when Bill paid his check 
the pretty young gal winked and remarked:,‘‘I'd give 


vou a lollypop too only I’m saving something pecial 


' 
for you Mrs. Ryan's evcbrows were just on their 
way up when the cashier turned to the next customer 


and started to kid him in similar fashion 


See vi ul in ( le veland 
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Though X.F. files are designed mainly for precision 
filing, Industrial Distributor salesmen and their in- 
dustrial customers should not get the impression 
that “Swiss Pattern” necessarily denotes smallness. 
Many units of this special line equal corresponding 
American Pattern files in length. Distinction lies 
mainly in their more slender and more pointed 


shapes, their thinner cross sections, their finer cuts, 
and their very precise measurements. 


With this multiplicity of factors, the Nicholson 
line of X.F. Swiss Pattern files runs into thousands 
of individual types, shapes and sizes. There are 
also seven degrees of cuts (from No. 00, the coarsest, 
to No. 6, the finest). 


Never, therefore, has the Nicholson slogan, “A 
file for every purpose,” had a truer application 
than in Nicholson Swiss Patterns. They make every 
tool, die, model, clock, jewelry and fine instrument 
maker a prospective customer for your salesmen. 
Fine finishing is their forte—removing burs; round- 
ing out slots, grooves, holes and keyways; cleaning 
out corners; smoothing and fitting all sorts of in- 
tricate and close-tolerance pieces. 


The clinching sales argument is, of course, that 
these fine products are made by Nicholson—who for 
many years have served you and industry under the 
sweeping Nicholson policy of Twelve perfect files 
in every dozen. 


NICHOLSON FILE COMPANY 
° 
ate, 42 Acorn Street, Providence 1, R. 1. > 


v.8.a. 
(im Canada Wichotson File Company of Canada Ltd, Port Hope, Ontario) 
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Over the past 31 years we've told industrial buyers many “reasons 


why” they should buy from their local Republic Distributor. 


Now we are-telling them the most important reason of all. 


Republic Distributors can make “prompt delivery” from stock— 


while the best a direct-from-manufacturer sale can 


promise is—" prompt shipment.” 


Republic Distributors can guarantee prompt delivery because 
they carry the stock. They carry the stock with 
confidence because Republic Distributors enjoy no direct 


selling competition from the manufacturer. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 


REPUBLIC’S 5-POINT SALES POLICY 


A PRICE basis inducing and FREEDOM from competition SELLING helps of reason 

making possible seqgrenive from his source of supply able amounts so thet his 

effectively supplying the re- delivering service results thet competition with reasonable either direct or indirect sales force may be given the 

a@uirements of the trade thowld reasonably be ox proft return among the trade covered by advantage of specialized 

pected his day to day solicitations training and @ knowledge of 
the product sold 


A LINE of rubber items wf A QUALITY of product uni 
ficiently complete toe permit formly qood and capable of 
solicited 
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The Fable 
Of the Foolish Bricklayers 


OT TOO LONG AGo, maybe a few centuries, a group 
N of men in a tar-away country got together and 
lecided it would be a good idea for them to build the 
tallest brick tower in the world 
The site of the 
proposed tower was close to a clay bed, and a kiin 


They laid their plans carefully 


vas built so they could bake their own bricks on the 
lly everything wa id Once construction 


arted the tower g 


rew rapidly. Half of the men 
m ladders laying the 
The other half of the group were hod carriers; 


carried the material to the brick lavers 


masons; they worked 


en though the brick supply was plentiful and the 
hod carriers 
to the brick 


was Close at hand, eventually the 
tired of trotting the short way 
ling their hods, then running back and climb- 
£ the ladders to hand their the masons 
One hod carrier, re s named Foxy because of 
Why should I go all 
wav from the tower sité t rick pile with a 
ivv load of bricks? Win 
ym the buttress at the 


SO ym his next des 


hrewdness, said to hi 


my hod 


instead of 
ig all the wav to th 
from the tower's bas oO | hi h rd He 


the masons 


} ] 
nough bricks 


mbed the ladder and |! 
Thev took hi rick I yu the tower 


them 


Follow The 


ther hod 
d made his jot rettil 
they did the 


k carrier took the sam 


num of work 


ill filling their hods with 
SS yf the tows | iM 
tor where the ‘ 
gh 
It didn't take long | 
The tower collapsed with 
ill the men at its peak an 
it the base 
The few workers 
kill him 


one.” However, they took him and put him to 
death savagely 

Moral: If you cut prices because your competitor 
is doing it, it won't really matter much who takes 
the last and most important brick out of the founda 
tion 


Who's Spending Your Money? 


I recalled this fable as I worked up the results of 
uur “Annual Survey of Changes in Distributor Oper 
itions.”” (The final report appears on pages 97-104 
Among other things, take a look at 


the gross margins carned by distributors in the vari 


of this issue 


ous Tegions 
Io drag out some facts, the shrewd Yankee d 

tributors managed to come off with an average gross 
margin of 25.6 cents on a dollar of sales. In the more 
impetuous South, the gross margins earned were puny 
21.1 cents 
per dollar of sales in the South Atlantic region, 20.9 
in the East South Central, and 19.6 in the West 
South Central 
that distributors in the Mountain states were not to 


by comparison. For example, they wer 


And, in passing, I'd like to observe 


be outdone by our friends in the South 

Now, two reasons could be cited to account for this 
difference in the gross margin performance of the two 
regions. In the first place, distributors in the South 
ind Mountain states coukl be selling products with 
low discounts, while the New England boys are spe 
cializing on the long discount lines. Or, secondly, 
there is 


land that makes the natives like to hold on to what 


omething about the rocky soil of New Eng 


they have. In this case, the distributors probably 
figure that it’s better for them to keep their margins 
After all, if they keep 


the money thev can uper how it 


than it is to give them away 
is spent and 
mm whom 


Seriously, the moral of the fabk | 


getting closet 
Fach distributor must ask him 


Am I just in business for the fun 


ind closer to hom« 
elf the question, 
of it?” 


And, of 
even fun 


Sets T dots 
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Fort Worth 


salesman 


believes in 


versatility but | 


employsa... 


Three 
tep 


elling 


rogram 


By Ray Barnett 
Managing Editor 


- 


yr 


rALKING POINTS are not difficult to find, a 
ustomer now buys from you and then ment 
and you'll not have 


s products the 


Mr. DeManche says 


a... is Of paramount impor 
tance in selling but. at the same 


time, it is of equal importance to have 


a definite selling 
That, in 
philosophy of 


program 
John 


Texas 

It’s fine to be 
the place in 
said Mr. DeManche, 
to set up in your own mind the tar 
gets you're shooting 
all times how you hope to reach those 
targets.” 

Mr. DeManche has a three-point 
program that he has developed over 
the vears 

1. Maintain a positive attitude 

Alwavs have 
ibout 
Never mis 


produ ts ¥ 


something to ta 


i customer! 


“Accentuate the Positive” 


While Mr. DeManche concedes 
that employing i positive attitude is 
something that salesman knows 
$ necessary, | ognizes that it 
way from posi 


to keep checking 
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a nutshell, is the selling 
DeManche of 
Oliver H. Van Horn Co., Fort Worth, 


ible to jump all over 
your selling program,” 


but you've got 


at and know at 


John DeManche. Dis 


ther produ t 


ording to 


to resort t« mal 


vourself,”” he explained, “‘to make sur 
that you are really 


letting a 


being positive 


and not negative attitud 
creep in.” 

How do you check on such a thing’ 
Mr. DeManche uses a simple tecl 
nique 


to another, he 


While driving from one cal 
reviews in his mind 
what transpired on the previous cal 
he asks himself some questions 

Did I go on that call and expe 
to get business?” 

“Did I get across to the 
the fact that we can be of help?” 

At times, Mr. DeManche said, it’s 
difficult to “be positive.” He finds this 
is true in two types 1. When 


with 


custome 


of cases 


you re dealing with customers 


whom vou've become very friendls 
2. When you're calling on a prospect 


gularly getting 


n¢ 
In cither ase, Mr DeManch 
I } itiveness in min 

lf do just that h 


dvoc it 
Something to Talk About 

lo Mr. DeManche it is unimpor 
tant whether the customer is a larg 


e-man shoy 


Unless vou ha mething to talk 


plant or just a tw 





4 POSITIVE 


in selling 


ATTITUDE, a 
Here | 


i must 


about,” he believes, “there’s no 1 
for making the call.” 

And Mr. DeManche is not referring 
to “small talk” or “social talk”; when 
he speaks of having something to talk 
about, he’s referring strictly to busi 


ness, to products 


On One Call 


lo illustrate his point, Mr. De 
Manche let a call on an aircraft plant 
speak for him: 

lo the buyer of cutting tools he 
\. Reported that he had complied 
with the firm’s buying 
dropped off his sealed bid on end mills; 
B. Inquired how some recently pur 
chased carbide tools were holding up 
C. Demonstrated a new hole measur- 
ing device; and D. Left a carbide rei 
erence book with the buyer 

lo the head of the engineering pr 
A. Inquired 


’ 
taken 


policy and 


ment division he 
T action had been 
purchase of a comparator 
rted on the latest de 
machine tools. C. 
trated a new type of 
D. Offered to interview other offi 
attempt to get actor 
nparatot 


livery informa 
Demon 


mucrometer 


n n 


purchase, 


purchase before a 


that 


Mr. DeManche, 
istomer about 


other products 


ould bring a 10% saving on the 

According to Mr. DeManche, it is 
not difficult to have something to 
talk about; it does take preparation, 
though. Under his company’s system 
of operation, Mr. DeManche is kept 
informed when a customer telephones 

mails in an order. Thus, he’s al 
ways in a position to thank customers 
for their business. A new tool or line 
added by his company is always a good 
topic for Mr. DeManche. Here again, 
1 call proved both Point 1, and Point 
be positive and have something to 
talk about): 

Mr. DeManche was visiting a com 
paratively small plant. He had de- 
cided that the customer might be in 


terested in the hole measuring device 
he had with him but, when he started 


to talk about it, the customer balked. 


Oh, I read about that in some maga 


zin the customer said I'm sure 

we'd have no use for it.” 
As Mr. DeManche 

u can’t tell a customer that 

wrong but you can “be positive” 
That Mr. De 

he told the customer, “but I'm 

lil how fine a pre 


ike to sce 
the type of tool 


pointe d out 


probably true,” 


this is; it 
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Gf 


that fits right in with the fine pr 
cision work you do here.” 

The The 
with the tool, worked it, decided it 
was good and bought it. The fact that 
the customer was going to measure 
holes opened the door for Mr. De 


Manche to practice his third point 


result customer toyed 


Mention Products 
Not Bought From You 


In this case, Mr. DeManche in 
quired as to how the holes were made 
The inquiry opened up a whole new 
channel of talk and it was talk about 
products the customer was not buying 
from Oliver Van Horn Co 

“If you just ask yourself the sim 
ple question, ‘How is a customer to 
know I'm interested in selling him 
something, if I don’t mention it to 
him?’, you'll realize that it 
talk about products a customer do 


pays to 


not buy from you.” 

Every salesman, according to M: 
DeManche, has heard a customer say 
“I didn’t know you that 
product.” And, whenever you hear 
that. vou can be sure 
thing more to talk 
the only thing vou have to d ; to 
talk about it with a positive attitude 


handled 


you've got some 


about; and then 


83 





GET OUT AND MEET the 
Keenan 


Tom Cook, salesman, do just 


Coleman, general manager, Speed Sprayer Plant, John Bean 


D Food Machinery & Chemical (¢ 


s key men and Mr 


ustomer 


that with Kenneth 


THE P.A. THINKS OF PRICE naturally 
and Mr. Cook can’t reasonably quote price to | 
purchasing agent, Speed Sprayer Plant, until thes 


but Mr. Keenan 
D. Joslyn, 


I know the 


quality and application 


today's top problems: 


Salesmen’s Selling —Customers’ 


PROBLEMS IN 
i ther c 


ind the « 


ilways been 
The 
ce 

wroblems t 

iepre sion of 


, ' 


edente l demand 
mmediate post-wa 

the slump of '49, the Korean 
period and present return t 
market demoralized not onh 
—_ 


1icsmanship intelligent 


vel 
vCl 


Salesmanship! 
\ the cative ales 
luring the depres 
sipated by the 
f the war and 

post war period We " 
couple of times from a 
sarket to a sellers’ holiday 
it the switches have been rapid and 
tor 


buving tech 


eldom provided time mutual ad 


tment. of selling an 
Salesmen, during the days of 


tivity 


ques 


ntense industrial a used 


got 
buyers 


ror 


hand, reacted 


something 
the other 


from procurement it 


to getting 
} 


Duvers 


on 
inv cost t 


34 


SELLING 


By Frank E. Keenan 


f Harry P 

Fla., who has 
selling experrence 
as told to Jack Wertis, 
lit Industrial 


Assistant sales manager 
Leu, In 


vears industrial 


Orland 
behind him 
semior associate c 
Distribution 


hand-to-mouth” buying as soon 
upply caught up with demand 
We are 


lay where the 


in just such a situation to 


in the “saddle” 


DUVET IS 


ind, in many cases, is exercising his 


with a stimu 
had to 


Chere is no ques 


prerogatives 
lated by 

sell 
, 


tion but 


engeance 
memories when he 
the salesman 
that the 
running into a lot of competition and 
He shouldn't 
about that because 


salesman today is 
much buyer resistance 
wonder the buyer 
is surrounded, haunted and courted by 
more salesmen today than ever before 
Part of the 
individual salesman’s problem is his 


ind he likes it that way 
failure to appreciate that there is a new 
et of rules in effect 

and to get sales requires energetic, 
ilert application of salesmanship 


the buyer's rules 


Today, the buver is, in effect, dar- 


ing each salesman he confronts to 
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Buying 


ther 


salesman’s 


words, he is chal 


how me In 
leng y th ] } 
wing the salesmanship 


ind, as I’ve said before, many times 
it the cost of sound buying practice. 
It is quite possible that, given time, 
the salesman could eventually develop 
ind the 
but 
time for 


But the 


again 


—- 


sound selling practices 


buyer sound buying practices, 


who knows if we'll have 
such harmonious adjustment 
realities of today that the 
salesman perfect his “salesmanship”, 


vf the buvers’ 


demand 


regardless ictivities 


Get Going 

That means that salesmen will have 

get around in the plants more to 
see where material and equipment 
that he can possibly sell is used or can 
be used. Technological developments 
rapidly The 
will have to check with key personnel 


more to keep up with customers’ plans 


come today salesmen 


and operations so as not to miss sales 


They'll 


prove and keep impro\ 


opportunities have to im 
ing their know 
how of applications to enhance his 
sales opportunities and ideas. In short, 
it takes more creative selling 
Salesmen are apt to get lax about 


product applications after they acquire 








IF IT’S MACHINING then D. A. Stover, machine shop IF IT’S CUTTING, then Russell Hardin, metal shop fore 


foreman, explains to Messrs. Keenan and Cook what the man, explains to them what his troubles and problems ar 


ar application is and, sometimes, the problem so that they can recommend the right product 


1 working knowledge of tl m people who might have known about investors were sitting tight. As a sales 


ymmon items, but there is alway mprovements being planned. There man in thos 
it proved a val idmit to yourself that a customer, o1 


davs, vou just couldn't 


lus business in keeping one’s e mn ‘ ymne consolation 


irs Open in customers’ plant sson to the salesman. Late potential buyers, didn’t have any 


ing to manufacturers’ men, in d 1 lume increased appreciably money, vou had to feel that there was 


ther sa he salesman is running into mor money somewhere, if you wanted 


is nothing complicat out rice-conscious buyers todav than he keep selling. And, if your salesma 
rood 


’ } : i : 
the salesmen has to d er thought possible, and, in a ma hip was good 
f cases, much competent sell vy comparison, today we mec 


ffort meets its waterloo here. Yet lass of buyer who is not confronted 


roblems with 


you managed 
’ 


interested in creating 1 


| citrus plant yard witl ilesm today’s problem is nowhere near a with a shortage of finance He ha 
it was in the 30's. Then imply become sharp and alert for 


hile trying to 
kere j lling Soar ; ~d r | } , roument ; } t dow ’ ” 
vorkers installing a fa Ize queshones 1 price vecause fe using arguments ») beat down price 
iob. I asked the salesman if lid have money to buy much, if 1 the hopes of iting market cond 
Many of the customers were tions in any given commodity fa 
it on the rocks ( pre bankrupt ible to himself. It’s natural 
hip, et They couldn't go But, many of these buyer 


borrow money. Banks and Continued o1 iL 


a ee Parma 


what compo COMPLETE UNDERSTANDING of what it's al! about 
1 product is explained by Mr. Wallace with Messrs. Keenan, Jo 


: 


4. A. WALLACE, production mat 
art and Cook listening attentively to details 


nr ' ‘ ' 
i pray ‘ 
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Here's how a Grand Rapids salesman 


overcame four obstacles to close . . . 


“The Toughest Sale } 
| Ever Made” 


By Robert Slater pleted the toughest sale 1 
Associate Editor, Chicago like impossible odds 


TWO MONTHS and several headaches after Salesman Jim 
Wagner, Manufacturers Supply Co., Gi und Rapids, got 

om pressor com 
against what looked 


Why was this sale so tough? 


1. The customer had already sold himself on the 


“economy of a second-hand installation. 


2. All hands—from the purchasing agent through top 
management—had to be sold—and resold. 


3. The sale had to be made alongside an installation 
of a competitive make. 


4. Manufacturers Supply Co. was the highest bidder. 


HEN SALESMAN Jom WAGNER received a phone ir idvisabilit f investing in a new compresso They, in 
I | 


yuiry for compressor information and prices a few turn, had to sell management on the idea of spending 

iths ago, he braced himself for the old college tr the comparatively large amount of money such an instal 
was his vision of a $6,000 sale dispelled when his ation would cost.” 

ner, a manufacturer of paper goods for the auto lo do this, Mr. Wagner pointed out to his prospects 

industry, told him that he wanted the data so that purchasing used machinery means getting a pig in 

1 poke; the buyer has no idea of the age of the machin 


know about how much to pay for a second-hand 
ry, the cost of servicing it, the length of time it will be 


sor he had decided to buy. 
Mr. Wagner's first step was to get himself into the effective. 

plant. With a factory expert along for added insuranc« “I told them about one of my customer accounts who 
he surveyed the prospect's needs, and determined the had bought a second-hand compressor for two-thirds the 
price of a new one,” says Mr. Wagner. “It never worked 
These people were sold on the fact that they could properly, and the firm that sold it didn’t stand behind it. 

buy a second-hand compressor to supply their plant air After three months they had to junk it and buy a new one 
it a tremendous saving,” says Mr. Wagner. “W<« “I contrasted this example with the fact that they 

could expect 15 years or more service from a brand new 
that Manufacturers Supply Co. maintained a service 


nstallation advisable 


tarted with the purchasing agent—successively sold him 


the power plant engineer, and the chief engineer, on the 
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HE SOLD the customer on the economy of a new com KNOWING WHERE to find the answers takes the scare 
ressor and one larger than planned, only to see a com out of the sale of teclinical items, believes Mr. Wagner, 
ctitor threaten to close the deal. Here he bones up with vho leans on factory experts and manufacturers’ bulleting 


} nN 


eral Manager Henry !dema management con tu sell more compressors than any other Manufacturers 


h pulled the fat out of t fr Supply salesman 


rts right here, and that we would guarantee a numbe1 I make a sale,”” he says. “Equally important to me is tl« 


} 


f vears with no service trouble whatever. | pointed out satisfaction I get when I see my customer satisfied. I\'s 
that the cost of servicing a used compressor automatically 2 matter of loyalty to your customer. I like to hear a 
reases in proportion to its age. They weighed all these buyer say, ‘Jim is really working for us.’ 
aid were convinced For instance, the final question that was thrown 
Initial sales resistance was heightened by the fact that me at the management meeting, was, “Will this instal 
tomer had planned o1 a sn sized com tion do everything you claim it will?’ My answer, 
since they already had one inst yn which course, was a definite ‘Yes.’ After the compressor h 
ylanned on converting to the new appli on, using been used for a while, the customer made it a point 
naller one for the old job. Mr. Wag successfully tell me—‘This compressor is even better than y 
idea of the plant’s buying a 50 h.p. horizontal claimed.’ That’s where I get my biggest satisfactio 
compresso he right si r the job Almost immediately following installation of tl 
and ympressor, | was called back to make an adjustmer 
vas j eceptive mood | lifficulties Seems they had mishandled the duomatic control ng 
t end here veryone in my company w vatching iway. I adjusted them, and gave the engineer instructio 
ind helping me nd ll f pretty low one n their proper use 
en I got a phone ca m the pur ing agent “Now they're pretty proud of the installation—in fact, 
» and put a spotlight on it.’ 


\W lecided on a competit | they painted it uy 


Competition Was Rough But He Had the Answers 
Not only was my bid t oh ted Mr. Wagner, who had ten years experience in pul 
mpetitor had pr vel 1 them tl chasing before he became an industrial salesman, believ: 
xe was far superi t n tl a that his buying experience has taught him at least O14 
k that doesn’t ver en happen important selling fact. As a purchasing agent during 
eems the other salesman had knocked my line so the war, “I had to know where to get everything under 
1 that the customer fe ould | hance to the sun,” he says. “I had to have this information at 
ick and state my lieve n hat’s unusual my finger tipsp—with a minimum of technical information 
isked permission t me in for a management con “That helped me to make this tough sale. A lot of 
nce. They assembled their chain mmand, and salesmen are afraid of compressors; the technical aspect 
tory expert and I held the 1 ng, and answered scares ‘em off. I’ve found that an item like this ist 't 
ybjection. Every point that the mpetitor had sold overnight—this sale took me two months and I’ « 
inswered to their complete satisfaction handled other deals that took as long as two years. Bt 
ven call my rival i hey signed my pur- if you're willing to take the necessary time, and if you 
make an effort to find the answers before your customer 
The story doesn’t end her gner points out asks them, you can sell more compressors (or anything 


4 dollar sign isn’t the only thing mv head whet else) then the next man 
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ENTHUSIASM IS CONTAGIOUS ac 
( (arp 


I 


TRIAI 


uragt 
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’ rder 
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DusTRIBUTION 


de sir t - 


piments 


‘ 
t 


Carpenter 


‘ 


is ind: 


ving through with order 


Albert 
mterest im 


lerk 


ording to 
above ar 


whl ising 


SALES AMMUNITION is kept 
n Mr. Carpenter's car 


urrent for 


pleasant task rather than an irksome chor 


Enthusiasm Is Not a Matter of Age 


With 43 years in the industrial supply field, 


this Boston salesman illustrates this fact 


By George L. 


Assistant 


O's.i 


enthusiasm. A sak 


Bottari 


Editor 


FIRST THINGS that strike 
Albert | ( Tp ( 


Ol 


Boston x0 year nter, ¢ 
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Enthusiasm for job 


Park 


ready reference 
makes this a 


i ne meeting 
irpenter is his 
& 4 Inc., 
years young, 


that 


char 
43 vears 


Mr. Car 
d unusual, 
I iKINg 


vant to do, 


DistTrisv 
iled that 

‘d for enthu- 
rime asset 


mportance 
I 





Dect; ardent and im t t: fervor 


No matter what dictionary you consult, you will find that 
Yet, many people 


dnc iil 


nthusiasm is not a matter of age 
ecm to think enthusiasm is erved for new, young 
nnel 
| always had enthusiasm,” Mr. Carpenter recalls. 
Jecause I always liked the mill supply business. In 
|, fresh out of college, I started with an Arnsterdam, 
Y., distributor. Worked from to 6 p.m, two 
nights a week until 9 o'clock. And it was hard work in 
the warehouse But I liked it.’ 
Mr. Carpenter also remembers that during World War 
I he tried a purchasing job But that only lasted six 
months. Didn’t like it. Learned I wanted to sell; I'd 
rather sell than eat.” 
Back in those days, 1914-15, Mz: irpenter traveled 


from home base by train and trolley, then carried an 


tric drill around for plant demonstrations. In those 

in electric drill, Mr. Carpenter recalls vividly, 
ost $115 and weighed 19 Ibs. After lugging that 
mind awhile, vou didn’t skip iny calls. You went in 


rv door that opened on a manu ing operation 


large, medium or small.” 


for $5.00 a week 


No Substitute for Calls 
mncluded 
of them, 
ind he used to average 15 calls a day It’s that extra 
call that pays off. Late in the day, when you're thinking 
of starting for home—maybe you've just picked up a 
there’s the temptation to quit. But I've 
found if you make one more call, invariably it pays off.” 
Mr. Carpenter obtains a great yf satisfaction 
from calling on so many people over the years. “You 
mect a lot of nice peopk, make a lot of good friends 
like people 


From this early experience, M 
there’s no substitute for making calls 


gor dd der 


in this business. I like people. You've got to 
to really enjoy this work. Many of my friends (they're 


friends first, customers second) phone me on a Satur 


day, even from New Hampshit something they want 


on my next call, an order they want me to have 


Based on his 43 years of experience in the field, Mr. 


rpenter has some sound ad for new 
to learn how 


( alesmen 


} 


ary 
A voung salesman’s toughest 


to work—work hard. And, if he doesn’t like this kind 
of work more than any other pursuit, he should quit.” 

Enthusiasm, in Mr. Carpenter's estimation, should 
influence the young salesman so that he willingly handles 
what occasionally seems like an irksome task keep his 
pricebooks up to date, load his car with new samples, 
current catalogs and engineering data 

Never shirk any phase of the sales job, is Mr. Car- 
penter’s counsel. “Even credit collections. I've changed 
my mind on that subject. Salesman can help, and 
should, He knows his small accounts. A credit letter 
is impersonal, sometimes antagonizing. You can only 
keep business by keeping customers on the books.” 

Mr. Carpenter is also a strong advocate of company 
sales meetings. “I never went to a sales meeting in my 
life but that I didn’t learn something,” he says. “Because 
I alwavs went, and still do, with the idea that I still have 
plenty to learn. But I can't understand how a salesman 
can sit through a sales meeting and not ask questions 
The more active part you play in meetings, the more 
you're bound to learn that'll help sell more products to 
more people in your territory.’ 

Still anxious to learn, Mr. Carpenter also welcomes 
every opportunity to work in the field with supplier 


salesmen and engineers. 


Read All You Can 

Also, he advises, “If -vou're really enthusiastic about 
your work, you'll read all you can in your spare time or 
off hours. Publications like Inpusrriat DistrisutTion 
are invaluable to keep you abreast of product develop 
ments, new sales techniques, and the advertising of your 
supplicrs and their competitors.” 

Although nine years ago he was ordered by his doctor 
to slow down after a confining illness, Mr. Carpenter 
is still going strong today. “Occasionally I’m tempted 
to take an afternoon off for golf,” he says wistfully. 
“But my conscience bothers me. Isn't that a foolish 
attitude for a full grown man? Yet, | just feel I could 
ind should, be out making calls.” 

rhere’s only one question that get really blunt 
reply from Mr. Carpenter 

“Retirement? Hate to think of it!” 





Those Who 


Stanley Sheldon, vice president in charge of sales, Chase, 
Parker, says, 

“ ‘Carp’ is a high type salesman—e gentleman. His enthusi 
asm has always been tops, even when personal problems might 
be expected to dampen his spirits. He's a loyal employee. Only 
trouble with ‘Carp’ is trying to get him to slow down. Even when 
he’s on vacation, he's itching to get bock to the job. It's just 
not his nature to relax.” 


* * * 


A salesman with one of Chase, Parker's suppliers, Worner J 
Clifford of Simons Saw & Steel, says, 

“It's refreshing to know and work with ‘Carp’. He's con 
sistently a good salesman, always at a high level of enthusiasm, 
and obviously enjoying every minute of his work.” 





Know Him Say: 


J. G. Geddes of H. K. Porter, Inc., Somerville, Mass., recalls, 

“Years ago, when | handled the buying for my company, 
‘Carp’ called on me regularly. His enthusiasm was evident on 
every call. He always had something specific to show me, some 
thing in particular to talk about. Unlike many salesmen, ‘Carp’ 
hed a reason for every call.” 


“Not every daughter can be out with her father and have his 
business friends raise their eyebrows when they see us together 
for the first time. If you attribute thet to enthusiasm, | agree— 
Dad's got it.” 

His daughter, Natalie, says, 
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How to Sell Against Price 


By Van Ness Philip 


Assistant Editor 


Ww" PRICE COMPETITION GETS ROUGH you still he can minimize wasted time on deadlocks over price. 
ell creatively and stay in the running? 2. Get all the facts whenever the price argument 
Robert M. Burkardt, of Masback, In New York, appears to block a sale. 
loes not minimize the seriousness of price pressures on 3. Take advantage of the strong points, so he'll direct 
1 number of lines in his volatile big-city market. “It can major selling efforts where they'll do the most good with 
rough, all right,” he says. “But if you choose your lines and customers least subject to price pressures. 
‘round carefully, and get ready in advance for the objec +. Double check his own prices, to insure he’s offering 
tions you know you'll meet, you'll still find plenty of his customers the lowest legitimate price based on quan- 
om for creative selling.” tity and quality, and is not missing a penny in cost 
Four objectis guide Mr day He saving that can fairly be passed on 
ys he tries to Price-cutting, Mr. Burkardt, feels, is a fact of life. 
1. Isolate the ft spots in lines and customers, so If it cannot be eradicated, at least it can be handled 





“Know Where the Soft Spots Are” 


Keeping up to date on changes in a highly conipetitive 
market is essential, if the salesman hopes to bypass the 
price dogfight, Mr. Burkardt believes 

Some lines are obviously more vulnerable to price- 
utting than others, and certain competitive situations 
ire particularly sensitive. And sometimes there’s a real 
dead-end. The time will come occasionally when the 
only thing to do is to let the other fellow lose his money 
on it, rather than yours.’ 

Isolating these situations at the start, and reserving 
them for special attention, enables a salesman to con- 


MOLATING S087 SPOTS ; serve his major efforts for more productive use elsewhere, 
( , t | ture 18 a mus 
" oo sage Mr. Burkardt feels. 


Burkaradt 


; 


The calls may be deferred until the 


fs situations improve, or they may be pas up altogether. 


—<— 


“Get the Facts” 


One of the more harmful by-products of any price 

tting situation, say Mr. Burkardt, is its psychological 
ffect. As rumors feed on themselves, the extent of the 
practice becomes exaggerated, and buyers, whether by 
hoice or not, soon find themselves in an excellent posi- 
tion to take advantage of the confusion in salesmen’s 
minds. 

Many times I’ve been accused of quoting too high, 
when actually there was no price difference at all. The 
difference was simply in someone’s imagination, or in 
type, cr quality, or some other factor unrelated to price.” 

Situations like this can be avoided, savs Mr. Burkardt, 
f a salesman will ask himself these questions whenever 
he suspects that the facts are different from the appear- 
mces 
Is price the real objection? 
GET THE FACTS on types Is the buyer telling the truth? 
eae) \lewhe the “ns nid oan ' Does he know what he’s talking 
~ , Who is doing the cutting? 


a 
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“Know Your Strong Points” 


Regardless of the state of the market, Mr. Burkardt 
has been selling long enough to know instinctively where 
and when he has the best chance to deflate the price 
objection 

Here are three questions he always asks himself in 
attempting to direct his efforts in the right direction 
1. What type of account is it? 

“Masback lists all its accounts 
either maintenance or production—a distinction I find 
gories call for different 
Purchasing 


where possible, as 


very helpful because the two cat 
lling approaches in our present market 
gents for production items are apt to be 


proofs of service and the cost savings that result from 


eceptive to 


or quality 
But buyers of maintenance items don’t care, neces 
how many holes a drill will produce, since the 
is only one of a variety of things they buy. The 
ntenance people may use it in a portable tool to 
window sashes, for example, and then it may stay 
the shelf for weeks. So, as far as the buyer is con- 
cerned. a drill is a drill, which may be another way of 
saving, ‘Where do I get the cheapest one?’” 
2. What “price” is the buyer really looking for? 

By no means, says Mr. Burkardt, does he pass up 
maintenance accounts as such because some of them 
Again, it's 
upproach, and which buyer is more amenable to it. Some 
maintenance buyers, he finds, make price a game and 
uppear to revel in the quest for penny savings. But others 
look primarily for the total price in the footing of the 

and their attention can be drawn readily to the 


mean price trouble 1 question of the right 


“Be Sure Your Own Price Is Right” 


With either type of buyer, says M: 


is two strikes on him if he n't take full advan 


Burkardt, the 


f his own, legitimate, lowest price. “The pric« 


buyer—or any buyer—is entitled to the lowest 

consistent with the service and quality he 

ires, and purchasing agents were never more con 
s of this than they are toda 

salesman has himself to blam r. Burkardt 

f he loses out for failure ll th istomer 


ings from quantity discor stitution 


of a different and lower-priced this is 
possible 

Sometimes,” Mr. Burkardt sa you m blame it 
fairly on your own firm’s purchasing. If so, I take it up 


; 


with our office and we try to work out more advantageous 


shipping procedures. But I know very w wouldn't 
get far if I hurried back and hammered on their desk ever 
time a buyer yelled ‘Price’ at me 
Mr. Burkardt adds A sal 
aught in the position of tell 
heck with the office on price, as so often happens 


rice-pressuring buvers intimid ilesmen into 


rAKE ADVANTAGE of the strong points, says Mr. Burk 
irdt. Even the same firm, price resistance may vary 
between the buyer downstairs and the one upstairs 


larger figure, even though some items on the list are 
priced above competition. 

“Also, the footing of the long miscellaneous mainte 
nance order is our best advertisement of the service this 
type of buyer gets, and they are aware of it. Besides price 


_ 


the one thing they demand is adequate, varied stock 


3. What's the personal relationship? 
“You may be on solid ground with buyers who hav« 
received extra service from your firm in emergencies 
“And, there are some people, I believe, who reall 
understand that the other fellow has to make a profit 


too, as | am an optimist on human nature 


DOUBLE CHECK your own prices to make sure 


offering t legitimate figure, says Mr. Burkardt 


You must 


you quote i 


holding out the hope of a further concession 
assume, and make the buyer believe, that 


the right price the first time 
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All dressed up at the plantation party are Roger H. Martin 
Jones & Laughlin) and L. C. Deckbar, M. F. Hilbert, and 
G. P. Sins, all of Woodward Wight & Co., New Orleans 


Talking things over are Jack Golsen, Hart Industrial Supply 
Co., Oklahoma City; William Atchley (National Twist); 
Otto Hart, Hart Supply, and F. D. Lamb (National). 


Policy Making Executives 


NEW SYSTEM OF INVITING ONLY 


EXECUTIVES of 
intro- 


POLIC* MAKING 


manufacturing was 
duced successfully by the Southern In- 
il Distributors 
meeting in Biloxi, Miss 
day 


ympanies 


Association at its 
At- 


session to 


dustri 
mid-yeat 
tendance at the two 
talked 430 

An innovation at the meeting was a 
t for Southern Association 
vers only. Systems of compensat 
the 


group 


breakfas 
mem}l 

discussed at 
iddition, the 


cing in favor of 


ing salesmen we 


session and, in 


nt on record a 


} 


Inviting only policy making ex- 


i to future mid-year meetings 
ll meet . 
Conducting in open forum 


at the Triple Indus 


PRESIDING OFFICER at 


first 


ccnong 


ice p 
t of Hart ikfast 


was Paul J. Stine 
pre siden th 
] Supph 


Vir. Stim is j 


| Orlando, Fla tria Convention in April 


NATIONAL PRESIDENT R. H. Barr AMERICAN PRESIDENT T. D 
was a special guest and spoke briefly Vander Voor extended greeting 


He's he ad of Reilly Bros & Raub He vice president t 4 
Lancaster, Pa In 


lemson Bri 
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3. Informing manufacturers that 
the Southern Associ »pposed 


to manufacturers’ contests and special 


0n = 1S 


incentive programs dé signed to capture 
salesmen’s time and forts. 
Paul Stine, president of Harry P 
Leu, Inc., Orlando, Fla., was modera- 
tor at the open forum breakfast meet- 
and all other sessions. As vice 
president, Mr. Stine for C. 
McD, England, Jr., presi- 
dent, who was unable Mr. 
England reported by that 
Charles Pace, a and business 
issociate at Logan Hardware & Supply 
Co., Logan, W. Va.. wa 
rious operaticn Baltimore and 
hould be at 


special 


ing 
filled im 
Southern 
to attend 

telegram 


friend 


indergoing 
: ‘ 


Mr. England felt that 


COSTS go down when employees are 
said Stuart Russell, 


sell & ¢ Holvoke, 








i | 

i. é& 

ay — ¢ 
rs t I SS 


Enjoying themselves at the party are Mr. and Mrs. Patrick Philadelphia weather was discussed when Carl O. Hedner 
H. Dillon, Patrick H. Dillon, New Orleans, and Mr. and (Yale & Towne Mfg. Co.), center, got together with Mr. 
Mrs. Horace Armstrong (Armstrong Bros. Tool Co.) and Mrs. Frank P. Green (Delta File Works). 


Talk, Listen and Party at Southern Meeting 


4 story by Don Oltz (Lufkin Rule) wins a smile from E. R. The distaff side was well represented at the meeting. Here 
r'yk (R. R. Donnelly Corp.), E. C. Herritage, Peerless Sup- are Mrs. John Proven, Mrs. Henry Tonsmeire, and Mrs 
ply Co., Shreveport, and F. A. Rand (Donnelly). Lyman Bellows. 


BUDGET your management hours for FRENDS along the national economic THE WORK of the industrial distri 
your own health’s sake, urged Melvin front were discussed by Dr. Henry bution council was explained by Lin 
Grover of the advertising agency, Wi Bund, executive editor, Research Insti- wood F. Perkins, vice president of 
son, Haight, Welch & Grover tute of America Henry Walke Co., Norfolk, Va 


FOR ADDITIONAL PICTURES, PLEASE TURN TO PAGE 180 





CLEAN, ACCURATE INVOICES emerge :apidly from 


} 


Coodvear R r & Asbestos 


; ur oo. mportant ; ‘ 


# 4 cd 





Order Handling 


ORIGINAL METHOD 


Orders were written out on a single page form 
in longhand. 

All items controlled by inventory records were 
copied off on a pink inventory slip 

Both forms were stamped with the same order 
serial number. 

Order form was sent to warehcuse, pink inven- 
tory form sent to inventory desk 

Packing slip, address labels were copied from 
order form by shipping-receiving 

Order was returned to office for pricing, ex- 
tending and checking 

Invoice copies (number of copics depended on 
customer requests, but one was always made f 
the salesman) were typed from the order. 
['yped copies of invoices were checked with 
origina! order for type errors 


CRITICISM: Order information was transribed 
four times, including the final typed invoice copy 
maximizing chances of making errors no provi 
sion against loss of original order form during proc 
essing with resultant confusion and loss of custom 
er's good-will too much duplication of effort 





mail got to warehous« 
ping and invoicing 


loss of time, delays it was noon before morning 


slowing up processing, ship 
wder writing, always the 


responsibility of an experienced man, was negated 
by transcribing errors 








The Customer Be Pleased 


ic Goopyvear Rusper & Aspestros tland, Ore 
T cad ti onstant analvysi na i 
ma iw routin since the wa D on ng with 
Llovd Childers 4 neral manager, 
aperwork routine to determine faults and correct 


1 twice: cach 


xecutives studied 


As a result, procedure has been revis« 
closer to more efhcient 
peration, greater accuracy and better customer relations 

Mr. Childers and his associates do not consider thei 


on drawing the firm a step 


NO MORE ; Chuck Sander nside man 


to take off items to post to the mventory control 


urrent procedure the final answer. Conditions chang 
too rapidly, demanding ready adaptation, to warrant any 
such complacency; therefore reappraisal continues 

No doubt, every business man considers prompt re- 
ceipt of an invoice as important. But what stumps 
many is how important is prompt invoicing in relation 
to the appearance of the invoice American industry has 
developed a fondness for neat, typed invoices causing 


many a potential improvement in invoice handling speed 


NO MORE does Herb Carpenter, warel 


have to copy packing slip to go with th 


5 











Routines Demand Constant Reappraisal 


FIRST REVISION 


A multiple (five-part) order form was adopted pro- 
viding: (a) original, to be used as a work sheet for 
processing the order; (b) packing slip; (c) inventory 
control copy; (d) memo of customer order . . . could 
be used as signature copy for “will calls”, or as copy 
to be sent to customer as acknowledgement of order 
for future delivery such as special items for direct 
shipment; (c) numerical file copy of entire order as 
insurance against loss of work sheet. 

his reduced the number of steps to six 

Original order written in long-hand on form. 
Order serial number stamped 

Copies distributed to warehouse, inventory con- 
trol, customer, and numerical file 

Original to pricing, extending, checking 
Invoices typed from original form, including 
salesman’s copy. 

Typed copies checked against original for 
typing errors. 


CRITICISM: Transcribing data for inventory 
ontrol, packing slip, address labels, customer memo 
eliminated .. . pm dea in cost of multiple forms 
and single order form offset by saving in office time 
made memo of order available immediately 
procedure still required typing of invoices and sales- 
men’s copies and did not speed up invoicing so that 
ustomers could get them about the same time as 
goods were delivered errors still crept in due to 
transcribing 


SECOND REVISION 


Installation of a Bruning Copyflex machine for 
reproducing invoices and salesmen’s copies, photo- 
graphically. Five-part order form retained but modi- 
fied. Basic difference is use of translucent work sheet 
with carbon backing to give greater contrast in repro- 
duction process. Space was also provided at the right 
of form for salesman or other order writer to specify 
directions for handling certain items on a confiden- 
tial basis, information not appearing on other copies. 

Basic steps in procedure now reduced to five: 

1. Original order written in long-hand on five- 

part form. 

Order serial number stamped. 

Copies distributed. 

Original returned to pricing, extending and 
checking. 

Copyflex reproduces required number of in- 
voice copies and salesman’s copy. 


CRITICISM: All transcribing of orginal order 
eliminated as well as second check of invoice against 
original . . . field of potential errors narrowed down 
to original writing of order and pricing, extending 

. invoicing speeded up, invoices mailed same day 

. other benefits include the availability of a lim 
ited number of copies of price pages immediately 
when announcing price changes, reproduction 
speedily and accurately of drawings, technical data, 
specifications, etc. where company offers engineer 
ing assistance to customers 








to be held in abeyance or dropped. Well, Goodyear Rub 
ber & Asbestos found out. 

The current order-handling procedure calls for a 
hand-written charge sheet from which data is photo 
graphically reproduced on an invoice form. The result 
was many squawks from customers about the invoice 
looking “like a packing slip.” But, when these custom- 
ers were offered their choice of a hand-written invoice 
delivered promptly or a typed invoice with some delay, 
they unhesitatingly voted for prompt delivery of invoice, 
regardless of being hand-written! Obviously, prompt 
invoicing speeded up their own paperwork—checking, 
bookkeeping, etc. Dealers, in particular, appreciate speed, 
since they do not like to price their merchandise until 


NO MORE does Mrs. Doris MacDonald have 


to type out imvoices and salesmens Copies 


they see the invoice. Smail wonder, then, this em 
phasis on prompt invoicing. 

Actually, from 90 to 95% of Goodyear Rubber & 
Asbestos’ customers gave tacit approval to hand-written 
copies, or at least no serious objections, so highly re 
garded was greater speed and accuracy of invoicing. 

The experience of Mr. Childers and his associates in 
improving their order-handling procedure indicates the 
need for constant and objective reappraisal. In retrospect, 
many of the faults of the original procedure may seem 
obvious, but it must be remembered the procedure was 
adequate for the time, when the company was smaller 
and its volume considerably less. Changed condition 
demanded change of mcthods 


NO MORE does Gladys Olson have to check the 
typed invoices against the work sheets to catch errors 
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1. Calvin Summers gets order from customer. 2. Manuel Lopez climbs aboard electric scooter. 


Waiting Time Reduced As Electric Scooter 


3. Selects items without alighting from scooter . 4. Returns with them to counter without delay. 


Rushes Pickers to Bins And Speeds Them Back 


ss than 10 min 
ng many work hours 
Emplovee fatigue has been red 
ponding increase in moral 


service ft ustomers m pro" 


Order pickers ave 


spent aft Dins 
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Industrial Distribution Presents .. . 
Annual Survey of 
Distributor Operations—1954 


Distributor sales 
(Current prices 


aX 


DOLLAR SALES, a 
sed in 1954 by 12 


1954 Sales Decrease 12% to 3.4 Billion 


But 9 out of 10 distributors see higher volume in 
1955; Customers reported to be buying more cautiously 


OLLAI I t RIA 5 rORs tf 195 sales decreases to less defens nding 1 ke ictivity in 
D were 12 f 19 iccording consumer industry during the past year, 89 of them 

turns tabulated u h Annual Sur rf declared their 1955 volume of business would remain th« 
same or increase. Many distributors, however, remarked 
n increased competition in their areas—both from 
ther distributors and from the more prevalent “cautious 
buying habits of customers. Few distributors commer:t 


on the cost of doing business, but many made reference 


tributor Operation 
i 


to their attempts to bolster sales volume through im 


proved sales planning and training of salesmen 
The variou yperating ratios presented in this Annual 


eivable weit 
3 ce Son will afford valuable guides against which distril 
down irvey will afford valuabie guides agam which distribu 


can gauge their own performanc 
editors of Inpusrriat Distrisution wish to thank 


and gross margin wa ionally Z tors 
number of outside sa nen showed a The 
industry and the hundreds of distributors who 


e and other factors a1 alyzed gionall nd the entn 
nally on the following pages provided confidential figures for making this Survey pos 
yment furnished by dist itors par ’ sible. Due to their cooperation, ID has again been abk 
Annual Survey revealed that ribec to publish a reliable statistical picture of a key industry 
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1954— The Minus Sign Prevailed 


Despite drops in sales and other factors, distributors main- 


tained their turnover ratios and gross margins in most regions 


ie 


NLY 22% OF INDUSTRIAL DISTRIBUTORS participating 
O in the Annual Survey reported gains in their volume 
f dollar sales for 1954. Just over 33% reported a drop 
in sales up to 10%, and another 27% reported decreases 
up to 20%. These results are in contrast to the fact that 
in the course of last year’s Survey 73% of distributors cx 
pected to maintain or improve their sales during 1954 

Of the nine census regions surveyed by ID, only West 
South Central showed an increase in sales—0.1%. The 
biggest decrease in dollar sales occurred in the Middle 
Atlantic region (20.9% 
East North Central (14.3 


egions reported average sales decreases ranging from 


. followed by the sales loss in 
Distributors in other 
10.7% to 7.5 
The largest sales decrease (31.2%) reported by an 
incividual distributor occurred in the Mountain region 
\ distributor in the East North Central region reported 
the largest individual gain in dollar sales (40.3% ) 
Below is a comparison of the range of dollar sales in 
creases and decreases between 1953 and 1954 
Increase of Decrease Percentage of Firms Reporting 
in Sales 1953 1954 
40.1 to 50 7 
~.1 to 40 2.0 
20.1 to 30 


Increase of Decrease Percentage of Firms Reporting 

in Sales 1953 1954 

10.1 to 20 18 8.8 

0.1 to 10 40 11.2 

1 to —10 25 33.1 

10.1 to —20 12 27.1 

—20.1 to 50 ] 18.4 
In past years it would have been meet to emphasize 
that a substantial increase in prices of items sold by 
distributors would modify his loss or gain in dollar sales. 
Last year, however, the price index of these items ad 
vanced only slightly, so that the actual loss in physical 
volume of goods moving through distributors’ warehouses 

was almost as great as the dollar loss. 


Inventories Dip 


Paralleling the fall in dollar sales, distributors’ inven- 
torics on January 1, 1954, were 5% lower than on the 
seme date the previous year. Showing the greatest de 
crease in inventories were West North Central distribu 
tors—14.2%. Distributors in the Mountain region, whose 
sales slid only 0.3%, showed the biggest inventory 
increase—13.8%. Turnover (the ratio of inventorics to 
cost of goods sold) remained fairly stable from region 
to region, the largest decrease taking place among dis- 
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MOUNTAIN 
ANNUAL SALES 
-0.3%. 


WEST SOUTH CENTRAL 
ANNUAL SALES 
+0.1% 


REGIONALLY, this is how distributors’ 1954 sales com 


pared with 1952's. From map distributors can determine 


in which census region they are located 
are discussed and charted on pages 101-103 


NEW ENGLAND 


EAST NO CENTRAL ANNUAL SALES 
~10.7% 


ANNUAL SALES 
14.3% 
MIDOLE ATLANTIC | 


ANNUAL SALES 
9% 


SOUTHATLANTIC. fF 
ANNUAL SALES 
-75% 


Regional statistics 


Distributors’ Sales Still Ride the “Plateau” 


tributors in the Mountain region, followed by Middle 
\tlantic distributors. Only West South Central dis 
tributors reported a turnover increase, from 3.9 to 4.3 
lor the country as a whole, distributors sustained only 
slight decrease in turnover, from 4.4 to 4.3. Below is 
the regional ranking for 1954, and a comparison with the 
1953 figures 


1954 1953 


5.0 
/ 4¢ 
c 48 


9 
East North Central } 
; 
+ 
4 4.4 
4 
+ 
+ 
4 


Pacific 
East South Central 
New England 
Middle Atlantic 
West South Central 
West North Central 
South Atlantic 
Mountain 
Incidentally, although these turnover 
ilways reflect direct shipments from supplier to distrib 
utor, they do provide a guide to distributors 
to compute their own ratios using the same factors 


-* 
> 


; 
44 
4.2 
4.0 


ratios do not 


“ ho W“ ish 


Gross Margin Inches Down 


The impact of competition on the distributors during 
1954 left small dents in their gross margin. Nationally 
the dent was very small, margin contracting from 21.6% 
In some regions (notably Middle Atlantic 


to 21.5 
The gross 


ind North Central) the dents were larger 
margin shown by New England distributors far exceeded 


the national—25.¢ West South Central distributors, 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 


in the throes of price competition, had the country’s 


lowest average margin—19.6% 
In fact, the Survey's returns revealed that margins 
generally in the west were lower than those in_ the 


eastern regions (with one exception: East North Central 


Accounts Receivable Also Dip 


As a logical corollary to a lower sales volume, accounts 
receivable of distributors were down from 1953, but in 
terms of days’ sales they were up to 36 days, as against 
34 days in 1953 

There was still no hard-and-fast relationship between 
volume of sales and accounts receivable. From one region 
to the next it traced an erratic pattern so that no conclu 
sion could be drawn that distributors were offering the 
credit incentive to boost sales, or restricting credit in face 


of falling sales 


Employees Fewer, Their Sales Less 


Ihe number of employees in distributor establishments 
during 1954 were 4.5% fewer than in 1953. The largest 
decrease was in the Middle Atlantic (14.5%). The only 
group of distributors reporting an average increase in 
number of employees was that in the Mountain region 


7,7 

No significant improvement in the productivity of 
employees showed up in the Survey's tabulations. Na 
tionally, employees’ individual sales fell 4.6%. New 
England distributors, however, claimed a 10% increase 
in the sales of their employees, but this figure was only 


9 





Sales per Employee Sales per Salesman 








East South Centre North 


S$ 35,782 $ 225,415 


West Ne rth ( entro 


West South Centra! $ 36,297 


South Atlantic $ 37,730 Mountain S$ 254,649 




















MOUNTAIN SALESMEN 


ettered the 


REGIONAL COMPARISON 


‘ 


i 


ir were those in th ith Central and 
ice billed 


vn 5 


untain regions 


in line with th 


More Salesmen, Their Sales Lower 
the 
Mountain 
West South Central 
South Atlanti 
East South ( 
Pacifi 
New England 
Middle Atlant 
West North Cent: 


rth Centr 


stionnaire st t ir cus 
w buving basis, a 
imvoices 


mount of 


which she uld 
the figures 


showed n 


What the Survey Results Show 


The results of the ninth Annual Su f Distributor 
Operations are quite in keepi with tl iture and 


Number of Invoices 
evel of business conditions prevaili 


y was lower t reased govern 


The level 
The number of in } i nbutors f industrial activity 
spending on uncertainty 
yiggest decrease (1 consumer 

; abe } duct istril ics I ling slong 


Middk 
g 


that tl 
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NEW ENGLAND: Sales Volume Declines 


ISTRIBUTORS ASCRIBED THE DECLINI 

in their dollar sales and other fac 

tors in their business to the ending of 

defense contract work, depressed con- 

ditions in the textile industry, and 
pessimism prevailing in industry. 

Turnover ratio was unchanged at 
4.4. Gross margin percentage, high- 
est in the U. S., decreased 2.3% to 
25.6. Accounts receivable in days 
sales were 34 days. 

Outlook: All distributors reporting 
to Survey expected sales in 1955 to 
remain same or improve over those in 
1954. “General optimism” and “sta 
bilizing of inventories” were general 
factors upon which distributors based 
their estimate for current year 


ISTRIBUTORS REPORT THE REDUC- 
r10Nn of defense spending, the in- 
crease in price competition, and re- 
duced activity in industries in their 
particular areas have adversely affected 
their sales volume. 

Turnover ratio decreased 15.4% from 

5.2 to 4.4. Gross margin percentage in- 
creased slightly from 21.4 to 21.5 
Accounts receivable in terms of days’ 
sales were 29 days compared with 
27 in 1953. 
Outlook: About 85% of distribu- 
tors reporting to Survey believed their 
sales this year would equal or improve 
over those last year. However, many 
doubted if “general optimism” would 
produce sales. 


EAST NORTH 


ISTRIBUTORS PLACED the respousi 

bility for serious sales losses (only 
about 25% of those reporting showed 
sales gains) on curtailed production in 
automotive and appliance industries 
An Illinois distributor stated “severe 
competition” and “overstocked cus 
tomers” led to his sales decrease. 

Turnover ratio decreased 6% from 
5.0 to 4.7. Gross margin was 2.2% 
lower at 21.9%. Accounts receivable 
in terms of days’ sales increased from 
34 to 36 days. 

Outlook: All but 12% of reporting 
distnbutors expected 1955 sales to 
improve, but some beiieved labor un 
rest would affect industrial activity 


CENTRAL: Year Was Competitive 
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WEST NORTH CENTRAL: Sales Lower, Margin Up 


Outlook: D 











SOUTH ATLANTIC: Local Disruptions Hit Sales 
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EAST SOUTH CENTRAL: Uncertainty Marks Outlook 


+20 
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+10 
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SOUTH CENTRAL: Alone Scored Sales Rise 
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MOUNTAIN: Dollar Sales Hold Firm 
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PACIFIC: Sales Drop Echoes Downturn 
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Distributors Look at 1955 


T Ihe outlook of industrial distributors for 
HE INDUSTRIAL DISTRIBUTORS who parti 


1955 is given below: 
ited in the Annual Survey are of the o 


ypinion that their dollar sales in 1955 will be 


on or haltet Chon they wane fn 1 This Percent of Estimate 1955 
ortion of those reporting | Distributors: Sales Will Be: 


+ 
tO 


5% above 1954 
1954 
54 


i 
above 19 





tu 15% above 
10 


to 
About the Same as Last ¥ 
1 to 10% below 1954 


10 to 15% below 54 
Don't Know 


How Are Customers Buying? 


+ 4 ] ] w the 


w York Distributor. 


\ ‘ 





‘ 


tter coming on th« 


handie.”"—Marvland Distributor 


Massachusetts Distributor 


Distributor 


+ 
: 


Kansas Distributor 
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HEADING SOUTH for tl 
lictribut Ass 


count 
th this held w 


ver the 





hering distribut 


ilesmen. And 


same problem 


an editor may speak 
sales meeting while t 


Same editor 


ma tw 
: man plant 
: ul these editor 
: vey work? What results do tl 





a 





ditor, and Walter 


' 
tg 
> 


vw, 


rRAVEL TIME is not wasted time. L. F 


Norfolk, was aboard the same train and had with him his company’s first catalog 
s pointing out features of the catalog, givir 


Her 


hi 


yf the supply industry” whi 


Issue of Inpustrian DistrisuTion. 


INDUSTRIAL DISTRIBUTION 


* MARCH, 1955 





Crowder hief editor 


Perkins, vice president of Henry Walke 
wg the editors background material 


h w hed in the Convention 











AMERICAN Association president NATIONAL Association president, SOUTHERN Association vice presi- 
l. D. Vander Voort (Clemson Bros Richard H. Barr, Reilly Bros, & Raub, dent, Paul Stine, Harry P. Leu, Inc., 
I dit { d ft) talk about Lancast Pa tell Editor Barnett Orlando, Fla., gives Editor Wertis ad- 


( and ft) about his group van dop id-vear meeting 





FRONT AND CENTER for tt pening of the meet- J. E. Dilworth Co., Memphis. For 
ng are I.D.’s editors along with Walker Wellford, Jr., the meeting turn to pa Z 
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COUNTRY-WIDE COVERAGI reflected ing, Barnett visits distributors in Louisiana 
n every ssi f 1D \fter th B x1 meet and Texas, while W ertis swings over to cover 
zg Crowder heads f aN I ind meet distributor operations in Florida and Georgia 


Then They “Hit The Road” for Articles... 


FORT WORTH. TEXAS: Editor ! tt (richt tens it ORLANDO, FLA. Editor 
lohn DeMa : f H. Va m Ke m and | Coo 
talks to a ‘ : } vd : n 


be 
it 1 
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GRAND RAPIDS, MICH.: Associate Editor Bob Slater NEW YORK: Associate Editor 
‘ " t fj W ag r, Manufacturers Supp Gill was kept st nu 
art The Toughest Sale |! Annual Survey 


And Everyone Gets His Quota of Stories 


s 


NEW YORK: \ : litor BOSTON, MASS.: Assis 


uf 
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New England Distributors 


Initiate “Circles of 


Information” Program 


ro ovesTions submitted by 
members of Area No. 1 of the Na 


Distributors’ Association were 
‘Circles of Information 


tional 


the basis for 


table discussions at their annual meet- 


ing held in Boston 

Approximately 70 distributors at 
tended the luncheon held at the 
Sheraton Plaza Hotel, and spent the 
afternoon discussing Sales, 
tion, Customer Relations, Vend 
Relations, and Operating Costs 

W. T. Ryan, Jr., Cutter, Wood & 
Sanderson Co., Cambridge, explained 
that this year it had been decided to 
" discussions to 


A ch iirmMan 


fine the 


table groups ind : 


Vice President of Areas 1 and 2, Stuart 
A. Russell opened the mecting, and 
read letter from Miles L. Stray who re 
eretted his inability to attend due to 
his company’s Open House and Indus 


trial Products Show. 


Informa- 


individual 


Annual meeting of Members in Area No. 1 of the National 
Industrial Distributors’ Association, held in Boston, featured 
individual table discussions on 20 questions submitted by 


members. Each table appointed a chairman and a reporter 
who summed up conclusions for general discussion 


pol 


porter were appointed for each table 


ind, based on the consensus at that 
table, those subjects of most interest 
discussed. The reporter at each 
table recorded the conclusions arrived 
it, based on the experience of those 


were 


members contributing and, at the end 
f the discussion, each reporter read 
his table's findings to the entire group 

Robert C 
National Association, 
Ryan in the general discussion that 
followed the table reports. One of 
the most popular subjects, under Cus 
tomer Relations, was Christmas Gifts, 


Fernley, secretary of the 
assisted Mr 


ind the experiences of those attending 


| enlightening on this problem 


President of the NIDA, R. H. Barr 
iddressed the 68 New England mem- 
bers of the association and welcomed 
them to the regional meeting planned 
in Philadelphia and the Triple Conven 
tion to be held in Cleveland. 
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Russell of |. Russell & 
Mass., Vice President 
presided, and in- 


Reilly Bros 


Stuart A 
Co., Holyoke 
of Areas | and 2, 
troduced R. H. Barr, of 
& Raub, Lancaster, Pa., president of 
the National Association. Mr. Barr 
urged as many members of the New 
England group as possible to attend 
the Philadelphia meeting 
scheduled for February 28 and March 
1, and also the Triple Convention to 
be held in Cleveland 


regional 


The 62nd annual banquet of the 
New England Hardware 
Association was held that same even- 
ing. Edmund H. Harding, The Tar 


heel Humorist, was the guest speaker 


Iron and 


Explaining questions and table proce 
dure, W. T. Ryan, Jr. conducted intro- 
ductory part of the session, and coordi- 
nated conclusions read by each reporter 
it the end of the table discussion 
period 





SALES QUIZ: Test your knowledge of .. . 


Products and Markets 








2. PORTABLE ELECTRIC DRILLS 


Portable electric drills are widely used in industry for 
production, instatlation, maintenance or repair. 

Here are some questions to help you drill a gold 

mine of orders. 

A. One of your prospects complains that his “drills 
lack power. They won't operate at normal 
speed, and they heat up quickly.” Would you 
advise him this is due to 

buying drills from your competitor 
operating the drills without proper ground 
too high a line voltage 
too low a line voltage 
. During a chat with a maintenance man, he makes 
@ remark about “hogging the drill.” This 
means: 
taking big bites with the drill in soft mate- 
rials 
preventing other people using the drill 
forcing the drill beyond its capacity 
using the drill on hard materials 
. Match the terms (a to d) for portable electric 
drill parts with the terms (e to h) which most 
closely match 
. end handle 
. side handle 
. spade handle 
. pipe handle 
. for heavy drilling and wood auger work 
for medium and large drills 
. for drills 4¢-in and under 
. breast plate handle for increasing operating 
pressure 


Teo ~f® ands 


1. PILLOW BLOCKS 


As any wide-awake industrial supply salesman knows, 
pillow blocks are not things to sleep on. Regardless of 
the type of power transmission used in the manufac- 
turing plants in your territory, you will find pillow 
blocks playing an important part. 
Put your knowledge of this power transmission item 
to the test with the following questions: 
A. A purchasing agents complains, “| don’t under- 
stand the difference between a ‘pillow block’ and 
a ‘bearing.’ The way salesmen toss the terms 
around | get the impression they are synony- 
mous. In very simple language, what's the 
story?” 
What would you say to solve this P. A.’s dilemma? 
B. Which of the following factors should be taken 
into consideration in the selection of the proper 
type pillow block? 
| amount and type of load 
atmospheric and mechanical conditions 
) size and speed of shaft 
| space limitations 
C. There are many makes of bali and roller bearing 
pillow blocks now available. Primarily, the dif- 
ferences have to do with what two important 
features? 








3. STEAM TRAPS 


To trap more sales why not try selling steam traps? 
But remember—if you try bluffing, your customer may 
wind up blowing off steam—and ordering his traps 
from competition. To bone up, try your hand at the 
following questions. 


A. Steam traps are 
designed to.. 
condensate from steam lines, and steam hosting 
and processing equipment, with a 
of steam to the system. Another important fenc- 
tion is the removal of. . 
B. Can you name seven factors that should be con- 
sidered for the proper selection of steam traps? 
C. Proper maintenance of steam traps calls for peri- 
odic check of steam pressures. This is so be- 
cause, if the pressure is too low, 


If the steam pressure is too high, 
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4. MILLING CUTTERS 


Simply stated, milling cutters generally consist of a 
cylindrical body with teeth on the periphery. They are 
usually classified according to type of construction, 
type of relief on cutting, method of mounting on the 
machine tool, or type of end use. 
A. Here are four end and face and peripheral mill- 
ing cutters. Can you identify them? 





. Cutting tool materials used in milling cutters 
are of three general types. What are they? 

. In the design and use of milling cutters, you will 
find terms which have a particular meaning to 
this field. Here are four examples of milling 
cutter nomenclature for you to define: chamfer 
—climb milling—flute—land. 





5. TRANSMISSION BELTING 


Benny the Belt Salesman sells all types of transmis- 
sion belting, but let's consider some of his problems 
and ideas on promoting flat rubber transmission belt- 
ing. 

A. “One thing that confuses me,” complains Benny 
the Belt Salesman, “is the difference between 
‘raw edge’ and ‘folded edge’ construction. | get 
it all mixed up with fabric and cord construc- 
tion.” Can you straighten out Benny once and 
for all? 

B. “I get a lot of questions on what to use to clean 
rubber belts,” advises Benny. “Here's what | 
recommend: water and soap or trisodium phos- 
phate to remove ordinary dirt. If the belts are 
greasy, | suggest a dry cleaning fluid.” Would 
you give the same advice to your customers? 

C. “Being a great guy for rules of thumb,” says 
Benny, “! keep in mind the one for cutting belts 
to length to provide initial tension. From calcu- 
lated, or steel tape measurements, | deduct 1%, 
or Ye-in per foot.” Is Benny 100% correct? 








6. HOBS 


If you‘ve been hobnobbing with metal cutting tools, 
you've undoubtedly come in contact with hobs. Prac- 
tically speaking, a hob may be classified as a special 
type of milling cutter, or a worm provided with cut- 
ting edges. 

A. What are the two important types of cutting 
hobs? How are they used? 

B. These hobs are normally mode of high-speed 
steels. When used to make hobs of smaller 
diameter, . can be applied. 

C. There are many factors which definitely estab- 
lish the maximum or minimum feed at which 
hobs should be used, but the most important, and 
simple, factor is .... + 

. The accuracy of the hob depends on two factors. 
What are they? 


FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





sL 
/ ix 


1. Pillow Blocks 


A. Simply stated, a pillow block is a housing for the 
bearing. 

B. All of these factors should be taken into consid- 
eration. First consideration, however, should be 
given to size and speed of the shaft. 

C. The important features that vary revolve around 
the methods used for: 1. engaging the shaft, and 
2. for shielding the bearing from dust and dirt. 


4. Milling Cutters 


A. a. Two-lip end mill 
b. Helical mill (arbor type) 
c. Inserted-tooth face mill 
d. Staggered tooth mill 

B. High speed steels, cast cutting alloys, and 

cemented carbides. 

C. Chamfer is a small beveled or broken corner to 

eliminate an otherwise sharp point. 

Climb milling is rotation of a cutter in the same 
direction as the feed at the point of contact. It pro- 
duces the thickest part of a wedge shaped chip first. 

Flute is the space or gash between two adjacent 
teeth. 

Land is a relatively narrow surface, usually from 
the cutting edge backwards, which has been ground 
on the tooth. 








2. Portable Electric Drills 


A. This customer's trouble is due to the drills being 
used on too low a line voltage. 

B. “Hogging the drill” means forcing the drill be- 
yond its capacity. 

C. A matches up with g, b with f, c with h, and 
d with e. 





3. Steam Traps 


A. If you filled in the spaces with words that mean 
the same as the following your definition would 
be correct:—automatic valves—remove and 
drain—minimum loss—air. 

B. Seven factors in trap selection are: condensate 
load, safety factor recommended, capacity re- 
quired, initial steam pressure, bock pressure, 
minimum pressure differential, maximum pres- 
sure differential. 

. If pressure is too low it is possible that the sys- 
tem may not be getting enough steam. Because 
of insufficient differential in pressure, the traps 
might not drain satisfactorily. If steam pressure 
is too high, the opening of mechanically oper- 
ated traps may be difficult. If thermostatic 
type traps are involved, there is the danger of 
damaging the thermal element. 


5. Transmission Belting 


A. Usually, on fabric belting, the fabric forms a 
square, foldless edge, and a sealer is applied to 
protect the exposed duck, identified as “raw 
edge” construction. Or, the fabric may be 
folded back upon itself, producing a rounded 
edge, identified as “folded edge.” It is cus- 
tomary to cut the edges square on cord con- 
struction belts, but, for special applications, 
the duck is sometimes folded back to form an 
envelope. 

. Benny's advice is O. K., but be sure the cleaning 
fluid does not create a fire hazard. A suitable 
mixture is 60 parts carbon tetrachloride to 40 
parts high-test gasoline. 

C. Can't give Benny 100% on this, for there are 
exceptions to his rule of thumb: vertical drives, 
or drives where belt speeds exceed 4000 fpm, the 
allowance should be 3/16-in per ft. For cord 
type belts, the allowance should be reduced to 
1/12-in. 








6. Hobs 


A. 1. The gear generating hob is designed to ma- 
chine gear teeth to exacting contours and di- 
mensions, and is specially produced for each type 
and size of gear. 2. The thread milling hob pro- 
vides another means of producing threads of 
exacting dimensions and contour which cannot 
be produced by a tap, threading die or chaser. 

B. For hobs of smaller diameter, bar stock can be 
applied. 

C. .... feed must be commensurate with the finish 
desired. 

D. The accuracy of the hob depends on the trueness 
of the lead, and accuracy of profile. 
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HOISTS 


Compact, spur-geared, all-steel 
. - « built for one-man handling 
with complete ease and safety 


The new Chester Zephyr Hoists are engineered to give better 
all-around performance ... made for safe, one-man handling 
by riggers and millwrights. 

Designed, built and tested to exceed standards common 
to the hoist industry, their fully enclosed and sealed construc- 
tion makes them more shock resistant and more durable 
under practically any operating condition. 

With the Chester Zephyr’s compact and lightweight con- 
struction, one man can move it and handle it... and many 
close-quarter, minimum headroom operations are possible. 
Seli the greater economy and efficiency in materials 
handling offered only by the all-new Chester Zephyr Hoists 

. write for complete information now. 


For complete information on the new Chester 
Zephyr Hoists, write us now for this descriptive 
specification folder. 
o 
4 Chester Zephyr Hoists ore available in 42, 1,14, 
or 2-ton sizes. 


CHESTER HOIST DIVISION 


The National Screw & Mfg. Co. 
Lisbon, Ohio 








{ _ , 

~Valional WR 

oa ES | Fasteners | VA Hodell Chains V Chester Hoists 
i a (& 
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U.S. TOTALS 





December 1954 
Compared with 


November 1954 


+(% 


December 1954 
Compared with 
December 1953 


-9% 


Jan.-Dec. 1954 
Compared with 


Jan.-Dec. 1953 


-12% 








Comricen sy Inoustraut DisrassoTrion 


DM 

















Vdd 








Supply Sales Trend 


Final Figures For December 1954 








December 1954 
Compared with 
November 1954 


December 1954 
Compared with 
December 1953 


Jan.-Dec. 1954 
Compared with 
Jan.-Dee. 1953 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


AST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


low a 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





+ C% 


+ 5 yi) 


. 6% 


- 8% 





=~ FF 


-19% 


-10% 


- 6% 





-11% 


-21% 


-14% 


- 
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Quartet with “Sales!” for a theme song 


DIRECT MAIL 
ADVERTISING 


ADVERTISING ® 


Message, With ; 


“SALES MPact Sing 


ing our 
'striby. 

” » tn lead. 
advertisin back nd all 
'Sttiburor! 5 UD the 








Catalogs, envelope stuffers, and 


self-mailing pieces are proven 


profit-builders, telling 
the complete story on 
the world’s most com- 
plete line of threading 
equipment. They’re 
yours for the asking, 
with your imprint on 
the cover. They’re de- 
signed for selling 
action! 





r Produc 


$8 in acti 
Sales thr: action, dis. 


brin 
g 
ugh your 


door! 


THE OSTER 
THREADING ENGINEER 


He’s the man with all the threading 
facts, ready to serve you and your 
customers with sound advice and 
technical assistance. And he can 
show you how to move pipe thread- 
ing equipment fast! Call him up and 
talk it over now! 


MANUFACTURING CO. 
Main Office and Factory: 
2064 East 61st St., Cleveland 3, Ohio 


New York Factory Branch Sales and Service, 
25-36 Jackson Ave. Long Ieland City 1, N.Y 


BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 
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SALES TRENDS (Cont'd.) 





December 1954 
Compared with 
November 1954 


December 1954 
Compared with 
December 1953 


Jan.-Dee. 1954 
Compared with 


Jan.-Dec. 1953 





SOUTH ATLANTIC 


Delaware 

District of Columbia 
Florida 

Georgia 

Maryland 

North Carolina 
South Carolina 
Virginia 

West Virginia 


‘AST SOUTH CENTRAL 
Alabama 
Kentucky 
Mississippi 


I ennessece 


WEST SOUTH CENTRAL 
Arkansas 
Louisiana 
Oklahoma 


Texas 


MOUNTAIN 
Arizona 
Colorado 
Idaho 
Montana 
Nevada 
New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 








+12% 


- 9% 


+20% 


+ 9% 


td 2% 











+ 2% 


-10% 


+ 4% 


+13% 


+13% 





- (% 


- 3% 


NO 
CHANGE 


NO 
CHANGE 


-10% 
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TRIPLE 
PLAY 


for profitable 
steam trap sales 


This team works together to make steam traps 
a fast-selling, money-making distributor line. 


YARWAY IMPULSE STEAM TRAP 


the modern steam trap with the little valve 
that floats on the condensate load. Continuous 
condensate discharge gets equipment hot in a 
hurry and keeps it hot! Small size, lightweight, 
stainless steel construction. 


YARWAY FINE-SCREEN STRAINER 


another profitable, fast-selling line, companion 
to the Yarway Impulse Trap. Has many addi- 
tional applications. 


YARWAY ENGINEERING SERVICE 
32 trained Yarway Steam Trap Engineers 


working with distributors from coast-to-coast 
on trap selection, installation and maintenance. 


YARNALL-WARING COMPANY 
111 Mermaid Avenue, Philadelphia 18, Pa. 


@ Write for full details on Yarway’s plan 
of selective distributor territories. There 
may be one open in your area. 


impulse steam traps 


And Yarway Fine Screen Strainers 
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The Outlook For Business 
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prescription for longevity 


Many distributors have been handling O-B valves fur 20 to 30 
years. Several distributors have been with us for over 40 years. 


How do these relationships endure and stay healthy through the 


years? 


They endure because we have selected our distributors carefully 
They endure because we appreciate the vital part of the distributor in 
industry's supply line. To help our distributors and ourselves, Ohio 


Brass... 
Makes bronze valves of top quality 


Advertises and promotes O-B valves to win ready 
acceptance among industrial users 
Provides field assistance by both O-B salesmen and 
engineers. 
If this prescription for longevity in manufacturer-distributor rela 
tions sounds like a good way to do business, you may want to learn more 
about our products and policies 


Valve De partment Ohio Brass ¢ mpant Mansfr ld, Ohio. We'll be glad t 


entative call on you 
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Manufacturers’ New ... 
Training Programs « Displays « 





ON THE SET Delta romotion manager Rich METALWORKING 
i tf gt | rod t manager Ton tting act n fD 


. his 
Ww macnn I } 


i i 


Delta Packages 
Filmed Sales Meetings 


for Distributors 


| Division of Rock 

Pittsburgh ha 

es of sales meet 
uct distributor salesmen 

t knowledge, market knowl 
ind sales know-how of the firm's 
f metalworking and woodwork 
Built around 17 full-color 
tion pictures, the new meet 
Delta's answer to inadequate 
ng courses and meetings 
personnel 

ous weakness of the fac 
school,” states Richard 

rt ng ind sales pro 


. : 
j parked th 1d¢a 


DEMONSTRATING ¢ 
; ! ; ; 


| 
a 


of the new mecting vas that tl Ihe 17 
number of distributor men attending Delta's m 


was very limited, and it was impossible ing machin 
} 


to train any single dealer organization ager of each | 


thoroughly.” xplaining 
In planning each film, Mr. Brown Eldridge 

and his staff kept in mind the im re 

portance of producing something of 

direct help and interest to distributor 

salesmen. And to maintain full con 

trol over each film’s content and qu ] 

ity, they set up their own movi 

studio, with Mr. Brown doubling a: 

director of each feature. Each film 

covers sales features of units, demor 

tration, and a briefing on the market 
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4 shows 


b tween 
odwork 
ict man 
ng and 
Ben 

t man 
vorking 
king 


mn the 


ted 


onal offices 
sales man 


ontact his 
full sale 
xeclul- 


; 





Packages « Films ¢ Literature 





tives, and settle on dates and t 
the meetings 

Each sales meeting is 
iffair First, the district 
shows a film covering a singk 
or related group of machin« 
explains to the distributo 
the use of a selling aid such 
catalog. A booklet containing 
torial summary of the film 
passed out, and a question and 
discussion follows. In most 
ictual machines depicted 

will be et up for close insp 
study bv the salesmen pre 
hilm's running time is about 
utes; the whole meeting 
bout two hours 

At present Delta 
three films ready for dist 


i 


ha 


plet d imcra work on 
ind has three more now 
the cameras. By the 
month, it hopes to ha 
ompleted. The remainit 
will be completed on sched 
nd of this year 
our feeling savs Mr. B 
this will be a continuing 
im In other words, the filn 
hown after the entir 
n th ibject of sale 
r in personnel a1 
LILITC will mak 
irabl In iddit 
r new product \ 
naking of new films.” 
Ihe whole prog 
urrent crop of 17 
quire about two 
Delta distributors 
In commenting on th 
of well-prepared sales meeting 
ributor’s establishments, Mr. Br 
Under our program 
we have sales meetings that 
ranteed to be productive. Thr 


medium of film we carefull 
] 


i 


mecting and ecliminate all ex 


lag We tick to th poin 
ll our units. We do n ; 
istory of the ompan\ 


Upson-Walton Repackages 
Malleable Wire Rope Clips 
, Cleveland 


, 


Upson-Walter Ci 
brought out a new package f 
f malleable wire rope cl 
: th | ' ta 


} 
oF the 


WALKER-TURNER Div., Kearney & Trecker Corp., 


Walker-Turner Trains Salesmen 


Plainfield, N. J., recently 


1 three-day training course for West Coast distnbutor salesmen at San Fran 
Whitcomb Hotel. Half the time was devoted to “seminars” on products, th 
f to shop work vering ion, Operation and maintenance of the 
" 


; 
i( i 





lips. Featu 


into hole, the barrel then sliding over 
the needle until it stops flush at the 
urface of the hole. The gage then 
lides back with needle locked into 
place for direct reading at magnihed 
window 

As the gage goes through these mo 
tions, panels light up in sequence of 
operation explaining the steps. Ap 
proximately two minutes are required 
for the display to go through its cycle 
I'he display features the No. 20 Kwik 
Chek that measures holes from .025” 
to .130”. Two other gages, the No, 30 
ind No, 40, are still in process of 


antities, more legible labels for ™anufacture by company 
rate identification of contents, in 


t for se printed on box 


Expansion Bolt Introduces 
A Moving Gage Display 


A me lectric motion display has 
lesigned for the New Standard 

U. S. Expansion Bolt Co, 

i. The display features th 
Kwik-Chek precision hol 

hows all steps necessary m 


for measuring small hok 


needle snaps out of it 
in position for insert 
ok I he entire gage 


in rting needle 


FOR ADDITIONAL MANUFACTURERS’ ACTIVITIES, TURN TO PAGE 165 





‘ DISSTON 


\ 
\ 


\ 
\ 


‘ 


HAS THE EDGE, 


/ 


Finest power and 


hand hack saw 


blades ever made 


Cut yourself a bigger share of America’s 
growing tool business with the great new 
Disston quality hack saw blades. Disston 
tough tempered blades with their rugged 
hardened teeth are milled by a special 
Disston process. They’re the sharpest, 
cleanest, best-cutting hack saw blades ever 
made, outstanding for accurate set, uniform 


teeth, hardness and straightness. 


There are Disston blades for every power 
and hand use: For high-production barstock 
cutting or for fine tool and die work. 
Supplied in types and sizes to meet various 
industrial needs. Make sure you carry stocks 
of Disston hack saw frames for complete 
customer satisfaction. They come in 

five styles with strong plastic handles 

in cither pistol grip or closed handle types 








hack saw blades'! 


10 @ re yOu fastest egnte 
cone hect sen ng 


Greatest advertising campaign in hack saw history 


ry allo to let your customers know about und Factory, Factory Management and Maintenance, Pur- 
it new blades. There’s a full page color advertise- chasing, Steel, Machine and Tool Blue Book, Modern 
¢ Saturday Evening Post, plus six more ads through- Machine Shop, Purchasing News, Western Metals and 
r telling 19,000,000 Post 1 lers that “Disston Western Machinery and Steel World. Here’s complete adver- 

| 
n hack saws In ac we're advertising tising support that will pay off in increased sales greater 


regular! n Popular Mechani Am } ichinist, Mill profits to you 


eee Plus Cash In on this great new promotion from one 


of America’s tool-makers. Stock, display and sell 


Sensational Sales Helps Disseon beach aby Gdades, Henry Seiten as Be 


Tl} Disst : Tacony, Philadelphia Pa. Other Factories and Branches 


need t Toronto, Seattle, Chicago 


HENRY DISSTON 4 SONS, INC 


NEW HACK SAW BLADE SELECTOR 


NEW POSTER FOR WINDOW AND Please send me the free Disston hack sew merchandis 
WALL DISPLAY eee 


NEW DIRECT MAIL Address 











DISTRIBUTOR * NEWS * MANUFACTURER 


Triple Convention Opens in Cleveland April 17 


55 Triple Industrial Supply 


m will get under way on 


Watkins Inc., Wichita, Names Officers und y afternoon, April 17, at a ren 




















ous reception in the Hotel Carter 
land 
I i of the con 
m is scheduled April 18-20 
ting in the city where the Na 
Association was founded, the 
ntion this vear marks the Na 
50th inniversar\ Special 
n Ant rsarv events are plan 
ording to the National’s Ad 


( " yard 
The Sunday eve s reception, to 
given by distributors and manufac 
ers in the Cle rea, is sched 

uled from 5 t he conven 

tion's opening 1 ng will be held 

Monday i0:30 in the 


Cl nd P 


ic pus program 


Planning Completed 
E. Leon Watkins 


Other events includ 
Monday—12 noon, cocktails and 
| | | 7 
uncheon for ladies followed by a style 
a a how, Hotel Carter; 2:30 P.M., com- 
are . ade 
. ined 1 ngs of the National and 
Elects Officers uthen itions; 6-7 P.M., re 
. : . - ont he entire mvenfi m spon 
Robert Richards, J. H. Williams & 
. . ' I [ three ociation Hotel 


nt 


] 
i 


p 
ciation 
* P nference Booth Pro 
imnual Cice im 
, ram Auditorium; 12 noon, 


mn recenth os : > 
idies, Country Club 


= De sage, & Fae I] pecial performan 
Brothers, Ne rk Cits 2 WPA, ans pd 
Other officers elected wen : land vhouse; 9 P.M., Night 
neth FE. Yor rk O ; 
New York irst 1 president 
Ralph Allen me | xpansion 
Bolt Co., second president; An ID will help celebrate the 50th 


maser drew Jackson rinker (¢ anniversary of the two associa- 
Edith McG sure! New York Ci hird vice-president tions by publishing a history 
ones wrt ; “ener c : i, 

Arnold Marti Plum! of the industry in next month’s 

In ecretary-treasut ‘ © 

Star Machinery Stagg, board chairman; and Gusta 
. ischer he ; ] é ec] Ni fe 

Names Rabel President er, I me Decker Mfg 





issue 











O., ¢ e chairman 

Irvine B. Rabel has | i irector i -ordon Carpenter W ednesda 
wresident of Star Machi ‘ ul ik n Madsen, Mad thre i 
ittle succeeding Vict a be well Perth Amboy Attendan nven I 
named chairman of th vd ' v, Carroll-M tricted to member I 1SsO 

Otto R. Rabel has reti sb rear\ rv P haber, The Clev t sociat officials have 

; } a - 
p Gengler it in the 1 10n-mem bers 


hairman after e in 
He remain ve Long Island ure Ce rashed” ents, and have 


nine years 
B. Rabel v : Nard & n isked CT n prevent this from 


cce-prcesK 
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Wm. S. Bolden Co. Burlin Ackles Dies; Tenth National President 
Gutted by Fire urlin H. Ackles, chairman of th« 
in Charleston, W. Va. d of The Rayl Co., Detroit, died 


\ S. Bo o., Charleston _y = 
\ Va Bigs wen : a Racial - An active industry leader since the 
we Dace ry eS | early 1920's, Mr. Ackles was the 10th 


1 new, temporary address following a . 

j ! ] aoe op I lent of the National Association 
disastrous fire recently that gutted it ; 
1 its oldest living past president. He 


vas president for three terms—from 
The fee. of undetenmincd 1924, when the organization changed 
raged for several hours starting in ts name from National Supply & 
cotly tnadiins Rees Cement Ys Machinery Dealers Association to Dis 
~ yutors Association, until 1927, when 
the famous triple convention was held 
n board the Great Lakes Steamship 
’ ; Noronic. 
gp wee Bae bags g fir Late r he served on the Mill Supply 
office to temporary quart . ance, 3 15-man joint group organ 
St. and ran a large ad zed on the Noronic to direct efforts B. H. Ackles 
newspaper announcing f the three associations toward better 
ooperation and to help insure the | his death marked the passing of “a 
customers. through the cooperation utor’s status in the economy distinguished representative whose 
f its suppliers in the emerg 1¢ organization and work of the | sincerity of purpose, capable leader 
management asked for pv uncil marked the first ambitious | ship and kind and considerate personal 
= of joint action between dis qualities made him one of the most 
pected men in 


} ' ? 


headquarters and damaged 
$175,000 worth of stock 


it under control. The building 
company officers said contain 


$175,000 worth of macl 


Ca 


ments would continuc 


the part of customers u1 ! 
couhd the tensiend ind =6manufacturers, and | highly esteemed and r 
epaired 

onventions have been held | the trad 


tock replaced. Appreciation v a. 
ae He is survived bv his w rs. Bur 


i 


- ’ : ' 
pressed for messages rf 
yal ) ] liy le yotroit 
vhich the management | Association official id = lin H. Ackl t Dx 


aanssatarart 9 


1 +. 
‘ | from througix 


Lufkin Rule Holds Sales Annual Conference 


Brown & Sharpe 
Names Sales Head 


Brown & Sharpe Mfg 
ned \W allace I Ander 
manager. Paul R. H 
igned as vice-president 
Recently superintendent 
pany’s Precision Tool & G 
on, Mr. Anderson has held 


ith production and 


f+ 


i 
prenti eship with Brown & 
During World War II h 
| adviser to the War P 
} ’ 


Board on machiner | 


} 
iter served as ma I te 


the U.S. Strategic Bom! 
f Germany 


itatives of The Lufkin Rule Co. met in Saginaw, Mic! w the firm’s annua) 


Gr which gathered ft through t! U.S. and 


Precision Supply Expands in Paterson 


| ion Supply & Machine Co ision Suppl tock and is expected 
vn, N J , has pure hased a to improve service to all customers, in 
issets of Eagle Supply ( luding those of Fag Supply A new 
n, N. J line of abrasives has been acquired. 
expanded firm has moved from Officers of Precision Supply, besides 
iwn to new quarters at 3 Broad Mr. Bollen, are E. Holbrook, secre 
ist Paterson, where asset f tary, and V. Hailey, who is in charge 
firms will be combined of the office. Mr. Bollen said one new 
ren Bollen, owner, said the a ilesman will be added 
n has more than doubled Pr The Eagle name was not purchased 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —_—D 


Wallace E. Anderson 





Electric Tool Sales Manager Named by Thor 


Ducommun Buys 
Berkeley Warehouse 


Metals W Sup ly 


1d Don B. | 
Mr. Rollins i 


Otto Schellenberger 


Tidewater Supply 
Opens Greensboro Branch 


Tidewater Suppl Co., Nor 
vill open a new branch 
in Greensboro, N. C.., 
] Jam Bea t 
d 
ha c peen | 
& Meg. ¢ 
St.. where about 40 em 
vill comprise the new bran h 
Frank W. McFadden, who has 
with Tidewater for 16 years, will 
inage the Greensboro supply depart 
ment lhe machinery department 
will be under William H. Stewart, 
machinery engineer for the firm’s 
Asheville, N. C., branch for the past 
¢ year 
Mr. Beasley said the management 


} } 


| branch because of 


decided on the new 
oncentrated industrial activity in and 
round the Greensboro area. It has 
been working with the citv’s Chamber 
f Commerce since last June 

Tidewater was founded by Mr 

ley in Norfolk in 1915 and now 

has branches in Asheville and Cha 
ttc, N. C.; Roanoke and Richmond 
Va.; Knoxville, Tenn.; Columbia and 
Greenville, S$. C 


General Manager Named 


Walter D. Crosswy has been elected 
xecutiv ice-president and gencral 
manager ndrie & Boithoft Co., 
Den 


Edward Names Engineer 


B. J. Milleville has been appointed 
hief engineer at Edward Valves, In 
of Rockwell Mfg. Co 
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Jones & Laughlin 
Buys W. J. Holliday; 
Forms New Division 


Jones & whlin St 

purchased 
Indianapo 

Hollida. fil Monat 

Steel Co iW i m the s 

vice-presiden 

Holliday and 

of Monarch 

nt of the 

Division 

Bradley, 

| presi 

id 


: 


gram 


H. Hollida 
tive im 
l hard 
th ind 
d thes 


ipp int 
W. Bur 
| inagcecr 
Donald 
Detroit 


George L. Stewart 





Broken Water Main Causes $550,000 Damage 


Photograph courtesy of Herman Seid 


Seven feet of water poured into basements of The Geo. Worthington Co., Cleveland, 


recently, causing more than half-million-dollar 


following morning, standing on t 


The Geo. Worthington Co., Cleve 
land, lost some $550,000 worth of 
stock from flooding January 31 after a 
city water main broke 
poured 800,000 gallons into th 
ments of nearby buildings 

The main broke at its ing 
under St. Clair Ave. at about 6 P.M., 
pilling water into the basements of 
Worthington and six other firms. It 
did not break through the pavement 
but seeped past basement walls, carry 
ing the silt with it. The pavement 
later sank into a 75x25 ft. cavity in 
the street 

Worthington officials said the dam 
ged goods included pipe and fittings, 
bolts and nuts and considerable rifle 
imimnunition rhe status of insurance 
covering the accident was uncertain 
Insurance company repr 

laimed at first that the onh 
for payment was from the city 
nicipal officials called the br 
im act of God " 


36-in and 


base 


ntat 


Williams & Co. Opens 
New Toledo Quarters 
Williams & Co. Pittsburgh. 


moved its Toledo branch into a 
40,000 sq. ft. building in the 
Toledo section 

\ three-day open house marked the 
official opening. Some 35 supplier 
had exhibits, and live demonstration 
of the latest techniques for welding 
finishing and fastening metals w 
featured 


George 
" 
+ wu 


has 
new, 


West 


= 


ral 


stock loss. Sweepers got to work the 
I g 


Leonard J. Thorn 


Assistant Sales Head 
Named by R. C. Neal 
R. C. Neal Co., Buffalo, N. Y., has 


named Leonard J. Thorn assistant 
iles manager. 
Sales representative for the company 


for the past 10 years, Mr. Thorn 


studied mechanical engineering at the | 
| 


University of Southern California and 
Syracuse University. He had several 
years’ experience in machine design in 
manufacturing plants before joiming 
the Buffalo distributor and was at onc 
time factory manager of Farmmham 
Mfg. Co., Buffalo (now Wiesner-Rapp 
C 


| He will work from the Buffalo office 
assistant to David B. Voorhe« 


ident in charge of sales 


| Hardware Group 
Honors C. L .Wheeler 
For Industry Service 


Charles L. Wheeler, president of 
The Salt Lake Hardware Co., Salt 
Lake City, Utah, has been presented 
with the Gold Medal and Scroll 
awarded annually by the Hardware 
Merchants & Manufacturers’ Associa 
tion of Philadelphia “to an outstand 
ing individual connected with the 
industry.” 

The award, which cited his 
tinguished record of service to the in 
dustry and to the public,” was pre 
sented at the Hardware Merchants’ & 
Manufacturers’ recent annual banquet 


in Philadelphia 


dis 


Active in Associations 


Mr. Wheeler has headed the Salt 
Lake City hardware and industrial 
supply firm since 1937 and has been 
active in the industry since 1902. He 
has served on committees of both the 
National Industrial Distributors Asso 
ciation and the National Wholesak 
Hardware Association, and been 
a member of the N.I.D.A 
governors. For two years he 
president of the Wholesale Hardware 
He has also been a 
member of the National Advertising 


has 
board of 
Was Vice 


organization 





Committee of the National Retail 
Hardware Association 

In Salt Lake City, he is a director 
of Walker Bank & Trust Co. and of 
the Salt Lake Union Depot & Railway 
Co. and is a past president of the cit 
Chamber of Commerce 

Edward K. Tryon, 3rd, of Edward 
K. Tryon Co., Philadelphia, was chair 
man of the Jury of Award. Amos M 
Coath, of Frank W. Winne & Son 
Philadelphia, acted as toastmaster for 


the banque t 


Charles L. Wheeler 


FOR ADDITIONAL NEWS, SEE NEXT PAGE te 





Founder of the company, and ex-governor Connecticut, 
Charles A. Templeton wheels his way around the exhibit 
Also shown are W.C. Howard, Norton Co., James Knick, 
Risdon Mfz. Co., and Charl Thomson of Templeton 


845 Attend Chas. A. Templeton Open House 


Machines in actior 
ts Exhibit, an 
Forrest, Dum 


Manufacturers’ representatn nights was between hour 
t “Prospect ¢ . 3 
Al Chase, Bri 


‘U.S. Rubi 


ADDITIONAL NEWS STARTS ON PAGE 191 





THERE’S A YALE HOIST 


, FOR EVERY LIFTING JOB! 
ae | 
. SO LE REN 


* ee - 


— gyre 
- ae ® Ber A Yin 
=~, 


This hoist never stops work to cool off 


OFFER CUSTOMERS THE WORLD'S HARDEST-WORKING HO/IST—YALE CABLE KING 


Where your customers’ heavy-duty work cycles re- sive YALE air cooling and load brake lubrication 
quire continuous lifting of loads up to 15 tons- that automatically dissipate excessive brake heat; 
recommend the YALE Cable King Electric Hoist! (2) positive control with quick “make and break” 
In mill, foundry, forge, machine shop—wherever push button; (3) safety for load and operator with 
lifting jobs are toughest — the rugged, precision- efficient, powerful load and motor brakes; (4) 
engineered Cable King keeps going without time _ types for hook, trolley, geared trolley, motor-driven 
out for cooling...speeds work, saves effort, cuts trolley, close headroom and deck, in either parallel 
costs to a greater degree than any other hoist. or right angle suspension, tor handling loads from 
Tell your customers why! Point out: (1) exclu 14 to 15 tons 


| * INDUSTRIAL LIFT 
VA E TRUCKS AND HOISTS 
"Reg. U. S. Pat. Off 


Gas, Electric, Diese! & LP-Gas Industrial Trucks * Worksavers * Warehousers * Hand Trucks * Hand & Electric Hoists 
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Price Index for 19 Product Classes 


(194749 


NAME OF PRODUCT CLASS 
Abrasive Products 
Cutting Tools 
Fans and Blowers 
Fasteners 
Incandescent Lamps 
Industrial Rubber Products 
Lubricants 


Materials Handling Equipment 


Mechanics Hand Tools 
(Files, saw blades) 


Metalworking Accessories 
Motors 
Paint 
Portable Power Tools 

Power Transmission Equipment 
Precision Measuring Tools 


Pumps and Compressors 


Steel Products 
(Pipes, bars, nails, wire rope, ete.) 


Valves and Fittings 


Welding Machines 
(Equipment, rods) 


Total Index 


100) 


Dec. 
"54 


117.2 
126.2 
143.7 
156.0 
147.2 
134.2 

69.7 
134.2 


144.5 


129.3 
109.6 
112.8 
120.3 
133.0 
118.7 
131.9 
144.7 


131.4 
129.1 


130.5 


Nov. 


D4 
116.9 
126.2 
143.7 
157.0 
147.2 
133.6 

69.7 
134.4 
144.0 


127.8 
109.6 
112.8 
120.3 
133.1 
118.3 
131.9 
144.7 


131.0 
128.8 


i30.4 


Dec. 
"So 


116.9 


oD 


> Change 
From 
Year Ago 


-0.3 


+ 3.9 
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Key executives of companies throughout the country 
have voted 5 to 1 for Lyon! They have given Lyon 
more first choice mentions than the next thirteen 
manufacturers combined! 

A nationally known research company compiled those fig- 
ures when they asked key men in 5,000 companies this 
question: 

“If your company were in the market for steel 

equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers would 
you consider?’’ 
Your nearest Lyon Dealer offers the world’s most diversified 
and most preferred line of quality steel equipment. (A few 
are shown below.) Equally important, he can show you 
how to get the most out of steel equipment in terms of 
time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 353 Monroe Ave., Aurora, Ill. 
Factories in Avrora, Ill. and York, Pa. 





a “Nes 4 : 4 Lae oe ' : 


a ’ Pe eat 














LIST OF LYON STANDARD PRODUCTS 


A PARTIAL 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Fire Hose 
Folds Tighter, 
Saves Space 


Electrical Tape 


Dielectric Strength Over 
1,000 Volts Per Mil Thickness 


INDUSTRIAL DISTRIBUTION 


Milling Cutters 


Helical, 
Carbide Tipped 


il milling 
the ic 


= 
Ici 
7 

ne ill 
true helical car 


il seat pockets 


nanufacturer the 
ire the entire 
itain a constant 


full de pth f 


Athol 


mpany, 


Die Head 


Die Segments 
1'¢-in Wide 


i I ype dic 


Two New 
Lines Added 


1 Quad 
= . 
ld-in wide, 
fect, standard 
' 
roduced 


fou 
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TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





sizes 1 to 2-in. When the new « . ee table tilts on two trunnions that do 
head is set in position, it is claimed ; : away with table “flop”; table tilts 45 
it will hold thread graduation easily : deg. to right, 15 deg. to left, swivels 
accurately, and without slip a : 90 deg. to handle angular cutting o! 
Other features claimed include . - ® long stock. 
thread after thread can be cut with a ' a, \\\* Condensed specifications 24 in 
out resetting; fully adjustable to cut \ J , throat capacity, 2}-in depth of cut 
standard, and over and under standard ~ © ' blade length 6-in or less, four speeds 
thread die numbers deeply an operates from 4 HP, 1725 RPM mo 
lear] marked. isily read th ig ) ~ tor 
hilm r dim light; quick pening ‘ ‘ 1 Atlas Press Company, Kalama 
yw-out; high-speed steel dies h : Michigai 
than usual to absorb heat wl 
iuses chipping and premature w 
Beaver Pipe Tools Inc VV irTel 
Ohio 


Varidrive 


Increased Rating 
To 60 Horsepower 


ording to the manufacturer, an lo provide f xtra heavy-duty 
tensile strength of 300,000 ervices here iriabl peeds ai 
been achieved by the use of needed, tl! manufacturer has upp¢ 
yrecise analysis high carbon their Varidrive m r to 60 HP 
ind improved processing Ihe larger capacity motors ma‘ 
preformed rope, known equipped 
enating very high strength mechan 
ntl wailable in diamet 


5 to in 


brcant used with VHS 
protect it under 
onditions 


Spacer Type, 
Simple Maintenance 


Steelflex 
Complete Line 


Plug and Ring Type 


For All Cuts, 
Types of Material 


} 


Wire Rope 


Average Tensile Motor Starter 


300,000 PS! Manual Type, 
For FHP Motors 


te 


| motor starter rid t 
icross-the-line starting as well 
ad protection for fhp motor 


Cornitinued on page 13 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 137 








in addition to Taps -— 


GAGES 
by WINTER 





Winter distributors are now 
handling Winter Gages. Like 
Winter Taps, this new line of 
gages is manufactured with 
extreme care. Winter's Bal- 
anced Action principle means 


the utmost in accuracy. 


All Winter 
Advertisements 
Say: 


PHONE 
YOUR WINTER 
DISTRIBUTOR 


WINTER BROTHERS 


COMPANY 
Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in 

New York * Detroit + Cleveland « Chicago 

Dollas * Sanfrancisco * Los Angeles 
Division of National Twist 


Drill & Tool Co 






Announcing 


Carbide Tipped Tools 


National now makes available to its industrial Announcement of this addition to the National 
supply distributors Twist Drills, Reamers, End line is now appearing in metal-working trade 
Mills, Milling Centers, and Counterbores with magazines, telling the reader to phone his 
carbide tips. National distributor. 


NATIONAL TWIST DRILL AND TOOL COMPANY, Rochester, Michigan, U.S.A. 


Distributors in principal cities. Branches in New York * Detroit * Cleveland * Chicogo * Dallas * San Francisco * Los Angeles 




















* This is a weak link 


V 


—_——— —— —\\ 
LOSBROR® MAINTENANCE, PAINT AND POWER BRUSHES « FOUNDRY MOLDING MACHINES 
Gana — 
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[itt GROUND TOOL BITS 


. 4, ff nit e Livy ye A welt Sifir yu I id ( Culling Biwthile ) 


Mo-MaAx and Mo-Max CosBALT T 


Tool Bits have been used economically 


for many years in thousands of plants ...under all conditions. Without 
“This advertisement 


is currently appearing , . 
in the leading metal- other high speed steels. Try the MO-MAX brand on your next job 


CLEVELAND wwss once 


1242 East 49th Street Cleveland 14, Ohie 


New York 7 « Detroit 2 + Chicege 6 + Delles 2 + Sen Fron <o 5 *lLes Angeles 58 
£_P Berrus. itd. Lendon W 1. Englend 


exception they have proved conclusively that they perform better than 


a 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 











HERE’S THE FRAME LINE 
osiuin YOUR CUSTOMERS 
Functional Design WILL DEMAND 


VICTOR No. 10 
LIST PRICE $189 


“ and 4 


-: another first 


from WICTOR 


VICTOR No. 
LIST PRICE 


k T 


Distributor’s Cost 
per 10 
$9.50 


List Price Distributor’s Cost 
each per 10 
$2.39 $12.00 


grip, gun- 
Victor 


List Price Distributor’s Cost 
each) per 10 
$3.25 $17.50 
LIST PRICE Each frame individually packed in metal-edge box 


VICTOR No. 20 *3*° Shipping Terme 


SAW WORKS, INC., 
MIDDLETOWN, N.Y., U.S.A. 


Makers of Hand and Power Hack Saw Blades, Frames 
and Metal and Wood ( uttimg Band Saw Blades 
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On The Market Today STOCK 'EM... 
Starts on page 132 DISPLAY 'EM... 
AND YOU'LL SELL 'EM! 





driving small machine tools, wood teased” or stalled between open and 

working equipment, fans, blowers and __clos« 

similar machines, has been announced Enclosed starter is recommended 
Operation is by means of an “On’’ for general application; open type for 

and “Off” standard type toggle lever. machine cavity mounting, back of 

The toggle mechanism is said to be plate mounting and wall mounting in 

positive acting, producing quick make standard (Handy or Gem) outlet box. 


i 
ind break contacts which cannot be Cutler-Hammer, Inc., Milwaukee 





Index of Manufacturers’ Products 
BLADE, BAND SAW HEAD, TAPPING-DRILLING 
The Henry G. Thompson & Ettco Tool Co., Inc 
Son Company 5 HOSE. FIRE 
BENCH TOP Hamilton Rubber Mfg. Corp 
Standard Pressed Steel Co »9 LATHE, BRUSHING 
BENCH TOP The Standard Electrical 


The 7 ton Company Company 


CHUCKS ee 
The E. Horton & Son Company — a 


: ? ( 
CHUCKS MAGNET, POCKET PLIERS 
Sup! Products, In l ee 


prem Wendt-Sonis Company 
CHUCKS, AIR PIPE FITTINGS 
Buck Tool Company I Watson-Stillman Fittings Div 
CLAMPS. TOGGLE H. K. Porter Company, Inc 
Detroit Stamping Co 163 PIPE, PLASTIC 
CONDUIT _ Rubber Manufacturing 
Universal Metal Hose Ci 
PRESS 
CONVEYOR, TROLLEY Sales Service Machine Tool C 
Rapistan-Keystone, Inc 3 
aida PROTRACTOR 
COl PLING The L. S. Starrett Company 
The Falk Corporation 33 ROPE. WIRE 
COUPLING, FLEXIBLE American Chain & Cable Com 
Climax Metal Products (¢ pany 5 be ble 
pan 2” SANDER, BELT & DISC 
CUTTERS, MILLING Duro Metal Products Company 
Union Twist Dnill Company SAW, JIG 
DIE HEAD Atlas Press Company 
Beaver Pipe Tools, In 132 SAW. PORTABLE other pliers are judged. 
DRIVE, VARIABLE SPEED The Johnson Manufacturing Made of finest tool 
lr. B. Wood's Sons ¢ ompat 52 Corporation . steel, precision fitted— 


EYE PROTECTION =: RI co Mie. C » individually tested. 
Willson Products, In l reheat uley g tae 7 
*p Inc., Crofts Division 


FAN, EXHAUST STARTER. Motor a patterns for standard 
M & E Manufacturing or specialized service. 


lo 





No. 201 N.E. Kleins—the standard of 


comparison by which 


Biggest selection of 


any Cutler-Hammer, In 
GAGES rAPE, ELECTRICAL 
S. W. Card Mfe. Co. Div Behr-Manning ,Corporation 
Union Twist Drill Co ¢ PAPE, MEASURING y your customers who 
2 The Lufkin Rule Company 52 ant the West. 


Winter Brothers Company . 
Owatonna Tool Co 


The Aro Equipment Corpor 7 16 Write for your 
fion rOOL SE rs : F free copy of the 
GRINDER Plomb Tool Company 1s 20 Klein Pocket 
McDonough Manufacturing rRUCK, PLATFORM Tool Guide 
Company ] Lift Trucks, In ‘ 
GRINDER, BELT VARIDRIVE DISTRIBUTED 
Engelberg Huller Company : U. S. Electrical Motors, In ; THROUGH JOBBERS 
GRINDER, DRILL VISE, AIR Foreign Distributor: 
Dumore Precision Tool 5§ W. R. Brown Corporation > International Stondard 
GUARD, SHAPER WELDER, BLADE Electric Corp., New York 


DeWalt Inc., Sub. American The Walker-Turner Div. The Mathias as 
Machine & Foundry C ] Kearney & Trecker Corp leoametes 107 KLEIN — 
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Keep a representa- 


tive stock on hand for 


_ 














Here’s why | recommend — 


and Sell JurKIN 
"Chrome Clad” TAPES 


1. They're the most durable and easy-to-read 


“Chrome-Clad" measuring tapes exceed industrial standards for 
accuracy and durability. Multiple electro platings build up the 
tape steel — make an extra-strong line. This all-metal line won't 
crack, chip, peel — is most rust and corrosion resistant — is 
easiest to clean. Jet black markings are bonded right to the steel 
— they won't wear off and they stand out sharp and clear against 
the chrome-white background. 


2. | can demonstrate their superiority 


With a “Chrome-Clad” tape | can sell by demon- 
stration .. . TWIST THEM and they resist break- 
age . . . DRAG THEM OVER ROUGH SUR- 
FACES and the markings stay sharp and clear... 
SUBJECT THEM TO ABRASION AND SCUF.- 
FING and their hard, smooth finish will not be 
injured . . . HEATING will not destroy the all- 
metal finish. “Chrome-Clad” tapes stand up best 
. under hard, tough industrial use. 


Y | 


3. They're nationally advertised — 
They're known and accepted 


Millions of advertisements have pre-sold my customers on 
"“Chrome-Clad” steel measuring tapes with the all-metal line. An 
advertising program equalled by no other tape manufacturer 
makes it easier to sell Lufkin “Chrome-Clad™ tapes. 


LEADER with Chrome-Cled line 
Mete rust-resistant case covered with durable 
meroos vinyl. 2. SO. 75 and 100 foot lengths 
Choice of standard or folding hook ring 


MEZURALL AND SUPER MEZURALL with Chrome 
Clad tines. Super Mezurall bas extra strong %” wide 
tine Now Magic-Metail" featherweight case—the 
strongest die-cast case made. Setf-adjusting end hooks 
6. 8. 10 and 


sur JUV FACIN tarts + RULES * PRECISION TOOLS 


THE LUFKIN RULE CO., Saginaw, Michigan 


12 teoet lengths 


132-138 Lafayette Street, New York City : Barrie, Ontario 


SOLD ONLY THROUGH DISTRIBUTORS 
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Trolley Conveyor 
Prefitted, 

Match-Marked 

An improved line of 


ley conveyor 
8. for medium duty 


werhead trol- 
Key stone 


been 


designated 
22 ise, has 
announced 


I-beam track; drive 


standard components of 
ind take-up units; 
1 drive chain; systems can 
ip to fit all types of opera- 
furthe tated the con- 
turn in any direction, and 
level to another in lim- 
Da neet wide range of job 
conditions 
Th 
tv pe all | t 


tion, cleaning and rej 


Rapistan-Kevst 


Pipe Fittings 


For Standard Pressure 
Where Corrosion Is Factor 


The manufacture of 150-Ib stainless 
steel pipe fittings has been announced 


as an addition to the maker’s line 


304 stainless 


mtent of 18 


steel, with a 
ind Nickel 


‘sistant to 


I ype 
chromium 
5 is said to be highly 








ingenious 
new 


AIR FEED 





fe ABOVE: 4%” drill oper- 


ates on 5 Ibs. to 7 Ibs. air 
pressure; 42” drill on 20 Ibs. 
to 25 ibs. air pressure. Feed 
pressure at drill point aver- 
ages 14x greater than air 
pressure, i. e. air pressure at 
20 psi delivers 280 psi at drill 











Major components hy 


new W-T Air Feed. No 
“electrics”. No “Hy- 
draulics”. Installs in 
about 10 minutes, no 
machining necessary. 
Just connect to near- 
est air supply. 








PAT. PENDING 


to Sell 





any 


\ 


point. 





[ ph 














cal 





—because this latest W-T product is an 


ideal addition to the complete line of 
Walker-Turner LIGHT-HEAVYWEIGHTS— 
and the only Air Feed with these features 
available to you as an Industrial Distributor. 
This gives you a decided competitive advan- 
tage. 


—because a 15”-4” travel W-T Drill Press complete 
with motor plus this ingenious new Air Feed is priced 
from $344.00. The Air Feed unit features an attractive 
initial cost. For example: for a W-T Drill Press (or 
any W-T type drill press up to 4” spindle travel) the 
Air Feed alone lists for $185.50. Compare these prices 
with any other Air Feed equipment! 


because the new W-T Air Feed quickly converts the 
machine to Automatic Cycling for a wider variety of 
production operations 


if you are interested in the details of a solidly protected, fully franchised Walker-Turner dealership in your area, address your inquiry 


because the Air Feed installs in about 10 minutes. 
No machining. No electrical connections. No costly 
hydraulic components 


because the Air Feed fits as an integral part of the 
Drill Press head, without interfering with any func- 
tion, swing or position of the machine. 


because the Air Feed’s ingenious, 100% pneumatic 
micro-valve provides continuous, positive, sensitive 
feed control—including checking and slowing-down at 
several points as well as at the break-through point. 
Accuracy of stroke holds indefinitely to within 0.003”. 


WALKER-TURNER 


* DIVISION - 


KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J 


D@it PRESSES —Hond and Power Feed « AIR FEED DPi PRESS ATTACH 

MENT ¢« RADIAL DPILIS «© W tting BAND SAWS © 

THTING ARBOR SAW *e RBADIAL SAW ° IG SAWS e« LATHES 

© SPINDLE SHAPERS © JOUNTERS © BEIT AND DISC SURFACERS © 
FLEXIBLE SHAFT MACHINES 


4 ond Metal ¢ 


without obligation to Department |.D 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 











CHAN pyc, LOCK 


Heres a quality line with real profit possibilities To get the 
most out of it carry the complete Champion DeArment Chan- 
nellock line. Millions of national magazine subscribers will read 
about the Channellock lime every month they are being told 
and sold. Use display boards, stock the full line for real profit 
possibilities. You can sell more pliers than evur before when you 
feature the complete Champion DeArment-Channellock line 


“ ces — 


HIT 3 


THE PLIER OESIONM THAT OBSOLETES ALL OTHERS 





CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 














FITLER 


PURE MANILA 


ROPE 


“W ATERPROOFED” 


and 


“MILDEW-PROOFED” 


For your protection when buying rope look for 
the Blue and Yellow Registered Trade Mark 








Fitler research has developed a powerful 
new substance for the control of mildew. 
mold fungi and bacteria with which each 
fiber of Fitler Pure Manila Rope is thor- 
oughly impregnated. Now. these age-old 
scavengers of cellul digesting fung' 
which for hundreds oi years have robbed 
good rope of useful service, can at last 
be controlled. 





SOLD BY INDUSTRIAL DISTRIBUTORS SINCE 1604 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
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corrosion and high temperature oxida- 
tion. 

I'ype 316 stainless steel has chro- 
mium content 18%, Nickel 11% and 
Molybdenum 24%. Properties are said 
to be similar to 304 except that the 
higher Nickel content and addition of 
Molybdenum increase corrosion resis- 
tance in wide variety of services. 

Available in sizes 4 to 2-in, smalk 
sizes are machined from solid forg 
ings; larger sizes manufactured from 
stainless steel castings. The screw 
edge fittings are said to feature per- 
fectly aligned, accurately cut threads 
und smooth bores. The socket-weld- 
ing fittings are said to provide tight, 
trouble-free joints, and are easy to 
install 

Watson-Stillman Fittings Division, 
H. K. Porter Company, Inc., Roselle, 
N. J. 


Grinder 


Air-Powered, 
Weighs 5% Ibs. 


A new heavy duty 3-in grinder, 
Model 7600, has been introduced. 

Specifications are: length 163-ia; 
diameter 2*:-in; speed 17000, 14000, 
12000, 9000 RPM (governed): spin- 
dle #-in x 1]]-in, 4-in x 20-in, }in x 
24-in. 

Features claimed include multiple 





these magazines... 


* AMERICAN MACHINIST 

* MILL & FACTORY 

* MACHINERY 

* CANADIAN MACHINERY 

* TOOL ENGINEER 
TOOLING & PRODUCTION 
PURCHASING 


THIS IS 
MORE THAN 
JUST TALK! 


This message to your customers tells the 
product story of the Jacobs Ball Bearing 
Super Chuck. Ic tells it clearly in words 
and pictures. It’s more than just talk 
because these are facts supported by a 
long history of distinguished firsts in pre- 
cision chuck design, manufacture and dis- 
tribution. 


So IS THIS.. 
MORE THAN 
JUST TALK! 





This statement of confidence in our dis- 
tributors is displayed on every Jacobs ad 
to your customers. The one reproduced 
here is doing more than just talk. 


Fora Real Grip ov things 


Try the Jacobs Ball Bearing Super Chuck. It’s a heavy duty 
chuck for heavy duty drilling ...a bear for grip and 100% more 
powerful than comparable plain bearing chucks. 


Here’s why. The ball thrust bearing rolls away friction between 


sleeve and nut. Steel jaws close 
smooth!y with tremendous 
power. The Jacobs Ball Bearing 
Super Chuck grips harder, and 
more accurately than any other 
drill chuck made. 


The Super Chuck and the com- 
plete line of Jacobs Chucks are 
stocked and sold by industrial 
distributors everywhere. See 
yours, or write Jacobs Mfg. Co., 
1303 Jacobs Road, West Hartford 
10, Conn. Ask for Catalog 100. 


JACOBS AND YOUR 
LOCAL DISTRIBUTOR 
are ready to deliver the chucks you 
need and the service you deserve. 


first in chucks . . . first in service 











BOOS 


CHUCKS 
if it's a Jacobs it hoids 





CARBON DIOXIDE 
EXTINGUISHERS 


INSULATED HORN HANDLE 
KINK-PROOF HOSE 
CARRYING HANDLE 
SNAP-OUT HORN CLAMP 


SEAMLESS, DRAWN STEEL CYLINDER 
Tested to 3000 P.S.! 


E-Z SQUEEZE GRIP VALVE 


LOCK PIN FOR ADDED SAFETY 
SAFETY VALVE 
RELEASE LEVER 

Saqveere to open, release to close 
PRESSURE WORKS AGAINST SEAL 
RECOIL PREVENTOR 
VALVE OPEN LOCKING DEVICE 


AVAILABLE IN 2'2, 5, 10, 15 
AND 20 POUND SIZES. ALSO 50, 75 
AND 100 POUND WHEELED ENGINES 


UNDERWRITERS’ LABORATORIES, 
FACTORY MUTUAL AND COAST GUARD APPROVED! 


— ee 


handle the Buffalo Fire Extinguisher 

¢ n be sure you sell! the finest because there's 
more fire protection built-in. Highest engineering 
standards, exacting manufacture and precision in 
spection produce the finest extinguishers possibie. 
Buffalo's exclusive Distributor Sales Policy and con- 
sistent advertising program to your customers direct- 
ing soles to industrial distributors makes the Buffalo 
line very desirable. If you are not already a Buffalo 


Distributor, write today for complete information 


WRITE TODAY FOR THIS COMPLETE 
POCKET GUIDE TO FIRE PROTECTION! 


BUFFALO FIRE APPLIANCE 
DAYTON | ae 60. 
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ball bearing spindle; directional ex- 
haust deflector: all steel housing; new 
internal ball bearing governor; built- 
in automatic oiler; tamper proof ex- 
ternal governor adjustment; quick 
throttk 

I'he Aro Equipment Corporation, 
Br in Oh 


Brushing Lathe 


Automatic Cycle, 
High Production 


g lathe, designed pri- 
both face edges 

th simultane- 

|2-in diam- 

contact with 

ir, has been 


tandard, and 
ivailable with 
ilternate wheel 
new lathe 
23-in, over-all 


yindle 39-in, 


[oo] Com- 


Press 


Frame Has Built-in High 
Tensile Steel Tie Rods 


A new No. 45 press, 45 ton capac- 
has been added to the maker's 
ss-Rite press lin 
The new pres ivailable with sin- 
gle stroke safety mechanism, cam 
actuated automatic brake and four 
point mechanical clutch, or it may be 
equipped with an Airflex air friction 
drum type clutch, and brake with elec- 
tric controls 
Specifications given by the maker 
include: standard strcke of 3-in.; 4-in 





Looking for a Line that can 


SWITCH CUSTOMERS YOUR WAY? 
Tuffy sues 


GIVE YOU 2 BIG 
COMPETITION-BEATING ADVANTAGES 


First, Tuffy’s Construction gives you a sales point 
that no other sling can match! The 9-part, ma- 
chine braided wire fabric is so different that 
it’s patented .. . so strong and flexible it can 
be looped, kinked, jerked or knotted then 


straight ned with no mate? al damaae 4 


Second, Tuffy’s Repeat Orders have consistent- 
ly set new records for distributors! Once a 
customer tries a Tuffy Sling, he finds it’s the 
toughest, extra flexible sling he can buy— 
and he stays with Tuffy! 
Now, We Start ‘Em Off on that first Tuffy 
Sling for you. Our advertisements in lead- 
ing industrial magazines offer a Tuffy 
Sling free. So, you are, in effect, “coming 
back” for a reorder on your first call! 
> ———_— 
THESE ADVERTISEMENTS ARE 
BRINGING IN CUSTOMERS FOR YOU! 


This advertisement, appearing in the March issue of NATIONAL SAFETY 
NEWS, PLANT ENGINEERING, FACTORY MANAGEMENT 4& MAINTE 
NANCE, MALL & FACTORY, STEEL, FOUNDRY, STEEL EQUIPMENT & 
MAINTEN/ NCE NEWS, PURCHASING, PETROLEUM REFINER, PIPE 


Every Inquiry We Receive goes straight 
to a Tuffy distributor. When you call, 
you talk to a man who has tried Tuffy LINE INDUSTRY will be telling more thon 305,753 readers to see you 


Slings on the job—and he knows you're for Tuffy Slings! 
TEAR OFF AND MAIL COUPON NOW! 


the person who will give him top serv- 
ice on Tuffy Slings! Here’s why: 


In Each “Free Offer” Advertisement we = UNION (5. Cre Kone. corporation 


customers about Tuffy distributors 
how they’re ready and able to give com- 


plete service. You, the Tuffy distribu- 


tor, are talking to a man who is pre- 


2236 Manchester Avenue, Kansas City 26, Missouri 
Specialists in High Carbon Wire, Wire Rope and Braided Wire Fabric 


Yes! | want to cash in on the extra-profits opportunity that the new 
ee - Tuffy Sling compoign offers me! Please rush complete information on 
sold on Tuffy Slings and glad to learn eo Tulty Sting aye ay ence 
of a nearby source. 
: . FIRM NAME 
Cash In On This proved profit oppor- 
tunity! Get complete information on BY 
the Tuffy distributor plan for your 


area by mailing that coupon today. ADORESS 
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In this Keckley Catalog are listed the 
automatic valves and accessory items 
that every plant uses to control steam, 
air, gas, water, oil and other fluids 


Keckley, in its 40th year, is a name 
known widely for uncompromising 
This position is being forti- 
fed with continuing advertising to the 


quality 


industries you serve. To build your 
sales volume — Sell Keckley valves — 
guaranteed and backed by factory 
assistance on selection and application. 
Send today for Catalog 54 


0. C. KECKLEY COMPANY : 


400 W. Madison Street 
Chicago, Illinois 


diameter crankshaft at main bearings; 
maximum stroke of 6-in., with 2-n 
ydjustment of slide; bolster area 20-in 
x 30-in tandard 
per minute with mechanical clutch, 
higher speeds when equipped with air 
friction clutch 

The new press has 
floor space required is 50-in. x 45 
overall height 694-in. from floor to 
center of crankshaft 

Sal Service Ma h ri 
Paul, Minn 


speed 90 strokes 


1 5 hp motor 


Lifters 


New Equipment 
On Roll Feeds 


automatic fmnction 

equip} « ] with rt ll 
| equip ment 
ne Maactr, 


with thi 
a 
lls are 


I sepal ated 
itly after each feed stroke 1s com 
pee th 
between press and coil supply. 
Benchmaster Manufacturing Co., 
Gardena, California 


releasing tension on stock 





Safety Car 
Mover 


More push 
per stroke 


Only 16 Ibs. light, including rugged 
53%" hickory handle. Its special 
heat-treated steel spurs grip securely 
on the edges of the rail to prevent 
dangerous slipping. Ask us more 
about this top performing Swaco 
Car Mover. 


Lowell Wrench Co. 


WORCESTER, MASS. 








W. A. WHITNEY 
LEVER PUNCHES 


1 Punch 


No. 88 Punch 


ALL PUNCHES ARE 
Finely belanced—built for hardest service for 
beyond rated capacity—expertly designed 
quality built—every punch guoranteed A 
lime for good returns 


@ Send for catalog and see your 
local distributor 


W. A. WHITNEY MFG. Co, 


626 RACE ST. ROCKFORD, ILL 


Faavoe <. MARK 


REGISTEREO 
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YOULL LIKE THESE OTH-FITTING THREADS 


You can count on fast, accurate 
assembly when you use Bethlehem 
fasteners. This is because the threads 
are so clean, sosmooth-fitting.What’s 
more, Bethlehem fasteners have 
strong shanks and easy-to-grip heads 
They’re top quality fasteners all the 


way—just what you're looking for. 


4 
> 
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” 
* 
- 
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- 
o 
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Bethlehem Bolts 
Are Good Bolts 





ZOVANCGEFr GA *Gonmnm 
Zor- Z2qAMaAgmMs 
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Quality Catalogs 


° y* 
in All Sazes 

rHE THREE NEW CATALOGS shown here, all Donnelley-built, vary widely 

in size. The largest is more than three times the size of one, and more 

than four tomes the size of the other. 

But each is a Quality book. Carefully planned. Sensibly organized. 
Expertly compiled. Conveniently inde xed. Clearly, uniformly printed. 
Strongly bound for long, hard service. 

Regardless of pages, each is a tool built for these times of tougher 
selling—a Donnelley Quality Catalog—the kind you can have, too, 
no matter whether your book ts large or small. 

Please call us in! Talking with our catalog experts won't commit 
and simply 


you—won't obligate you at all. Write us—-phone us 


sav When. 


The Lake side Press 
R. R. DONNELLEY & SONS COMPANY 
Catalog Compiling Department 


350 East 22nd Street, Chicago 16 CA lumet 5-2121 


PRINTERS BINDERS + ENGRAVERS LITHOGRAPHERS 
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Portable Saw 


Handles 5-in Rounds, 
10-in Flats On Job 


A new portable band saw, Model 
M. of all-steel construction, mounted 
m 12-in rubber tired wheels, has 
been announced 

In addition to its mobility, the new 
saw is said to eliminate hand cutting 
of structural steel, pipes, conduits, 
ingle iron and reinforcing rods 

Specifications include height, 
losed 30-in; blade length 7 ft 5-in. x 
4-in x 23 ga. weight, uncrated 300 
lbs; 4 HP motor (any voltage) 25 ft. 
extension cord. 

The Johnson Manufacturing Cor- 
poration, Albion, Michigan 


Grinder 


Up to 22-in Diameter 
Cutter Can Be Ground 


Improvements have been announced 
in the Sterling Model “RK-2” grinder, 
a single purpose machine designed 
for tool and cutter grinding only. 

Features claimed by the manufac- 
turer include: increased capacity; elim- 
ination of heavy, anti-friction tables; 
workholding fixtures mounted on sta- 
tionary column and grinding wheel 





REAMERS 


CUT COSTS IN HALF! 


Only the heads to buy for replacement— 
this cuts your cost to /ess than half with these 
new-type T-] Reamers! Heads are quickly 
interchangeable . sizes from \4"" to 2%” 
inclusive, in 1/16” increments (special 

decimal sizes available upon request) 

spiral flute. 
Tapered hole in head insures con- 
centricity and a snug fit on smoothly 
ground tapered shank. Reamer oper- 
ates free from binding or sticking, 
due to cutting portion wearing un- 
dersize and creating negative relief. 
Performance retains all advantages 
of standard, expensive reamer. 
Backed by T-}'s 38 years of know- 
how as one of largest manufac- 
turers of die sinking milling 
cutters. 


The Tomkins-Johnson Co 

Jackson, Mich 

Please send details about your distributor or representa- 
tive plan for T-) Reamers 


Se TOMKINS-JOHNSON on 
! 


38 YEARS EXPERIENCE 


Company 


Street 


DISTRIBUTOR OPPORTUNITY mp: 
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RAWLPLUGS are made the 
SCIENTIFIC WAY 


to give you... 


A UNIFORM 
AND DEPENDABLE 
FASTENING DEVICE... 





Rawliplugs are made of jute—nature’s 
toughest fibre. The jute fibre is given heat 
and preservative chemical treatments to 
further insure it against all the elements. 














This treatment combines with the binder 





when the fibres are compressed, under 
high pressure, into tubular sizes of exact- CHEMICAL | HEA 
ing dimensions. 

WHY RAWLPLUGS HOLD BETTER 
The hole, screw and Rawiplug are practically the same size. 
Due to the metal core, the threads of the screw do not cut the 
fibres of the plug, but instead thread the metal core. With the 
Rawiplug the maximum amount of material is compressed into 
the smallest possible space and because of this ‘elastic com- 
pression,’’ shock and vibration have no effect on the gripping 


power of Rawiplugs. 


In the 35 years of manufacturing, Rawliplugs have been 
changed periodically to take advantage of improved compo- 
nents and methods which have increased Rawlplugs efficiency. 


Today more people are using Rawiplugs than ever before. 


WHY GAMBLE—SUBSTITUTES PROVE DANGEROUS 
TRY — TEST — COMPARE 


ee aT “4 
qe? . ee tae 7% 











271 Church St., 
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moves laterally across work with 14- 
in travel; built-in indexing fixture on 
anti-friction workhead; single point 
tool holder provides adjustments in 
three | compact design groups 
controls and adjustments. 

McDonough Manufacturing Com- 
pany, Eau Claire, Wisconsin 


Tapping-Drilling Head 


Flexible Shaft Driven, 
Adjustable Spindle 


\ new Model 600 flexible shaft 
driven adjustable spindle multiple 
head, designed for both tapping and 
drilling up to six holes on any tapping 

r drilling machine, has been intro 
4 i ed 

According to the manufacturer, the 
design, which features flexible shaft 
drives for the spindles, enables the 
head to be set in a wider range of hole 
patterns with a smaller drive to spin 
dle distance 

The flexible shafts, designed specif- 
cally for tapping and drilling, are said 
to operate at high speeds without vi 
bration or danger of unraveling. 

Capacities of the unit range from 

to zs-in drills in steel and No. 6 
to #-in taps in aluminum. Maximum 
bolt circle is 6Z-in. Minimum center 
distance between spindles is té-in 


Ettco Tool Co., Inc., Brooklyn 


Belt Grinder 


Flat-Grinds, Polishes 
Small Metal Parts 


4 new abrasive belt grinder, the 
BG-8 Automat, equipped with a self- 
powered continuous work feed and 
an 8 x 197-in abrasive belt, has been 
announced. 


Work pieces for the new unit are 





MILFORD 


Frolps Ufou 


SELL 
MORE 


EARN 
MORE 


~< 


Bs 


wim (uaranteed. Sales Folin Patton. 


PLUS PRODUCT SUPERIORITY 


Back of every MILFORD Distributor is an iron-clad Sales Policy insuring that his effort and investment in time, inven- 
tory and sales expense will be protected. When you sell MILFORD you know where you stand at all times, because 
MILFORD puts it down in black and white and sticks by its policy provisions . . . rigidly. 


MILFORD supplies consumers . . . exclusively through its distributors . . . with a line of Hack Saw and Band Saw 
blades that will “top” any brand. 

When you distribute MILFORD you get “both ends and the middle” . . . Policy, Protection, Product 
Superiority and Sales! 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 6, CONNECTICUT 


MILFORD 





Profile Blades and Band Saw Blades * Hand and Power Hack Saw Blades 
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SELL 
THE 
NAMES Rivieiies Aneton toe Ghihy 


have been synonymous with 
THAT safety and highest quality. 

These established names help 

move American Crosby Wire Rope 


M EA N Sheaves—industry’s safest—for you. 


And American Crosby Sheaves’ 
T low, strictly-competitive price 

SA F E Y and high profit per item are 
equally important. What's more, 
American Crosby's outstanding 
service assures prompt delivery 
on a complete line of sheaves 
from 4-inch to 4-feet in diameter. 
Proof indeed that industry's 
safest buy—AMERICAN CROSBY 
WIRE ROPF SHEAVES—will make 
sales for you! 


Where safety comes first, insist on indus- 
try’s safest—-AMERICAN CrossBy WIRE 
Rope Stiraves! Tested and proved through 
the years on American Hoist’s own heavy 
duty construction machines, famous 
throughout the world 

AMERICAN Crossy Wire Rope SHEAVES 
give you finest quality at the lowest prices 
Sizes 4-inch to 4-foot in diameter— wide 
variety of bore and hub sizes. Available as 
finished or blank sheaves in cast iron or 
steel. See your construction equipment 
distributor or mill supply house 


CROSBY PRODUCTS DIVISION 
AMERICAN HOIST AND DERRICK CO. St. Poul |, Minnesota 
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manually loaded but automatically 
ejected. The feed unit has 21 fixture 
plate s, each 33 in x ¢ , in. 

The new unit is 72-in high, 48-in 
wide and 48-in deep. Its coolant sys- 
tem consists of a 40-gal tank in the 
base, divided into two sediment zones, 
with cleanout at one side 

Inside the belt housing, a fan- 
shaped jet sprays the belt. Coolant 
is also delivered to a spray nozzle 
above WOTK areca 

Engelberg Huller Company, Syra- 
cuse, N. Y 


| i 
| 


| -<.B 
aL 





Protractor 


Accuracy To 
1/12th of a Degree 


A new rust-proof stainless steel 
draftsmen’s protractor, featuring con- 
venient size and positive setting, has 
been introduced 

Designated No. 361, it is said to 
lie perfectly flat on the drawing board 
and lock at any desired setting by 
means of a single knurled binding nut 
which also serves as a “knob” for pick- 
ing up the instrument 

The protractor arc, graduated 90 
deg. and figured both ways to read 
from right or left, is equipped with 
a vernier for precision settings to five 
minutes of arc. It is also provided 
with a 6-in scale on the straight edge 
of the arc, graduated in 16ths. 

The L. S. Starrett Company, Athol, 
Mass. 





VAs 


MULTIPLE BALL BEARING 
SPINDLE 


DIRECTIONAL EXHAUST 


DEFLECTOR > J @ 4 


ALL STEEL 


HousING SMALLER... YET MORE POWERFUL 


NEW INTERNAL BALL ¥ » ae 

me ye enw WEIGHT ...6565666+- 5-1/2 POUNDS 
LENGTH ...eeeeeee¢+ 16-3/4 INCHES 
DIAMETER... cecccees 2-1/32 INCHES 


BUILT-IN : @ SPEED e*eeeeeeeeeee 17,000, 14,000 
AUTOMATIC O1LER———p 12,000, 9,000 RPM (GOVERNED) 


TAMPER PROOF ——_—» i a SPINDLE..... 5/8 x11, 1/2” x 20”, 
EXTERNAL GOVERNOR 3/8” x 24" 


ADJUSTMENT 
TRY IT... COMPARE IT...BUY iT... 


Write for Bulletin Number 5459T 


THE ARO EQUIPMENT CORPORATION, Bryon ond Cleveland, Ohie 
Aro Equipment of California, Los Angeles, Calif. 
Aro Equipment of Conada, Lid, Toronto 1, Ontario. Offices in Al Principal Cities 


. ARO): enaeian 


REET ALSO... AIR HOISTS . 
TOES LOTT | LUBRICATING EQUIPMENT... 
® AIRCRAFT PRODUCTS .. . GREASE FITTINGS 
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SEE 


Follow the 
ie a Variable Speed Drive 


your 
New Size, For 


Important 1 to 5 HP Drives 


news to , 4 y smaller varia peed drive 


DISTRIBUTORS iam d te gi i n t variable 


: hit wi + 
HEXAGON soldering irons speed within a 2 peed range 
are a profitable line for the ratio for one to fi HP drives has 
distributor, dealer and user be- azo 
cause it represents one of the H een announcec 
most complete lines available . } f ‘ laimed 
today. It is backed by famous Som a the : ALEC - 
users throughout the world, . the manufacturer includ oth flanges 
and an aggressive hard-hitting 1 — ; 
sales promotion campeign is move simuitaneou wie adjust- 
telling the story to a ing screw; posit iping of two 
quarter of a million key : : , . P 
men in industry each idjustable flange uminat fretting 
month. <a corrosion; single wide range belt gives 
maximum HP efficier less shaft 
ng; no lubrication needed 
W ood Sons Company, 
Chambersburg, Pennsylvania 





Measuring Tape 


With Folding Hook 
Or Plain End Ring 


Long, steel t n added 


to the company f White Clad 
tapes and tap 


Called the White Clad Banner, it 


The Complete “BULLDOG” Line is furnished in 25, 50, 75 and 100-ft 


lengths 
he ature lal ! ( triple 


baked white in i ating of 


; H Machinists 

: e | 

. iDrasion resistal | t r bonder 

Top Swivel Jaw ized, tempered stee lis et black 
e markings graduated to 8ths of incl 

Combination Pipe with both f 

rr 9 } 

. ve incl 


Hinge Pipe _ 
* 


i 
4 
i 
i, 


Case 


Woodworkers 
— 


Utility 


Backed by 86 years of time proven acceptance. 
Hundreds of plants have used them and still do. 
Sell PRENTISS for those “REPEAT” vise orders. 


Sold 100% through distributors 
PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 


OF THE CHARLES PARKER CO 
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fittings over rust resistant welded 
metal liner. 


Another new product added to 
the company’s ne is a heavy duty A A y q © Nw A L.”" 
tape rule with a 3-in wide line. Called 
the Super Mezurall, it is available 
with either White Clad or extra dur 
able Chrome Clad blade 
The Lufkin Rule Company, Sag 


— Kugged- Dependable 
Block Sanders 








3~. 
10° NX 


POSITIVE RAKE ANGLE 


> 





MODEL 400 





Band Saw Blade National makes a complete 
: line of portable sanders... 

Wide Spaced Teeth, air or electric driven with 

Two to Six Per Inch either straight-line or orbital 

w “Hook Tooth” band saw action. Their simple and 

le. for use in wood plastics and rugged construction, illus- 
trated by the cut-away draw- 


ion-ferrous metals, has been an 


mernd ing of the Model 400, means 
} ced. 

, ' long years of dependable oper- 
Said to be equally effective —- i I 


P ation to the user . . . and 
mus sections where heavy 


- satished customers to the dis- 
ures 


re required, it : 
, tributor. Thousands of these 


: 
n standard widths from 3 


10, 250 and 500-ft coils 

ngth welded b inds Three prelubricated Counter belanced 

i ; oo ' nance work. See how you can bel! bearings no crenksheft 

nsteac : eRe Es ( , other points of friction. 
= , fit into National's distribution on 

+ 1 , 

, th is § aid to h: ave a pee itive system ina profitable manner. Crankshoft assembly ey wd sealed 
vhich } hogs into wor k. the reby perl W rice todas only moving port rubber housing 
ting rapid rate of feed and fr 


ting. The blade has a flexi 


vith each tooth hardened to i SELL NATIONAL’S COMPLETE LINE... 


Rockwell “C’ 
The Henry G. Thompson & Son MODEL 300 
mpany, New Haven, Con: 
Belt & Disc Sander i 
For Horizontal Or 2 ee 


Vertical Operation 


machines are now being used 
in manufacturing and mainte- 


MODEL 600 
combination belt and 
has been developed 


The new model in ludes inced 

heavy duty 10-in disc and a 6-in bel 

inder on a 24-in surface. Althougl NATIONAL AIR SANDER, Inc. 
th sanding surfaces operate mu 2820 AUBURN STREET, ROCKFORD, ILLINOIS 





taneously, on sealed ball bearing 
in be used individually on 
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Only Bristol distributors get this 


double-barreled selling power 


\ complete line 


of both hex and exclusive multiple-spline 


socket screws gives Bristol distributors a real head-start on their 


competitors 
On top of 
gives them 


sale $ he Ips 


ADVERTISING AIDS 


Notional advertising compaigns create 
prosper ts 

Hord-hitting direct mail drives home 
product features and advantages 
Envelope stuffers and advertising novel- 
ties remind customers of your products 
Sristol’s copy and cut services help your 
own advertising 


INFORMATION AIDS 
Publicity releases keep prospects in step 
with product development 
Bulletins, price sheets put facts and fig- 
ures at your fingertips 


the sales edge that carrying both types of screws 
Bristol distributors can 


also count on these extra 


Engineering data sheets give you the 
technical answers you need 


SALES AIDS 
Window display stands dramatize 
breadth of Bristol line 
Shows and displays demonstrate prod- 
uct features 
Smartly packaged samples help you 
put your best foot forward 


That’s the kind of help that makes 
both dollars and sense for Bristol dis- 
tributors. Still a limited number of 


distributorships open, too. 
AA13 


B i | S10 [S SOCKET SCREWS 


OL COMPANY. Socket 


ew Division, Waterbury 20, Conn 
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terials as wood, plastics and metal 

A “preloaded belt tensioning” lever 
is said to allow fast changing of belts 
without re-tensioning and re tracking 
yn new belt installation 

Standard Model 
MD3066 includes work table, mitre 
gage, machine pulley, one each alumi- 
num oxide belt and dis 

Duro Metal Products 
Chicage 


equipment on 


Company, 


Plastic Pipe 


Fittings and Clamps 
Sizes 1-in to 3-in 


plastic pipe, fit- 
steel clamps, re- 
alkalis, metallic salts, 
highly fluids, gases, vapors 
and wastes, have been announced. 

The new pipe is said to be 100% 
polyethylene, immune to rot, rust and 
electrolytic corrosion 

It is made to specified diameters 
and wall thicknes not drawn to re- 
duced sizes. This is said to provide 
minimum residual strain, which re- 
sults in less cracking and decomposi- 
tion when subjected to continued ex- 
posure to sunlight and adverse weather 
conditions. 

The new pipe is also said to be 
non-toxic and resistant to the growth 
of bacteria and molds. 

Acme Rubber Manufacturing Co., 
rrenton, N. | 


Poly-Gem flexible 
tings and stainles 
sistant to acids, 


COTTOSIVE 





Chucks 


Six New Chucks 
Added To Line 


Wit the addition 
chucks to their line, the total nur r 
yf models available is now ' cord- 
ing ft in announcement |! the : WHEN YOuU 9) a on 
lanutacturer 

Model numbers a 7 ties of 
the new chucks are as folloy 5T33 

N 33 Taper ) to 4-in: 15T33C ¢ : 
ball bearing lock Ollal t >-1nl; OOPER Y. Sea-h 
8T3 (No. 3 Taper) $ to g-in; 8 3-16 

San: 9T3 ’ 


thread) 4 to # 


YOU'RE SELLING 


Exponionen 


Pocket Magnet 
Lifts Up To 
Seven Ounces 


¥ magnet has a 


id alumin 


ie Scetesteteail antics Ines teas od ae | I, every corner of the 
Re CR globe and in every industry 
al asatapiacste ¢/ STAINLESS STEEL where corrosion is a problem 
Cooper Alloy Stainless Steel 
Air Vise valves, fittings, and accessories 
Jaw Gripping Force A é have built a reputation for 
15 Times Air Line Pressure quality and service. 

nie ale “tin Dietel ae STAINLESS STEEL 
anphady winiped amting hile Our thirty years of leader- 
pa Ee ve a) ship is spel oe cams 
— you sell Cooper Alloy you're 
a aness sre. ff selling EXPERIENCE, KNOW-HOW 
arteries and RELIABILITY that can’t 
be matched anywhere. 


VALVES 


t its maximum operatin 


COOPER ALLOY 


CORPORATION «HILLSIDE, N.u. 
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MAGIC-TYPE CHUCKS 


save operating time 


MAGIC-TYPE CHUCKS 


Reduce production costs with Collis Magic Chucks. Now tools can be 
changed without stopping or slowing down the spindle. Boring, counter 
boring. drilling. reaming, tapping. etc.. can be performed practically con- 
tinuously. 


Let our 40 years of manufacturing experience help your customers select 
the proper equipment for the job. 


"Call COLLIS For Service” 


Dept. A, CLINTON, IOWA 


OTAINLESS 


fasteners & pipe fittings 


»IUG 


ALLMETAL, one of the major sup 
of stainless steel fasteners and 
tings to industrial distributor 
now in the top position to fj 

all your customers’ stair 

less requirements. 








lete range of screws, bolts, nuts, rivets ond 

hers, in oddition to full line of pipe fittings 
Over 9000 items in stock meons immedicte de- 
livery from one source 
New Gorden City plent now opercting ef top 
speed and quolity 
Unsurpossed facilities for quantity febricetion of 
specials 
A steff of secsoned engineers clwoys oveileble 
for consultation 
Pioneers in the monvufocture of stoiniess steel 
fosteners 


WRITE NOW FOR FREE COPY OF 
FASTENER MANUAL P12 


MANUFACTURERS SINCE 1929 


SCREW PRODUCTS COMPANY, INC. 
GARDEN CITY NEW YORK 
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line or individual compressor, it 1s 
said to develop a maximum jaw pres- 
sure of 2225 Ibs. 

Jaws are said to clamp quickly and 
firmly for faster drilling, tapping, mill- 
ing or assembly operations. By regu- 
lating pressure of air feed, it is stated 
that any amount of force, down to 
light squeeze for delicate work, may 
be obtained. 

The new vise comes complete with 
hold down lugs, two five-ft. air hoses, 
foot control and fittings 

W. R. Brown Corporation, ( hicago 


Blade Welder 
Butt-Welds Band Saw Blade 
In Less Than Two Minutes 


A new 4-in capacity lgh 


veight band saw welder, featuring ad 


t-heavy 
justable heavy duty blad mips vith 
am locks and built-in flash grinde: 
has been announced 

According to the manufacturer, th 
transformer and relay components are 
nade to assure trouble-free operation 
The 115-volt model includes a cut 
— shears: a 230-volt model is also 
available. 

Although primarily designed for 
portability, provision is made for at- 
taching the welder to any metal-cut 
ting or wood-cutting band saw 

The Walker-Turner Division of The 
Kearney ( Trecker Corp., Plainfield, 
N. ] 


Five New 
Adda-Units 


Five new Proto-Uni yntaining 
tools in a tic, custom-molded 
hokler, have en announced 

The first five ida-Uni ire said 














pipe wrenche 
0 with a hing 


1 thin nose ic 
npound leverage 
tilitv plier 


Tool Compan 


Eye Protection 
Comfortable, 
Lightweight 


eye-prot hon pl 
hich have a need for lig 
npact protection, a new Feather pe 
Stvle FW3) has been announ 
According to the maker, it aff 
umple impact protection for 
grinding, woodworking 
inspe tion and other job 
ing heavy-duty goggles 
\ ntour-line” brow rest i 
hold lenses away from ¢ 
permit comfort and 
workers who weal prescriy t 
Distortion-free lenses 
thick acetate, clear or gt 
emoved easily 


Willson Products, Inc.. Rea 


ptan— 
METAL CUTTING SAWS 


TL... 
The spa Line 
Will Always Be 
The Right Line to Sell 


8 PLAIN FACTS THAT COVER EVERYTHING 


The Right Blade for every type of metal cutting 


A plant fully equipped with modern machinery pro- 
ducing by SPARTANIZE methods blades second 
to none 


Backed by acceptance from Coast to Coast 
Sold only through Distributors 
Full protection to Stocking Distributors 


Full co-operation from the Spartan Sales Force who 
are working with and for Distributors at all times 


Catalogues and Sales Literature bearing Distribu- 
tor’s name if desired 


Planned Advertising constantly reaching your cus- 
tomers and prospects 


What more do you need for Profitable Saw business. 
it will pay you to write us 


THE COMPLETE SPARTAN LINE 


e lf Hack Saws—Band Saws—Hack Saw Frames 
4 
WY Compass Saws—Tool Bits—Fliat Ground Steel 








SPARTAN SAW WORKS, INC., SPRINGFIELD 7, MASS. 
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BURNERS THAT OFFER 
MORE THAN HOT FIRE 


(1500° in 5 minutes — 2300° in 30 minutes) 


No. 120 
Hi-Speed Steel 
Heot Treating Furnace 


No. 118 
Combination 
Bench Furnace 


No. 142 
Hi-Speed Steel 
Heot Treotir 


EFFICIENCY ECONOMY 
DEPENDABILITY 


- + « « from a name 50 years old 
in the Gas Appliance Industry 
When the job calls for heat treating tools, dies 
and small metal parts, both you and your cus- 
tomers profit from the big line of Johnson Gas 
Burning Equipment. Write for the free com- 


No. 1202 Blower plete Johnson Catalog which shows additional 


profit-making items. 


No. 101 
Bench Furnace 


No. 60BCD No. 706 
Concentric Annealing 


Ring Burner Furnoce 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N.W. Ceder Rapids, lowe 


IF iT\ BURNS GAS LOOK TO 


SINCE 
1901 
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Drill Grinder 


Incorporates More 

Than Twenty Changes 

r drill grinder 

I recisiol tandard drills 
reclaiming broken or worn drills 


een announced by the manufac 


ler weighs 40 Ibs 

70 up to 4-in in 

be ground to point angles 

g. through 150 deg. Clear- 

ance angles can be selected and quickly 

changed from 5 to 15 deg 

Added features claime include a 

web-thinning wheel, roughing wheel, 

magnifying glass, diamond wheel 
. 


lresser, and adjustable spotlight 


Dumore Precisio1 ools, Racin 


Platform Truck 


High Lift, 
Hand Motorized 


A new “K”’ hydroelectric hand mo- 
torized high lift platform truck, in 
2000 and 3000 Ibs. capacity, has been 
announced 

According to the manufacturer, the 
mast assembly is telescopic with rol- 
ler type construction having lifts of 
60, 108, and 120-in. The platform 


is 7-in lowered height minimum; 24 





and 26-in wide; lengths from 36 to 
60-in 

Other features claimed include: 
Dyna Dual power unit; articulated 
frame for strength and stability; power 
unit and hydraulical assembly have 
low current draw giving longer life 
to battery. 

Lift Trucks, Inc 


Cincinnat! 


Flexible Coupling 


Heavy Duty, 
Quick-Disconnect 


A line of heavy-duty flexible coup 
lings, employing the company’s “knob 
disc” flexible medium, and equipped 
with split-taper bushings for quick 
mounting, has been announced 

It is claimed that, in addition to 
providing easy shaft handling, the 
split-taper bushing enables the quick 
disconnect coupling to be used to con 
nect shafts of different sizes 

Ihe new couplings are available in 
eight sizes based on HP ratings up to 
75 HP at 100 RPM. They are avail 
able with bushings in x-in shaft di 
ameter increments over the entire 
bore range 

Climax Metal Products ( 


Cleveland 


. mpany, 


Bench Top 


Resists Acid, 
Alkalis, Oil, Grease 


A new bench top, named “Shop 
Top”, has been added to the com 
pany’s Hallowell shop equipment line 

Made of laminated random-length 
Ponderosa pine blocks, covered top and 


bottom with resinwood sheets, the 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop... and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades .. . key- 
seat cutters .. . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


ovheant TOOL COMPANY 





RYTHING IN STANDARD AND SPECIAL 


Er. 





4400 WOODROW WILSON ° DETROIT 3, M 


ICHIGAN 


WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits . . . no trouble 

. no complaints . . . least resist- 
ance to sales. 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in bele fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good shape... 
whether by freight, truck, ex- 
press or parcel post. 


An excellent profit item for all 
concerned. 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO. 


: > 


ms 4 





| 1% harder than 
rock mapk 

It is offered in lengths of four, five 
and six feet: widths 24, 30 and 36-in; 
thicknesses of 14 and 2-in with quar- 
ter-inch resinwood facing and thick- 

sses of 1}-in and 2}-in with #-in 
resinwood covering 

Standard Pressed Steel Co.; 
town, Pa 


Jenkin 


Speed Reducers 


Ratings From 1,20 to | HP, 
Ratios 5 to 1 to 60 to | 


fractional horsepower speec 


dd d to their Cr 


innoun ed 


unit 

have pecn 
nanufactu 

Known i | | \ 


2% : 
tainabie ma wid 


ising 
Rockwood Pulley 
Crofts Division, New 


Mee 
York 


Hydraulic Too! Set 


For Track and Accumulator 
Springs on International Tractor 


50 ton 
lraulic ram 


h is de signt d 


& 


For Arbor Spacers 
and Shims, 

Feeler Stock 

or Shim Stock... 


sell top-quality 


ARBOR SPACERS AND SHIMS * 
20 arbor sizes 4" to 4” 19 thicknesses 
O01" to .125". Specify with or without 
keyways. Also available—hardened and 
ground spacing coilars (with standard 
keyway) 44” to 3” long in all popular sizes 
For use in milling, slitting and gang-saw 
setups, shimming gears and bearings). 


FEELER STOCK ® Made from tempered 
stock, rolled to close tolerances. 4%" x 25 
coils packaged in transparent plastic boxes, 
except above .020°. Strips '4” x 12", in 
cellophane. 27 thicknesses. A!! thicknesses 
from .001" to .032". (For 
fitting, checking clearances 
and production work 


4se¢ im precision 
inspection 





SHIM STOCK ® Selected from material 
rolled to precision limits, free from burrs. 
and protected by oil coating. Coils packed 
in carton for easy dispensing and protec- 
tion. 15 thicknesses .00!1" to .032°. Sheets 
6” x 12°: coils 6” x 120”. Available also in 
assortment package of I2 thicknesses 
001" to .015" 





Write for complete 
dealer information 


DETROIT STAMPING CO. 


332 MIDLAND AVE, © DETROIT 3 MICH, 
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ind introduced a special tool set for 
removing and installing the track and a 
accumulator springs on the TD-24 In 
ternational tractor. 
Hydraulic power with finger-tip con 
trol is claimed to simplify this jol ANOTHER aDver 
35 TISEMENT 


which requires approximately 35 tons Now appearin 
i 
of power help sell your . wi Magazines to 


The set mav be ordered without tomers on U.w 
hydraulic units by those who have t ¥- 
maker's hydraulic equipment 

Owatonna Tool Co 
\Vlinn 


Weldiess hex heads are drilled 
and tapped in perfect alignment 
so that end fittings pull evenly. 


oon 


Reins are designed substantially 
wider then end fittings to pro- 
tect threads. 


Shaper Guard 


Completely Encloses 
Knives, Motor Spindle 


\ new metal shaper guard for 
with the company’s radial arm woos 


working machines has _ been 


End fittings are straightened be- 


unced 
The new guard is said to surrour 


the cutting head on all exposed 
is across the top, leaving 

€ space beneath it free for feeding 
naterial into the knives 

The new shaper guard will be avail 
le as an optional accessory for the 

mpany’s basic machines 

DeW alt Inc., Subsidiary Americar 
Machine (* Foundry Co., Lancaster 
Pa 


fore threading for free turning 
with close tolerances, 


+++ 
tttt 


Drop-forged flattened steel hook 
has extra thickness at point of 
greatest stress. 


Conduit 
Liquid-Tight, 
Extra-Flexible 
flexible-metal, electrical 


luit fully enclo in 
— 


@ Upson-Walton rope fittings are 
sold through selected distribu- 
tors everywhere to assure you: 
U20SCB has a black ; . quick delivery from stock. 
. an Opportunity to see Upson- 
Walton products before buying. 
. other valuable distributor services. 


nthetic cover 


j 


Write for free catalog. 
THE UPSON-WALTON COMPANY 
=z 12500 ELMWOOD AVENUE + CLEVELAND Il, OHIO 
- —— New York + Chicago + Pittsburgh 
YOU CAN DEPEND ON UPSON-WALTON'S LONG EXPERIENCE— ESTABLISHED 18671 
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with square locked construction, gal- 
vanized steel core, aluminum wire 
wound on sizes @-in to 3-in. Type 
U20SCG has a gray cover, and is avail- 
able from 2-in. to 2-in. conduit sizes 
The new conduit is said to provide 


Herbrand complete protect . gninst moisture, 


dirt. oil, fumes and chem ana 1s 


makes ’em all! ohtweiaht and os 


Universal Metal Hose Co., Chicago 


WRENCHES 


SMALL 


WRENCHES 


SPECIAL 


WRENCHES 


Exhaust Fan 





Size Range From 
Herbrand can supply carbon steel 12 Through 48-in. 


wrenches in all popular sizes from 4" 4 new addition to the company’s 
to 342" openings, and can manufacture regular line of exhaust fans, the Series 
special wrenches to your exact speci- R” belt-driven exhaust fan. has been 
fications. Herbrand carbon steel developed 

wrenches are ideal for maintenance Capacities range from 900 to 38. 
and production work, and to accom- 000 CFM. and it is suitable for oper- 
pany finished products. ition against static pressures up to 

Herbrand industrial wrenches are ] 4-in . ; 
drop forged from high carbon steel, De sign features claimed include; 
and heat treated and tempered their non-sparking, non-corrosive solid-cast 
entire length to assure utmost strength, aluminum blade ealed-for-life ball 
endurance, and dependability. Sur- bearings: idiustable motor mount sup 
faces and edges are ground smooth for port; heavy duty construction through 
accurate fit and easy handling. Finish out . 
is rust-resistant baked black enamel. Available with or without motor, 
Heads are ground bright. Get all the it is designed to accommodate any 
facts from your Herbrand representa- standard stock motor of proper rating 
tive or write us for Catalog No. 10. M & E Manufacturing Company, 
Indianapolis 





Herbrand produces forgings in any size or shape up to 200 !bs 


Quality Tools since 1881 Bench Top 


Chemical and 
Acid Resistant 


THE BINGHAM-HERBRAND CORPORATION =. »w acia and chemical resistant 


bench top de o mil 
Fremont, Ohio enc p, made f laminations 
Northern hard maple milled to a 


a ine! in f < ! } 
Other Herbrand products include oa complete | e of Van-Chreme Too!ls..Ball thic kness of 3 in. has been developed. 
Pein Haommers..Snips..impact Seckets..%" Orive Seockets..Complete Too! Sets I eros . T f " 5] d 
“iecrroni ! 1 tO form sO 


edge grained top, the top and all ex- 





ally 
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po iges are sprayed with 
lay f special sealers and 
icid and chemical resistant mat 
[he bottom surface is treated t 


VE 


t moisture absorption and war 


ii 
The new laboratory 


tops ar 
to 4-in t 


rth 


60-in and length 


’ 11 
ible in sizes from i 7-in 

, 
ith to 
me section 


lolerton Company, Allia 


Full Range For 
Fine Tolerances 


Ww 
Divisior 
\lansheld, Ma 


Toggle Clamps 


Portable, 
Plier-Type 





DISTRIBUTORS 
have everything it takes 
to sell profitably 


The tremendous advantage of a complete 
line is only one vital element in the profit- 
formula of “Shaw-Box" Distributors. They 
also have the unbeatable advantage of 
brand names that have become hallmarks 
of quality, performance, and economy 
throughout Industry. 


Shaw-Box" — with an 8-acre plant facility 
—is now, as it has always been, entirely 
devoted to the development, manufacture, 
and marketing of cost-cutting load-handling 
equipment. At our factory, distributors’ 
salesmen learn about our standardization 
and mass production methods, the practi- 
cal sales tools we provide, and how to sell 
the dependable quality that has made all 
"“Shaw-Box" Products outstanding in service. 
And, backing them up on the selling front 
is the on-the-spot counsel of our field staff 
plus the proved power of our geared-to- 
sales advertising and promotion programs. 


In product quality, service, and accept- 
ance; in completeness of line; in sales as- 
sistance and in mark-up—each “Shaw-Box" 
Distributor has every opportunity for real 
profit in today's markets. They can count 
on us for the full co-operation so essential 
to continued success in selling the com- 
plete, quality line — the "Shaw-Box" Line. 





* the hoist-like lifting 
and pulling tool 


the tipping end 
Ufting sling 


‘Tipit: 


ANNING, MAXWELL & MOORE, INC. 


—s Shaw-Box Crane & Hoist Division 


? ° 
; i 
lel! MUSKEGON, MICHIGAN 
|* s 
= Builders of “Shaw-Box" and ‘Load Lifter’ Cranes, “Budgit’ and “Load Lifter’ 
Hoists and other lifting specielties. Makers of ‘Ashcroft’ Geuges, "Hencock’ 
Valves, ‘Consolidated’ Safety and Relief Valves, ‘American’ and ‘Americen- 
—_——— Microsen” Industrial Instruments, and Aircraft Products. 
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Here’s a real 
profit “Hook-up” 
... the 

















Vevociry-powef] 





One of our distributors once said that 
any place you see a hoisting hook you 
have a good, hot prospect for the Steel 
Grab! A slight exaggeration, perhaps, 
but there's no question about the broad, 
profitable market for this modern pro- 
duction tool. Because it economically 
answers the need for safe, efficient han- 
dling of steel plate, structural forms, your 
customers and prospects will be quick to 
see the advantages. And you get the sale 

The Steel Grab clamps tightly over 
both sides of the plate 
the load, the tighter the grip. There are 


the heavier 
no manual adjustments. Everything is 
positive acting, automatic It's easy to 
position, and remove when the lift is 


complete. 


Model G-58 

RATED CAPACTTY—6000 Ibs. for plates and 
shapes up to %” thick. NET weiGuTt—23 
All welded case. Cor- 
rosion-resisting and alloy-steel working 
Positive action in cither 
horizontal or vertical positions. 


Ibs. CONSTRUCTION 


parts ACTION 


Model G-118 

RATED CAPACITY—12,000 Ibs. for plates and 
shapes up to 14%” thick. NeT weiGut—40 
Ibs. CONSTRUCTION—AIl weided case. Cor- 
rosion-resisting and alloy-steel working 
parts. ACTION—-Positive action in either 
horizontal or vertical positions 


Write now for details on prices, product information. You'll 


be taking a forward step to greater sales, repeat business. 


VELOCITY POWER TOOL CO. 
201 N. Braddock Avenue, Pittsburgh 8, Pa. 


INDUSTRIAL DISTRIBUTION 


* MARCH, 1955 


plicr-type toggle clamps have been 
added to the makers line 

4 touch of the trigger is said to 
throw the jaws of the new clamps 
open. Known as Models 432, 454 
ind 486, the new clamps are recom- 
mended for use by metal, plastics and 
wood fabricators. and are said to be 
most effective for use in ramped con- 
lition 


Detro’t Stam Detroit 


Air Chucks 


All Bearing 
Surfaces Hardened 


cks, with hardened key 
standard feature, are now 
available for chucking machines 
All important bearing surfaces ar« 
hardened to increase wear and chuck 
life 
The new chuck in 10 and 
12-in diameters, wit! \ or thre 
jaws. 1zes 04 ll be avail 
ible soon 
Buck Tool | 
Michigan 


Kalamazoo. 


ompany, 





SELF-SERVICE CARD BAR 


A self-service greeting card unit is 
one company's latest employee rele 
tions idea, Factory Management and 
Maintenance, McGraw-Hill publica 
tion, says. A greeting card bar disploys 
samples for various occasions. Pur- 
chaser selects the one he wants, then 
gets it himself from the proper drawer, 
and drops his money in the coin box. A 
coin changer, stamp dispenser and 
moil box complete the setup. And 
nearby, the company posts a list of oil 
employees sick more than five days 
in each department 

















Manufacturers’ 
Activities 


Starts on page 12 





McGill Issues Bulletin 
on Follower Bearings 

McGill Mfg. Co., \ ilpara 0 
} 


has issued a bulletin descril 
sign and performance featu 
Camrol” cam follower roller | 
Publication itior 
t data, several of the manuf 


turing techniques in the firm’s plant 


contains, in addit 


produ 


PLASTIC PIPE 
\\ est Ul inge, N 


1 


Alpha Plastics, Inc 

J., has issued a cata 
1g describing and illustrating the ap 
plication and specifying of plastic pips 


Featured is a corrosion chart classify 
than 275 rated 
according to desirability of use with 


Alpha” no. 101 and no 103 piping 


COTTOSIVES 


ing mor 


PRANSMISSION—Vickers, Inc., De 
troit, has issued a bulletin (no. 47-40B 
describing the firm’s 3-hp. variable 
speed hydraulic transmission. It out 
tional advantages and de 
sign features, and presents a chart of 
output speed ranges for various input 
speeds 


line . Opel 


LIGHTING-Sylvania Electric Prod 
ucts, New York, has issued a booklet 
on office lighting. It covers such 
topics as layout and planning, mainte- 
nance, room finishes and color, quan 
tity of light, etc Photographs of 
modern lighting techniques are in 
cluded 


SOCKET SCREWS-—Socket Screw 
Div., Bristol Co., Waterbury, Conn.. 
has issued two bulletins outlining fea 
tures, manufacturing methods, applica 
tions of the firm’s line of socket screw 

Including tables of nominal sizes, basi 


Two new leaders in 


Only 12%" end 12" with handles 
-124— 








No. 123 onda 
No. 383 


the 


long line of Stanley Drilis 


Distributors who stock Stanley Electric 
Tools know the excellence and com- 
pleteness of this line of drills. And their 
customers know. Now Stanley intro- 
duces two more drills with important 
new features for use in industry. 

Try the new short drills for quick 





GOOD COMPANIONS 
Stanley high speed steel Hole Saws 
and “50-50” auger bit sets are natu- 
ral companions selling with the two 
new Stanley short drills. They go 
together. For complete informa- 
tion, write Stanley Electric Tools, 
483 Myrtle Street, New Britain, 
Conn. 











HARDWARE « TOOLS « 


ELECTRIC TOOLS * 


sales. These drills are particularly 
suited for the close area work so often 
faced by maintenance men. Electri- 
cians, plumbers, carpenters — all find 
themselves daily in tight corners where 
they need drill power packed in less- 
than-usual-length. These two new 
Stanleys measure 12%” and 12%2” with 
“D” handles attached .. . with handles 
removed (a quick, easy job) they're 
only 9%” and 9%”. 

Typically Stanley in design and 
material, both drills have full anti- 
friction ball and needle bearings and 
alloy steel gears. #123 drills up to %” 
in steel, 1%” in wood and turns 330 
r.p.m. with a full load. #383 drills %” 
in steel, 1%” in wood at 580 r.p.m. 
Both new light weight short drills have 
the easily wiped, high polish, Stanley 
finish. 


[ STANLEY ] 
Lhechrie Took 


A Division of The Stonley Works 








STEEL «© STEEL STRAPPING 
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dimensions, tolerances of American 
Standards for screw threads, as well as 


engineering data, the 20-page two-color 
Oz. SUPPLY YOUR bulletins (nos. 898, 899) are illustrated 
Yorest CUSTOMERS’ NEEDS FOR with photos and line drawings 


MACHINE TOOLS-—Jeffrey Mfg. 


hily wooD BORING TOOLS! Co., Columbus, O., has issued a cata- 
7 


LET 





log entitled “List of Machine Tool 
Facilities for Special Products.” The 
catalog lists the firm’s machine tools 
and other metal-fabricating, forming, 
treating, processing equipment avail- 
able for contract manufacturing 


rorest |HOLLOW MORTISING PROTECTIVE PAINT—Rust-Oleum 
ciTy CHISELS and BITS Corp., Evanston, Ill., has issued its 


1955 genera! catalog (no. 254) cover- 
ing its line of protective industrial 
coatings. Featuring color chips of the 
firm’s products, the publication in- 
cludes instruction for surface prepara- 
tion and application. Among new 
INCREASE OUTPUT AND REDUCE COSTS products desea’ are the “Restful 
Color Group” of finishes, oil field 
ALL Forest City Tools have: finishes, and the extra long-nap lamb’s 
wool rolier for coating wire fences 





@ SHARP CLEAN CUTTING EDGES 

@ WIDE DEEP FLUTES FOR BETTER CHIP CLEARANCE 
@ SPECIAL HEAT TREATMENT FOR LONGER LIFE 

@ PLENTY OF CLEARANCE FOR COOL FAST CUTTING 
Forest City Wood Boring Tools are Production 
Tools, specially designed for maximum per- 
formance under all conditions. For over 60 


years their top quality has been accepted as 


a standard by the woodworking industry. 





You, too, can buy them with full confidence 


in their ability to do the job well. 


. * 





% Throughout the country Industrial Supply Distributors Universal Gear Catalogs 


handle the complete Forest City line. In certain sections 8,000 Stock Gears 


Universal Gear Works, Detroit, has 
issued a 200-page catalog containing 
Wood Boring Tool Line which you can se// with confi- specifications and prices of over 8,000 

stock items including gears, sprockets, 
dence, write to-day tor further details. chains, splines, etc. Space ie de 
voted to the “1600 Series” Universal 
drilling units, dust collectors, coolant 


SEND FOR LATEST CATALOG systems, grinders, and other related 


items 


there are openings for additional distribution. Fora 


HOLLOW CHISELS AND BITS ° MACHINE BITS . PLUG CUTTERS 
MACHINE DRILLS * COUNTERSINKS © AUGER BITS * ROUTING TOOLS LUBRICATION ~— Alpha ( rp.. Stam 
‘ p OTT he) © 


r 
FOREST CITY BIT & TOOL COMPANY 


ford, Conn., has issued two “field re- 
ports (nos. 136, 138) covering tvpical 
particle sizes of molybdenum disulfide 
1220 KISHWAUKEE STREET + ROCKFORD, ILLINOIS products and the lubrication of office 


machinery parts and sub-assemblies 
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Report 136 shows friction parts the 
manufacturer coats with “Molykote” 
during assembly. Report 135 uses 
micro-photographs to show particle 
sizes of various Molykote grades. 


CUTTING TOOLS—Carboloy Dept. 
General Electric Co., Detroit, has is- 
sued a supplement to section 3 of its 
tool manual (GT 191) entitled “‘Selec- 
tion of Carboloy Grades and Suggested 
Speeds.” Publication presents data for 
determining efficient speeds for ma- 
chining steel, cast iron, and non-fer 
rous metals 

COMPRESSORS — Quincy Compres- 
sor Co., Quincy, IIl., has issued a folder 
no. 1000A) covering the firm’s com 
plete line of water-cooled air com 
pressors. Included: features, dimen- 
sions, specihcations 


FORGINGS-Scovill Mfg. Co., Forg 
ing Div., Waterbury, Conn., has issued 
a forgings catalog and engineers hand 
book. One section illustrates various 
non-ferrous forgings produced by firm 
Another details various forgings data, 
and a third covers machined forgings. 


HANDLING~—Raymond Corp 
Greene, N. Y., has issued a catalog 
illustrating and describing its complete 
of electric trucks. Featured are 
battery-powered rider-type trucks, a 
6,000-Ib. capacity portable loading 
dock, and high- and low-lift pailet 


: 
trucks 


line 


Houston, 
ind 


VALVES-—Grav Tool Co., 
has issued a combination manual 
catalog describing its line of “Craloc” 
universal pipe connections, unions, 
and bleeder valves. Book also contains 
application data and laboratory testing 
results 


MOTION PIX—United States Steel 
Corp., Pittsburgh, has issued the 14th 
edition of its catalog describing educa 
tional and entertainment industrial 
movies sponsored and distributed by 
the firm 


SLING CHAIN—Columbus McKin 
non Chain Corp., Buffalo, N. Y., has 
issued a “how-to-do-it” handbook on 
sling chains. In 32 pages, the book 
offers diagrams, charts, tables on stand 
of sling chain 
weights 


special styles 
Their sizes 
under many con 


ird and 
ttachments 
load limits 


1 
ire aiso given 


ELECTRIC MOTORS + 

Electric Co. has announced a major r 

ision in its marketing discount stru 

ture on polyphase induction motors in 

the 1-200 hp. rang Purchase d 
nts have been revised to low 


iverage of ¢ Book 


We do not compete with 
our distributors! 


Full Line AC Welders 
AC utility welders to 275 omps 
AC industrio! welders to 600 
omps. AC portable engine driven 
welders to 200 amps, ond AC 
inert gos welders to 600 omps 


Full Line DC Welders 
Five models selenium rectifier 
welders of 200, 300, 400 and 600 


omperes 


~~. line Oxy- 


Acetylene Equipment 
Three complete sets of torches 
ond occessory items for every 
gos welding and cutting 
need. Aero-jet, Stor-jet and 
Super-jet for welding of all 
metal thicknesses. Alsc, spe 
cial heating, soldering, cut 
ting, regulating and occes 
sory equipment 





Full Line of Elec- 
trodes and Gas Rods 
Here's the big oftermorket 
items for continuing soles 
ond profits. From its famous 
No. 130 Red Rod to its No 
15 Presto-Arc rod, Marquette 
offers the best ond most 
complete line including high 
tensile, hard surfacing, cost 
iron, special alloys and 
bronze rods. 


INSPECT OUR PRODUC 
We'll send 





@ Marquette welding equipment is so!'d /00 
per cent through distributors! This sales 
policy is only one reason why distributors 
find selling this ‘Profit-Builder’’ equipment 
sO rewarding 

We are now in the process of expanding 
our distributor organization with a new 
industrial sales division and are interested 
in talking to you. This expansion program 
opens up a clean and fresh opportunity for 
aggressive distributors to profitably sell our 
complete line of quality, trade accepted 
ouiien equipment 


HERE ARE ELEVEN 
CONSIDERATIONS YOU SHOULD CHECK 

1. A COMPLETE LINE. Includes complete 
lines of AC utility and industrial, DC ree 
tifier, AC gas driven and AC inert 
welders, as well as oxy-acetylene welding 
and cutting outfits. Also, a full line of elec- 
trodes, rods and welding accessories. 

2. OUTSTANDING SALES POLICY. Marquette 
never competes with distributors. Good re- 
lations are of prime importance to us as 
evidenced in our sales polley We sell 100% 
through distributors 

3. ATTRACTIVE DISCOUNT POLICY 
margin on Marquette products 
higher profits. 

4. IMMEDIATE AND GROWING MARKETS. 
Markets are found in every industry. Any 
plant, shop or factory where machinery is 
used — regardless of function or end product 

8 & prospect 

5. NATIONALLY ACCEPTED IN THE TRADE. 
Marquette, though young, has twenty vig 
orous, progressive years building and-selling 
quality welding equipment which is ac 
cepted everywhere 

6. EQUIPMENT FULLY GUARANTEED. A full 
one-year guarantee applies on all equip 
ment 

7. SALES AND TECHNICAL ASSISTANCE. 
Marquette places at your disposal, highly 
trained sales engineers to help in sales 
training, instruction and sales promotion 

8. DEPENDABLE MANUFACTURER. We lead 
the industry in many phases of product 
development and merchandising and we've 
grown successfully (since 1918) with a 
“heads-up” organization 

9. WAREHOUSE AND SERVICE FACILITIES. 
A network strategically located throughout 
the country. You get fast delivery, fast 
service, fast assistance 
10. REPEAT SALES ASSURED. Huge after 
market potential is available to you for 
sales of welding electrodes, rods, welding 
and cutting tips, and welding accessories 
A continuing profit source! 
11. NATIONAL ADVERTISING. National 
trade paper advertising uncovers prospects 
Vigorous sales promotion helps your sales 
men sell more. Informative,. hard-hittin 
and up-to-date catalog and promotiona 
material is furnished 


Gross 
assures 


IT CATALOG AND SALES POLIC? 


you our printed soles policy and our 


complete welding product catalog for your inspec 


—s 
—s 
Pome 


tion. You are invited to look over our complete offer 
Write to us today. 


When it comes to welding come to 


WELDING EQUIPMENT 


MARQUETTE 
307 € 


MANUFACTURING COMPANY, INC. 
pin Ave., Minneapolis 14, Mi ' 
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popular ratings of 


+-pole ri-Clad 55” induction motors 
nationally known and preferred, Fin the 1-5 hp. range have been re- 


move fast-are easier to sell ! Sd 


CUTTING TOOLS-—Lovejov Tool 


. Co., Springfield, Vt.. h sued 4 new j 
DARNELL | vce” It's easy to see 


CASTERS & WHEELS J isct: Chicago, has issued « new catalog 


mbing and u ing its line of 


Duro Mast 


bOTH« 








GEARS—W orthington Harri vee what CARBORUNDUM ts doing for 


"I ued yu! I " , 
n, N. J., ha ied a bulletin (no Distributors in '54. Just look at this 
1958] offering information on spe , 
e compelling, full-color “stopper 
neation, construction design, testing, . 6 PP 
mou applic ations of its double hel: 
il gears. Also included: data on lubri 


read the thought-provoking story. 


t rams, application charts 


mensions in inches Your customers, f00, 
SHELVING-Standard Pressed Stee! will find 


Co., Jenkintowr 1., has issued a fol 


bing its new 


ASU ROR LESS 


HOOK PRICES DOWN 
rT ( New R 


f 


eeeas they see this powerful mes- 


sage —and many others like it— 


in their favorite metal-working 


magazines throughout the year. 


COUPLINGS-—B;: 
. 9 } : | 
All types of rubber treads - soft, medium ; 
and hard for smooth operation on all 
kinds of floors. Featuring Neoprene rub- 


ber treads resistant to steam, water I b] OT. 18 i1uSstta Witl / 
oxidation, oils and waxes and unaffected pl nd line drawing t ur tO use 
by most chemicals - expertly compounded 

to Darnell standards in our own rubber PORTABLE TOOLS — Porter-Cable 

factor 7 “s pens 

—- Machine Co., Syracuse, N. Y., has is 


All Darnell Casters, whether steel or rub uc ‘ . . log (no. 101) describ 
ber tread, are available with various top ing 52 portable electric tools 

plates, stems and fittings for any type of ; oO 1 raftsmen. hobbv 
application. Or, Darnell engineers will ™ 
gledly design « special type caster for os 
your own individual equipment. Demand 


Darnell for Dependability eee gig Ameri pee & 
efining Co., Federated Metals Div.., -working tool to help you 
Write for Gree Darnell Manual New York, has issude a bulletin (no — ne he 
3) on Tenzaloy,” its aluminum 
casting alloy that ages at room tem 
DARNELL CORPORATION perature with mechanical properties abrasive products by 
LTO equivalent to those obtained bv heat 


treatment 


s, and farmers 








sell more quality abrasive products 


to customers and prospects 


UNIONS — Watson-Stillman Fittings 
Div., H. K. Porter Co., Roselle, N. J., 
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, by hand or machine. It slashes polishing and finishing costs 


1 folds easily to any desired in your shop For a free sam ple call 
sheets fit oscillating or your CARBORUNDUM Distributor or 
nachines. “SAND SCREEN salesman, or write The Carborundun 

best results when used Company, Niagara Falls, N.Y. In 

CARBORUNDUM §& FASTCUT anada inadian Carborundun 


. Asse bly. Try it—see how it on ny. Led.. Niagara Falls, One 


Through product quality and application “know-how” 


CARBORUNDUM 


RED TRADE MARE 


continually puts more (EETEEM in your abrasive FONET 














JEFFREY helps you 


sell all your markets 


in the accounts. They are backed by a broad line of 
ur men quality industrial equipment consistently 
to help strong national advertising clear, explicit 
catalogs forceful product displays useful 

sales promotion pieces convincing photo- 


s mana 
— graphs sales promotion consulting service 


Saies meetings 
‘n learn more Major Markets for Jeffrey Equipment — 


ing, Ordering, MANUFACTURING # FOOD © PROCESSING © FOUNDRY 


Relations e SANITATION @¢ COAL PREPARATION © POWER oe 

STEEL © CERAMICS @ PETROLEUM e FERTILIZER 

personal assistance e CONSTRUCTION * SUGAR ¢ CEMENT © CHEMICAL e@ 
important LUMBER ¢ STONE © PAPER 


ESTABLISHED '877 


NUFACTURING CO. 
Columbus 16, Ohio 


JEFFREY DISTRIBUTORS SELL— 
CHAIN © SPROCKETS © IDLERS © PULLOW BLOCKS © CAR PULLERS 
POWER SCOOPS © FEEDERS © PULLEYS @ CRUSHERS © TAKEUPS 


BUCKETS @ VALVES © SPIRALS @ CONVEYORS © ELEVATORS Y PLANTS 16 CANADA, ENGLAND SOUTH AFRICA 
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Here's why IMPERIAL DISTRIBUTORS 
ave TUBING CONNECTION HEADQUARTERS 


They offer a 
COMPLETE 
LINE OF 
TUBE 
FITTINGS 


A 
COMPLETE 
LINE OF 
TUBING 
TOOLS 


4 
COMPLETE 
DIRECT 
MAIL 
PROGRAM 


HI-DUTY FITTINGS 

COMPRESSION FITTINGS 

45° FLARE FITTINGS 

37° FLARE FITTINGS 

INVERTED FLARE 
FITTINGS 

FLEX FITTINGS 

ERMETO FITTINGS 

THREADED SLEEVE 
FITTINGS 

POLY-FLO FITTINGS 

HOSE AND ATTACHABLE 
FITTINGS 

BRASS PIPE FITTINGS 


TUBE CUTTERS 
SAWING VISES 


FLARING TOOLS 
37° & 45 


DOUBLE FLARING TOOLS 


37° & 45 
TUBE BENDERS 
REAMERS 
SWEDGING TOOLS 
PINCH-OFF TOOLS 
TEST PLUGS 


IMPERIAL helps pro 
mote sales in every 
way possible with at 
tractive appealing, 
direct mail, bulletins, 
folders, cards, etc., 
with name imprinted 
Also live leads from 
aggressive publicity 


and advertising 


IMPERIAL offers a 


comprehensive Tube 


Coupling Manual, a 
complete Tubing Tool 
Manual and the active 
cooperation of IMPE 
RIAL field engineers 
A Tube Working 
Handbook is available 
for general distribu 


tion, 


Only a few of IMPERIAL’S COMPLETE LINE are illustrated. Ask for Catalog 3500. 


Only ao few of IMPERIAL’S COMPLETE LINE 
ore shown here — Ask for Catalog 3011 


‘ise is 


(MPERIAL 
THBC WORKING TOOL 
MANDAL 
= 





Ask for Complete Information Today 


IMPERIAL 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 


THE IMPERIAL BRASS MANUFACTURING CO. 
511 Sevth Racine Avenue Chicago 7, tlineis 


In Canede: 334 Lowder Ave., Toronto, Ontarie 


Pioneers in Tube Fittings and Tube Working Tools 








“SECRET” IS THIS TAPER 
PLUS.. 


THIS WASHER! 


the NEW 


' SOCKET CAP SCREWS 


Now at last vou can use socket screws that 


Led 10K 


positive ly will not loosen under any vibration! 
The new BLUE DEVIL LED-LOK CAP screws are the answer to this 


proble m and the y re also air-, water- vas- and oil tight They re 
easy to use and require ho assembly changes Or modifications. 
Available in same sizes as standards. Better get the facts on LED-LOK 


CAP scREws right away! 


HOW LED-LOK SCREWS WORK 
Actva f oy photo 
STEP 1—LED-LOK Screw 
up to w usher 
svep 2—V usher has start 
extrude into cavity formed 
scTew taper 
SvTEP 3—Screw is seate: 
final position; washer 
cavity locking ir place nat 
ing tight seal 
STEP} © STEP 2 STEP 3 
WAAITE TODAY On ¥ 


for your a oa La 
and testing | wk. N 


ee a 


6500 AVONDALE AVENUE + CHICAGO 31, ILLINOIS 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


CKET SCREWS EXCLUSIVELY 
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has issued a bulletin (no. U-]) describ- 
ing the firm’s new forged steel unions 
lhe bulletin presents complete dimen 
sions in sizes from 4 to 2 in. in the 
3,000 Ib. class. Unions are recom 
mended for use in refineries, chemical 
plants, power plants, marine boiler pip 
ing, and other industrial processes. 


LIGHTS Westinghouse Electric 
Corp., Pittsburgh, has issued two cata 
logs—one on fluorescent luminaires and 
the other on incandescent lamps. The 
first summarizes salient features of 
each type of luminaire, and the other 
presents engineering data on physical, 
electrical, and operating characteristics 
of incandescent lamps. Catalogs are 
numbered B-5799-B and A-6442, re 


spectis ely 


Besly-Welles Repackages 
High-Speed and Carbon Taps 


Besly-Welles Corp., Beloit, Wisc., 
is now packaging its high-speed and 
carbon steel taps in 0-80 through *% 
in. sizes in a polyethylene plastic con- 
tainer the same size and shape as a 
“slip-together” cigarette box. Con- 
tainer is oil- and grease-resistant, and 
will not deteriorate with age or use. 
Filler of plastic material inside holds 
taps in position. Package is labelled 
for easy identification 


V-DRIVES Worthington Corp., 
Harrison, N. J., has issued a manual on 
multi-V drives. The 100-page publica 
tion presents methods for rating V 
belts. A table on drive selections con 
tains nearly every possible stock sheave 
combination and each belt column in 
the table section has its own series of 
arc and length correction factors 


SAFETY—General Scientific Equipt 
Co., Philadelphia, has issued a 130- 
page catalog covering the company’s 
line of respiratory devices, eye protec 
tion, hats, gloves, carboy pumps, drum 
pumps, and miscellaneous safety 
equipment 


VALVES—Republic Mfg. Co., Cleve 


land, has issued a 64-page catalog (no 





DRC Stock Roller Chain Coupling: Min. SA Coupling: Max. bore dic. with standard key- DSC Coupling Drive: Min. bore dia. %" 
bore dia. %" to 2%". Max. bore dia. woys 1%" te 6%". te 1". Max. bore dia. with standard key- 
with stendard keyways %" to 4%". ways %" te 3%". 


OA 
— y 


Morse Morfiex Coupling: Min. bore dia. Morfiex Redial Coupling: Min. bore dia. %”" to Morflex Junior Coupling: Min. plain bore 
%" to 1%". Max. bore dia. %4" to 3”. 2%". Max. bore dia. 1%" to 8". dia. Ya" to 4". Max. bore dia. %" te 1”. 











Meet flexible coupling needs— 
torque ratings 3 ft.-lbs. to 
17,300 ft.-lbs.—right from stock 


You are in a strong and profitable position when you which reach throughout the industry. Backed further by inform- 
ndle the complete line of Morse stock Flexible Couplings as ative and detailed catalogs, your customers will soon discover 
a Morse distributor why it pays to deal with Morse—the industry's number-one 


: seller of quality power transmission products, 
Morse Flexible Couplings, with their extensive range of from ! i 


3} to 17,300 torque foot-pound ratings, and a horsepower range Join the successful distribu- 
of from .06 to 320 at 100 rpm, give you a much better oppor- tors who are working with 
tunity of filling your customers’ orders quik kly and exactly. the Morse Chain Company. 
: Write us today for complete 
Yet. as a Morse distributor, you offer more than this. You offer 
, information. 
a complete line of power transmission products (see below), 


iding Roller Chain, Silent Chain, the corresponding sprockets 





MORSE CHAIN COMPANY 
for both. Hy-Vo Drive, Friction Clutch, driveshafts and cable chain. MECHAMICAL 

7601 Central Avenue POWER TRANSMISSION 
This line of Morse products is supported by advertising schedules DETROIT 10, MICHIGAN prooucts 


FOR 24 REASONS, MASTERS OF MECHANICAL POWER TRANSMISSION SINCE 1893 


SANSA CRA wae 


| 
EROURANCE SPRING (OCH § seus cum | 2 > wems0n {bows prc ] 


cmt | ° arracument |9 | seen SHLENT CHAIN wo |!" Te 
ROLLER 
ROLLER CHAINS 


Cham Chains CHAINS SPROCKETS ORrves 


CHAINS SPROCKETS SPROCKETS Deives 





BOVOFR VOR Ve 


1} rua — 115 woencr | 16 seer Sova comme] 20 ovens |<! ramon | 22 23 menue |/4 mat 


* ROLLER Quan -- Caan | wee 
| courumes | courimcs | need QGUTCHEs auiows CLUTOnes | h— autos ComTeats 


=ail 














COUPLINGS | 
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e Type"R”’ 654) showing e firm’s line of needle, 
Wri ht globe, plug, relief, and heck valves. 
0 g PULL-A-WAY Publication also illustrates and de 
1 ribes new items added to its line 
Construction details, dimensions, 
specications, « ng instructions are 
given 
WELDING-— Eutecti Iding Alloys 
Corp., Flushing as issued a 
folder entitles T rohts rom 
Welding” for | nd mtract weld 
ers. Folder describes h isc of firm s 
Eutec-Tin Wel her products 


wnent user 








14-foot single strand 1500-/b. pull 








Weigh less than 9 pounds ABRASIVES Colonia Abrasives 
Products Co., Conshocken, Pa., has 


AGood Shelf Item...A Fine “Door Opener” neoed Ge en its “Gdledowns 


Here are some of the fine features of WRiGHT Type ''R" Pull-A-Way: wheels, showing illustrations and ta 
Drop forged ductile aluminum alloy frame e Wire hoist bles 
cable of maximum strength and flexibility ¢ 8” minimum . . . ; — . 
handle movement —for p owl hook-ups e 2” drum hub for HANDLING EQUIPMENT — Phil 
cable e No oiling needed « Drop forged steel hooks e Re- 
movable, reversible “Safety Handle” that bends before 
any part of hoist is overloaded e Automatic load lowering, 
with positive control for safety e No slipping brakes e ranging fre extra-hea 
Low first cost e Simple, rugged repair parts easy to install t ttorized transfer cars to skid plat 
...factory service never required. for ntainers. Other equip 
Write ovr York, Pa., Office for Bulletin DH-163A for full story ment ired: side dumps. reversible 
ACCO ' P = railer CI aller nesting rings, 
(A Wright Hoist Division for Capaciti yperations are il 
AMERICAN CHAIN & CABLE Better lustrated and explain 
York, Pa. Chicago, Denver, Detroit, Los Angeles, New York, Values TUBING -— Superior ibe Co., Norris 
Phuladeipma, Pittsburgh, San Francisco, Bridgeport, Cona town. Pa has l \ bulletins 
one explaining “Titanium, New Mem 
ber of the Familv of Metals,” the other 


] , 
1 condensed mformation on 








lips Corp., Carnegie, Pa., has issued a 
brochure (no. EF lescribing its 


f materials handling equipment, 
duty trailers 





cic ind upp] ition 
STANDARDIZED | lvses of tul 
PRECIS/OM BUILT 


DRIVES SLINGS—MacW! 
Wisc., ha issu 


the firm’s 


t 46 prim 


H1Th¢ 
rope assempD 
ind tables 

rt 


r'RAPS—Armstror 
Three Rivers M 

etin describing 

lr ining water fr 
nes Phy 


n fo 


poun | 


trar 
Taps 
i 


FLOOR COMPOUNDS — Stonhard 
Co., Philadelphia, has issued a pam 
phlet on its “Stonpach 1 compound 


for renewing old flo 


— 


A COMPLETE LINE THAT BUILDS S-A-L-F-S 


OR intelligent cooperetion helps you sell let ws supply details os to soles represente- " 

this complete line of precision-built, oc tion New York. | 
curctely-designed Pulleys. For 36 years we . . 1 } 
heve been moking CENTRAL Products and for * V-Grooved Pulleys + Variable Pitch Pulleys Spring Lok . . mome ti 
36 yeors they have enjoyed nation-wide popu * Bronze Beoring Pillow Blocks * Bronze engineering principl the item 


WASHERS-—Spring Washer Institut« 
as 1 aa I hure tit] d 
} +} 


lerity with belt monufocturers. Your customers Bearing Mandrels . Flexible Couplings . . 

will tind quelity, service, ond the right type * Round Belt Pulleys * Vv" Step Cone Standards 

of pulley ter every F. H. P. need in our line Pulleys * Crown Foce V-Grooved Combinestion : » dot a 
of V-Grooved Pulleys. Our cotaleg gives focts Pulleys * Shoft Collers + ire among Gata m 


CENTRAL DIE CASTING AND MANUFACTURING CO. , BENCHES-—Tolerton Alliance, 


specihcations 





2935 West 47th St., Chicago 32, Ill. O., has issued a leafict describing char 


ted maple 
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bench tops. Pictures, graphs 
drawings explain advantages 


firm's “Precision ” uilt” tops 


SHOP EQUIPMENT-Stec! 
Mfg. Co., Steubenville, O., ha 
two catal ”S, One covering th 
line of “Steel-Pride” locker 
iets, and the ther its line sh 
PRESS BRAKES—O Nei 
Co., Lake City, Minn 
folder describing its 
I ind p rated pres 

| ght tons of pr 

lover ror curl 


ng, hemming 


ADHESIVES—\Min: 
Mfg. Co Adhesive 
Din Detr f | ; ssuc 


WASHERS — Mello 


$s now ma hin 
f lock wash I 


n 


HOLDERS-— Mag 
h Id r 


ind a 


WELDING COMPOUND —G. \ 
le 


Smith & Sons, Dayton, O 
d label ts “Protect-O-Met 


CHUCKS — 
Woonsocket 


$12 


PIPE 
Ch 
$42 
th 
Ens 





on Stub Screw 
Machine Reamers 


in any specific size 
from .060” thru 1” 


Here's another reason why your cards should read 
L&l in '55 — 24 hour delivery on Stub Screw Machine 
Reamers from .060” thru 1” — the quality and delivery 
your customers want and need! This offer applies to 
the first two dozen in each order of a given size reamer. 
Now take a look at the L&l deal — the most complete 
reamer line, broader range of standard sizes, price and 
delivery second to none, and the most complete dis- 
tributor sales story. Get full details — write for the L&l 
story today, and stop gambling with less than the best 
in reamers. 


TELE 
ty 


Se 


“the reamer specialists’ 


LAVALLEE & IDE, INC. 
Chicopee, Mass. 
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when you handle the complete line of Salesmen’s Selling— 


| . 
Customers’ Buying 
Starts on page 54 
tremely quality conscious about the 
products their firms are producing and, 


usually, about the products they buy 


Ho “ tl want to g ; tl » sal S 
YOU CAN TAP ADDITIONAL MARKETS flows ire ver tt he co 
fronted with price competition with 





yut saying anything about quality 
And, they usually succeed 

Hence, the industrial supply and 
equipment salesman, more than ever, 
should be mindful of the advantages 
ind quality of good merchandise and, 
ibove all, of the service he can render 
1 buyer in helping him to select the 
proper product for his particular use 
But what happens? The salesman calls 
on a customer or prospect to sell prod 
ucts in large quantities, or they may 
be expensive products. The first thing 
the customer asks is price, without 
going into any details as to what he 
expects to get, or what he wants to 
use the product or products for. The 
salesman jumps at the opportunity to 
give him a price, if for no other reason 
than to find out how he compares 
with the other fellow 


the most COMPLETE line of Pere 
the RIGHT belting for ANY job! If, in this case, the lesman would 


mly stop to think before quoting a 
The many belting needs that come within the wide range of the price, he wouldn't ju or the bait 
Globe belting line will help stimulate your sales . . . provide a He would, instead, ask ustomer 
more complete service for customers . . . increase your profits. for what purpose the product or prod 
The long lasting qualities, dependability and economy of service ucts will a. used vh it quality he 
make Globe a really profitable line for the distributor. hoped to get. Perfectly natural 


SOLID WOVEN WHITE COTTON BELTING tions in a situation like is. My 
STITCHED CANVAS BELTING | experience is that the buyer would 
PLASTIC AND CELLULOSE COATED immediately tell him that he expected 

SuTNS the highest quality of material capabk 


the GLOBE line includes ay -*paaaee a Se ae of doing such and such a job and eco 


KANRY-TEX BELTING nomically. Now, the salesman has a 
WHITE, BLACK OR BROWN NEOPRENE | lever to pry open a sales opportunity 

RUBBER BELTING Here's where his wit me into play 
WEBBINGS by taking the initiat n discussing 


YOUR FINEST PROSPECTS INCLUDE the advantages of his product, its use 

Flour Mills Textile Mills Woodworking Shops fulne <7 its au ality ts performance 

pumariee Groin Elevators Printing Plants / Sa - ; : Seta: P 

Canneries Biscuit and Cracker Plonts etc And he may ask for the order 

Cereal Mills High Speed Too! Shops 

food Handling Machinery Manufacturers of Packaging Automotive and Aviation just to prove that what he 
Manvfacturers Machinery Industries j 


Candy Manufocturers 
savs about 


it 1s sO 
I recently called on a plant with a 
Write for details — DEPT. D | salesman, and the first thing the p.a 
asked was about the price of some 
conveyor chain. Th ilesman asked 
ING C0.) INC. what kind of chain and | chimed in 
FA 6 NEW YOR | with the question of what was the 
chain to be used for under what con 


oy KNOWN FOR QUALITY THE WORLD OVER | ditions, wet or dry, abrasive or dust 


GLOBE WOVEN BELT 


$00 CLINTON STREET UF 


vtyvyY Ls 





ae 
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We sell “performance” backed by 
know-how and 64 years of spe- 
cialized experience—that’s what 
counts with the customer. Sales- 
men are armed with a collection 
of illustrated and documented 
case histories that prove conclu- 
sively how Faultless Casters are 
making a notable contribution to 
better materials handling. They 
can show which Faultless Caster, 
and what kind of wheel will 
deliver more loads quicker and 
cheaper. That’s the Faultless way 
to boost your caster sales, cus- 
tomer after customer. 

It’s part of the Faultless Selec- 
tive Distributor Plan that enables 
your salesmen to recommend the 
Faultless Caster Series, size and 
type wheel best for each specific 
materials handling job. 


4 Pages of ‘‘FACTS’’ 
for you every month 


j ~~ an 
”. == 
pet en | 
<< 


CP ince 


Each month the solution to a real 
materials handling problem is fully 
presented in a handy size folder. 
Free copies are sent to every impor- 
tant industrial concern in your terri- 
tory. It is a valuable sales tool for 
hundreds of distributors’ salesmen. 
It's part of the Faultless Selective 
Sales Plan. 


LIGGETT & MYERS, OURHAM, N.C. PLANT MAINTAINS 
PEAK PRODUCTION WITH CASTERED SUPPLY LINES 


FAULTLESS 
100 SERIES 
CASTERS 


Special king pin construction eliminates all 
possibility of breakage at this vital point 
The horn is made of heavy gauge steel, 
property formed and contains about 50% 
more metal than the ord’nary caster. Avail- 
able in a full range of wheel sizes in 
Semi-Steel, Ruberex, Rockite, Plaskite, Vul- 
canized, Rubber Tired, and Drawn Steel 
Threod gvords are available in the major- 
ity of sizes 


Each month the solution to a real 
materials handling problem is 
fully presented in a free, handy 
size folder. To get the complete 
story on the Liggett & yers 
caster application mentioned 
above, write for your copy. 
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The production of millions 
of cigarettes every eight 
hours at the Durham plant 
of Liggett & Myers Tobacco 
Company depends to a 
large extent on material 
movement of the highest 
efficiency. 

One very important oper- 
ation in the manufacture of 
cigarettes at Liggett & 
Myers is the transfer of 
tobacco between a con- 
veyor at the central tobacco 
truck loading depot and the 
hundreds of cigarette mak- 
ing machines in the man- 
ufacturing area. 


Box trucks equipped with four 
Faultless 100 Series Truck Cast- 
ers, designed especially for the 
tobacco industry, are used exclu- 
sively in this operation. These 
highly maneuverable tobacco 
trucks have 4” diameter, plain 
bearing, semi-steel wheels. These 
low-operating-cost Faultless 
casters assure a constant supply 
of bulk materials to hundreds of 
Cigarette making machines. 





a 
Pa 


From Floor to Ceilim 


DIETZ TUBULAR | 
ANTERN | ney 
~yncnpeerste Completely Adjustable 


RED says DANGER 
DIETZ LANTERNS say 
STOP. Light as needed, 
bright, or controlled 
without diminishment 
or failure till the last 
drop of kerosene. Rug 
ged quality, economical 
performance. Backed by 
the oldest and largest 
manufacturer of porta- fy et » . mav have 


ble ligh 
ble light mind, but 


thinking 
; 


DIETZ-EMBURY ip the phone and called the man in 
“TRAFFIC -GARD”’ ; harge th epartt it juisition 

SAFETY J Ins a n - ne u sages Fe 
LANTERN j . , plicatior le my pipe 


Magnified beam” seen ; I r to ¢ i mple of a new 


tip base 


for great distances —_ chain vu had with us. and x Zs 

burns 100 hours on a : ' ld ' ae 

pint of kerosene. Non slike . - he job just i 
is well nd ft plant man 


DIETZ 
ar SS > > : 
SAFETY Cocag rane te agin geet | 
LANTERN = | had a surprise for hin at we | HANGING RACKS 


A miniature beacon 
with the new “Pencil 


we — it that it w ld ad +} 
Beam" visible from b equally as well os 
any direction close by ole + , n iT t NARROW SHELVES 
or at long distances ‘ ; es ‘ -— ae , 
Rugged. inexpensive i | nt , 
longest-burning, over non t ity 1d e § eed 
100 hours ' ne hagg ver price at the 


salesman 


DIETZ 7 vasn't the only one to benefit fom | WIDE SHELVES: 
HIGHWAY =) Aw. a procedure; the customer got — 
TORGGES fal Sh | is mech ccdins 0c ick, whee ' $ 


Complete line of ike Id f : their sales i ‘ ‘ 
bomb and flat ‘3 age ae oe Write 3 


base ows aie rsa pay sas , 

DIETZ Blue m. They should follow uj WALTER HAERTEL 
threaded collar | rorm ! ik t rood 

burner models nerforma . sll erevet COMPANY 

and DIETZ + ‘ : -] 2842 Fourth Ave. So 
EMBURY Red Cam : ; ‘aia Minneapélis 8, Minn 

lock burner models. Made to give faultless serv- 
ice under most severe conditions 


Send for Descriptive Folders 


R.E. DIETZ COMPANY 


SF syracuse 1, 6. Y. Malka 


176 INDUSTRIAL DISTRIBUTION © MARCH, 1955 





come on 
and take a good look 
at this 
TIGER BRAND WIRE ROPE 


Note the size of wires—large enough to provide plenty of re- 
sistance to abrasion yet not so large as to cause a stiff, un- 
wieldy rope. Note the full, firm fiber core—it provides the 
support necessary for resistance to distortion of rope struc- 
ture. Note the internal and external lubrication—it helps to 
prevent corrosion and wear. 

These construction features were specially selected for this 
rope to suit it to rugged hoisting jobs in the construction 
and mining industries, in factories and mills, in logging 
operations, and aboard ship. For specific recommendations 
on the use of this and scores of other carefully designed Tiger 
Brand Ropes, write for a copy of our free booklet, “The Right 
Rope for the Job.” You will find that there is a good Tiger 
Brand Rope for every wire rope job. Write for your copy 
today. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 


Excelliy Pofprmed 
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when possible, get a customer to tell 
vocally of his approval of results 


his approval is important. It may 
be better production, greater efhi- 
ciency, lower maintenance cost. Don’t 
take it for granted or get tacit ap- 
proval, get vocally expressed satisfac 


tion. By getting a customer to tell 
you how pleased ve is with the per 
formance of a product he bought from 
you, he impresses on his own mind 
indelibly the value of your products 
and the merit of your service. When 
it comes to repeat business, you have 


oe 

Zé TAYLOR MapE a head start 

4) : The Buyers’ Market 
hotw As I said before, customers have 


waited long for these days after beg 
ging for stuff at any price for a long 
time. Today, they want their stuff 
yesterday. In a much shorter time 
than it took salesmen to forget how 
to sell, customers have forgotten how 
to anticipate their requirements. Many 
of them are buying from hand to 
mouth items of which they should 
have at least a couple of weeks supply 


While this creates no problem in 


our own key lines in which we stock 


heavily, it does among the miscellane 
ous lines where seasonal requirements 
are involved. All our salesmen know 


their customers’ major seasonal r 
quirements pretty ll but, again, it 


is the miscellaneous that causes th« 
trouble. Our salesmen remind custom 
ers that they bought so much of such 
and such items the previous years, but 


purchasers are concentrating on main 
+ 


A Complete Line of Welded, Weldless and Stamped Chain — requirements exclusively, it seems 
Alley Steel Chain, Oil Field Specialties, TM V-Bar Tire Chains! Io overcome this inertia on the 


Distributors’ salesmen all over the country call Taylor Made Chain a part of buyers, we try » antacspate 
“Diamond in the Rough"! On their toes—these men know the extensive 
use of all grades of chain in every industry. Instead of regarding chain late customer thinking a 
as an item they carry should the customer ask for it, they sell it at every frequent promotion ul activity This 
opportunity. It's easy to sell because Taylor Made Chain is advertised means close liaison work with the ad 
in all the leading trade journals. Taylor Made is a highly respected name 
too, because the same people have been manufacturing this famous top 
quality chain for over eighty-one years. The result, of course, is that these 
mea are drawing sizeable new commissions and the distributors are our sales experience as reflected 

chalking up substantial new profits. Hop on the band- — salecmen’e "9% 

wagon Sioee selling Taylor Made hain now! sales records and 7 “ye onee* 


~ tions, 2nd we have had some excel 
4 5S. G. TAYLOR CHAIN COMPANY, Genera! Offices and Pient, lent results | or nstance we find 


every seasonal requirement and stimu 


bout them by 


vertising or sales promotion depart 
ment. We prepare mailings, based on 


by 


oN 
~~ Hemmend, ind.; Eastern Sel Office and Plent, Pitts h, Pa. . 
a my eo pea ————e that stock lists of what is availablk 
' a Send coupon for FREE CATALOG! currently, are good promotion at this 
time. Our objective is to find a mid 


SOCCER HHH REE E HEH HEE EES dle ground in which our customer tries 


5. G. Taylor Chain Co 
Dept G, Hammond, indienc 


ating y y requirements so li 
nn hen Gaebiietieiatiin Cones pating coming req nents so that 
focts and specifications on Taylor Mode Che we can both benefit 


A GREAT NAME IN But, a customer ustomer and 


Nome 
individualism reigns. They are in the 
SINCE 1873 7 saddle now, and it is up to us to seek 


a way of working together 


to cooperate with salesmen in antici 
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All right, we'll skip the arguments about which of 
these two cap screws is the best ... though we can 
prove that one is better because of the Kaufman 
double-extrusion Process and many other factors. 


The BIG DIFFERENCE, if you ask long-time Clecap 
distributors, is the Clecap organization that cheer- 
fully “breaks its neck” to get you what you want 
exactly when you want it. An astonishing record 
over the years! 


Why not enjoy the comfortable worryless feeling a 
lot of wholesalers get by standardizing on Cleveland 
Fasteners? ... and put the cap screw problems of 
your customers up to Clecap? 


The Cleveland Cap Screw Co. 


2931 EAST 79TH STREET *« CLEVELAND 4, OHIO 
VUlcan 3-3700 TWX CV42 


WAREHOUSES: CHICAGO + PHILADELPHIA + NEW YORK 
PROVIDENCE + LOS ANGELES 


NOUBLE 
Originators of the Kaufman (iE! process 
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From Richmond, Va., are these two couples, Mr. and Mrs. All smiles is this trio: Mr. and Mrs. Ward Bryson (Car- 
Lloyd Mize, Industrial Supply Corp., and Mr. and Mrs borundum Co.) and Rufus K. Allison, Industrial Hardware 
Hunter Wagener, James McGraw, Inc & Supply Co., Charlotte, N. ¢ 


430 Attend Southern Meeting 





Twosomes 
Discuss 


Business 


Randall Steward, Mill & Mine Supply, Wilson Tyler (Stockham Valves) and 
No. Little Rock, and J. B. Clark, Jr., W. C. Wallis. Southern Supply Co 
Hollis & Co., Houston Jackson, Tenn 





J. R. Kelley (Manning, Maxwell & William Wahl, Farquhar Machinery, William McClelland (Winter Bros. 
Moore) and Charles T. Jordan (Charles Jacksonville, and Art Gould (Oster Co.) and William Cashman, Henry 
Parker Co Mig.) Walke Co., Charlotte 
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ADVERTISEMENT—MARCH, 1955 


Linco/n 


LUBRICANT 


APPLICATION News 





Modern Controlled Lubricant Application Systems For Modern Machines 





LINCOLN ANNOUNCES NEW POWER-DRIVE 
CENTRALIZED SYSTEMS AT PLANT MAINTENANCE SHOW 





New Systems Solve Problem of Automatic 
Power Lubrication for Individual Machines 


Automatically lubricating individual 
machines at a frequency dictated by 
their speed of operation has been a 
critical lubricant application problem 
for years. Now, Distributors have that 
long-sought-for answer in the new Lin- 
coln Power-Drive Systems. These air- 
operated systems offer the ultimate in 
flexibility, and positive power lubricant 
application. Pre-determined, measured 
quantities of lubricant are supplied to 
each individual bearing. Systems may 
be automatically controlled by mechan 


ical motion of the machine, by an 


adjustable electric time switch, or man- 
ually controlled, if desired. 


To make these Systems absolutely fool- 
proof, a safety device has been incor- 
porated. It automatically shuts off the 
machine being lubricated if air supply 
pump should fail, 
lubricant reservoir is empty, or lubri- 


to the lubricant 


cant supply line is damaged. Here, also, 
is the answer to lubricant application 
of machines in automated production 
lines. Now, machine units can be moved 
to different positions in the line without 
disturbing the lubrication system. For 
complete details write for Builetin 806. 





COMPLETE LINE OF 
REVOLUTIONARY SYSTEMS 
FOR POWER APPLICATION 
OF MATERIALS AND FLUIDS 


Lincoln Distributors are now in the 
enviable position of having an exclusive 
on the answer to Controlled Power 
Application of Materials ranging from 
corrosion preventives to the heaviest 
adhesives and mastics. 


Lincoln's New Catalog No. 41 presente 
this completely revolutionary line of 
BALANCED-POWER PUMPS in 
combination with the patented Lincoln 
Automati 
Packaged systems are available for 


Pressure Flo Equalizer 
Pole, Spray and Flo-Gun applications 
together with all components and 
accessories for easy assembly of 


custom-designed systems 


NEW LINCOLN MEASURING 
VALVES WITH CAPACITIES 
TO MEET ALL REQUIREMENTS 


To augment Lincoln's line of Measuring 
Valve Systems for injecting metered 
quantities of lubricant to components 
and completed products on assembly 
lines, hydraulic measuring valves of any 
capacity are now available. For com- 
plete details write Industrial Division, 
Lincoln Engineering Company, 5739 
Natural Bridge Ave., St. Louis 20, Mo 





LINCOLN ENGINEERING COMPANY . 5:1. Lovis 20, Missouri 


Write for complete details on how you can become an authorized Lincoln Distributor. 
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430 Attend Southern Meeting (Cont’d.) 


Greetings are being exchanged by this foursome: (left to 
right) Henry Long and H. W. Rand of American Suppl; 
Alexandria, La.. H. C. Hurtt (Cleveland Twist Drill 
Bob Hovet (Safety Socket Screw 


each other. Here are Mr. and Mrs 
dorff, Nelms & Co., Houston (center 
and Francis J 


and 


lalking things over are Mr. and Mrs. Ashley De Witt, Briggs- 
Weaver Machinery ( Dallas, and Carl B 
Ready Tool Co 


Mrs 


Turner) 


Christensen ire Elmer H. Grantvedt and Larry 


PARTNERS distribution wv t product 


t on which ’ t g Vor tt 


nder the 4 LOOK AHEAD 


ok Hle's vi ' dent of 1 ribed I 
Ni : Nitgs Indianap 


unk M. Cruger, Ih pl " 
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Russell 


At the opening party distributors and manutacturers greeted 
lom Nelms 
with George 
Kinsella (Standard Pressed Stee! 


W essen 


\. Gade 


Drinking a toast at the meeting’s opening cocktail party 


Walker 












































Ab ab 
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DIXON Preducls 
in Special dels 


Nearly all couplings, nipples, menders, clamps and 
special fittings in the DIXON Quality Line ore 
available in stainless steel, aluminum, bronze, 
mone! metal, nickel-molybdenum-iron and other 
alloys, to meet every anti-corrosion, anti-abrasion 
need 

Extensive users of such fittings are the Chemical, 
Food Processing, Dairy, Petroleum, Mining and 
Agricultural Industries. They are also in demand 
for many Marine installations, and in sandblasting, 
grouting and where hose is used to conduct sand, 
gravel and other abrasive moterials. 

Illustrated at the right, and briefly described 
below, are some of the more widely-used Dixon 
fittings available in these special-purpose metals. 


"BOSS" COUPLINGS. Ground-Joint (Washerless) Fe- 
male, Style X-34; Washer Type Female, Style W-16; 
Male, Style MX-16. For high or low pressure hose 
handling steam, air, gases and all fluids. Designed and 
made to provide moximum strength, durability, and sofety 


"DIXON" STAINLESS STEEL SHANK COUPLING. 
An excellent, general-purpose fitting for the Chemical, 
Food Processing, Dairy and other industries requiring o 
stainless steel hose coupling for use under normal working 
pressures. Deeply corrugated shonks ore of sufficient 
length to accommodate two clamps 


"KING" COMBINATION NIPPLE. More convenient and 
economical thon standord |. P. nipples, because it is made 
to fit straight-end hose. Smooth interior assures full- 
copacity flow 


“KING” SHANK COUPLING. The idea! coupling for 
suction and other water hose connections. Clean, well- 
defined corrugations assure extra holding power 


“AIR KING" COUPLING. A strong, durable, quick-acting 
coupling designed primarily for air hose, but serving 
equally well for water, oil and general spray work 


"NO. 2500" SPRAY HOSE COUPLING. Designed for 
all types of high-pressure spraying. Two bolts, anchored 
to flanges on stem, provide tremendous gripping power 


Other fittings available in specico! metals, but not illus- 
trated, include “No. 1000" SPRAY HOSE COUPLING for 
portable spray units; “KING” SINGLE and DOUBLE BOLT 
CLAMPS; ond various Nipples and Menders. SEE Catalog 
250 for details 


ay s' ie 


’ 
Le 


TO HELP YOU in selling more Dixon products, 
@ consistent advertising schedule is main- - 
tained in leading industriol trade papers, DIXON YY, é Coupling Cb. 


directories, etc. Also, envelope stuffers and 


other direct mcil material, covering most items 


in the line, ore ovoilable with your imprint. 


BIRMINGHAM .« a. eae: » HO 
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GENERAL OFFICES & FACTORY PHILADELPHIA 22, PA. & 





STER ges 
are Facts 


USE THEM TODAY FOR VISE ORDERS 
il (On Trove GRIP ») 


(Cun Wanores | LIKE AGRIZZLY) § 
STAY PUT. 4 $f, ! 


Our TOOL STEEL LOOK aT OUR. 
TANS COVER THE SOLID STEEL 
ENTIRE TOP OF Ban Suice 

THE VISE ari ARE) | STRENGTHENER | 
| RENEWABLE | ley ' 
a 


| ovr Own \ 
| CASTINGS o 


Mectnkte ©,° Top frit Jor = The Seles Policy is 
Woodworkers @ Utility 100% through Distributors 
THE CHARLES PARKER CO. MERIDEN, CONN. 


PARKER VISES 


America's First Vise Maker 








The SOLUTION to Your Customers’ 


MAINTENANCE PROBLEMS - 


EARITAG 


INDUSTRIAL 


BRUSHES xo BROOMS 


Your customers number maintenance men in the 
following profitable markets . . . Aviation, Metal 
Working, Packing, and Power Plants—Paper and 
Textile Mills,—Mines, Dairies, Hotels, Schools 
Garages, Railroads, Airports, Warehouses, Public 
Buildings, etc. You can help them solve their 
maintenance problems with the proper CAPITAL 
Industrial Brush or Broom. 


@ We urge users to buy thru their local distributor. 


INDIANAPOLIS 


BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH and BROOM STS. Fst. 1890 INDIANAPOLIS 7, IND. 
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D-A-T-E+§ 
TO REMEMBER 





Feb. 28-March 1—Regional Meeting, 
National Industrial Distributors As- 
sociation and American Supply & 
Machinery Manufacturers Associa 
tion, Warwick Hotel, Philadelphia. 

March 14-18—-Western Industrial Ex 
position, American Society of Tool 
Engineers, Shrine Auditorium and 
Exposition Hall, Los Angeles. 

Mar. 28-April 1—Western Metal Ex- 
position, American Society for 
Metals, Pan-Pacific Auditorium, Los 
Angeles 

April 18-20—Annual Triple Industria! 
Supply Convention, Cleveland. 

June 19-23—36th Annual Interna 
tional Cost Conference, National 
Association of Cost Accountants, 
Waldorf-Astoria Hotel, New York 
City 


1956 


May 20-23—Triple Industrial Supply 
Convention, Atlantic City 

Dec. 7-8—Executive Booth Confer- 
ence, Automotive Service Industries, 
Navy Pier, Chicago 





NEW LINES 
taken on by 
DISTRIBUTORS 





Grayson-List & Co., Secaucus, N. J., 
has been appointed distributor for 
Hallowell shop or ge of Stand 
ird Pressed Steel Cx 


Dixie Mill Supply Co., New Orleans, 
has been named distributor for The 
American Tool Works 


Geor; ge |. Fix Co., Dallas, Texas, has 
been appointed distributor for War 
t Electric Brake & Clutch Co. 


Precision Supply © Machine Co., 
East Paterson, N. J., has been 
named distributor for Carborundum 

C 

Dixie Mill Supply Co., New Orleans, 
has been appointed distributor for 
the followine « ympanies 

® The American Too! Works 
e Armstrong-Bluin Mfg Co. 





How RB&W gives distributors 
inside track to fastener profits 


Four good reasons to stock...and sell... RBaW 


i 

FIRST IN ADVERTISING AGAIN with the industry's hardest-work- 
ing campaign, RB&W ads sell the name, the product features, 
and the breadth of the line you handle. Campaigns in 14 bus- 
iness publications, including FORTUNE, MILL & FACTORY, 
MACHINE DESIGN, APPLIANCE MANUFACTURER and 
many others, blanket your market and steer prospects to you. 


EASIEST CATALOG TO USE is RB&W’s illustrated catalog, double- 
tabbed for instant reference. Jam-packed with all types, sizes, 
weights, construction features — the facts on RB&W bolts, nuts, 
cap and set screws, silicon bronze, screw products and rivets. 
Heavy, flexible cover protects this hard-working sales aid. Yours 
for the asking. : 


INDUSTRY'S BROADEST LINE of high quality bolts and nuts 
includes cap screws, finished nuts, rivets, machine, carriage and 
lag bolts. Allows you to meet all customer requirements easily 
and exactly. RB&W's cold-forming of heads and threads, heat 
treating and complete quality control provide uniformity, accu- 
racy and holding power — insuring customer satisfaction. 


“A 


NEW, STRONGER PACKAGES of rigid kraft-board (larger sizes are 
corrugated) cut spillage, breakage. Upside-down box (another 
RB&W first) and oversized labels speed handling. Stock handling 
gets an assist, too, now that RB&W furnishes cap screws in 
standard case quantities. Russell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N.Y. 43 


ae RUSSELL, BURDSALL & WARD 


109 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


LOS ANGELES, CALIF. Additional sales offices af: ARDMORE (PHILA.), PA.; 
PITTSBURGH; DETROIT; CHICAGO; DALLAS; SAN FRANCISCO. Soles agents af: SEATTLE. Distributors from coast to coast 


Plants ot: PORT CHESTER, N.Y, CORAOPOLIS, PA. ROCK FALLS, ILL. 
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BROWNING oo 
POLY-V* DRIVE | 1930 FILES 1945 











} PPLE EE oes 


25 YEARS AGO 


_ : : ‘i y | t the I ican Asso 
: itio inde Proctor, of 

: Madde zm, wan puget al 

, ws ndustry Merchandising Plan” to 
Serroree © nted to the forthcoming 


al ee UeEee, a , Memph s Convention. Out of this 
J ' was to grow the famous Joint Mer 
} E> » s chandising Committee of the three 

; . issociations, which undertook to 
sell the industry to itself and to 


the public over the next five years. 


Selective selling n e news 
more and mor listributors coun 
tered increasing ig com 
petition \ I ron Stores, 

Milwaukee I I rrmMe\ Co.. 

i i Richmond i sarrett-Christic 

Here is the greatest advance in power 
transmission since introduction of the V-belt! 

Poly-V drive consists of rows of parallel 

V-belts molded as a single unit, running on 

matching sheaves. Poly-V saves space, in- 

creases capacity and efficiency of machines, 
eliminates belt matching problems and in- 
creases life of both sheaves and belts. Two 
cross sections serve all needs. 

Actual tests in many types of power 
equipment prove Poly-V's superiority. Learn ‘ 

how this remarkable new drive can help you. a SINE CISHIDUCOTS 11 e Mid 

Ask your Browning distributor or write us for 
Bulletin 2098. 


* Roybestos Manhottan, Inc registered trode mark for its patented 
Poly. V Drive 


imong the 
ling policies 


leading 


por d 


uld be 


Duluth, 
POLY-V COMBINES THE ADVANTAGES OF V-BELTS a sa 


WITH THE SIMPLICITY OF FLAT BELTS man operation, now had eight sales 


men CoV 
 AAAAAAAAAA = eae, 


baa eeeeead 
ww . opened ne I n Oakland 
www WwW MH 


’ 
Cortinvous strength mem Poly-V delivers same Poly-V provides for launched a 
ber of Poly.V equolizes horsepower as V-belt os greater contoct crea of 
loed across belt and sembly, in “% to VY less belt with sheove, delivers outher Tk try on the 
sheave, gives greater spoce. Lessens drive a to '2 more horsepower i on f the n rial distribu- 
strength, flexibility and weight shaft overhang thon V-belt assemblies in , R = 
some spoce. ideal for re 





based on 


horsepower capacity Ends and bearing load 

all matching problems lengthens equipment life placing overloaded drives, 
‘iv ; . ; } ] 

or delivering more power | na f ire! much like 

in limited space 





natural 
tomers 
mn most 
G. Rud 
\ Supply 
irtx le on 
ifions 
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(Cont'd) 


Years Ago 


You can sell more tools 





on every call...when 
you sell Williams | 


“SUPERSOCKETS”, for Every Nut Turning Problem 

8, | 3/4, 1 square drives Openings from 
8”. Engineered flexibility permits 
nbinations of sockets, handles and 


ries 


INDUSTRIAL SOCKETS for all types of power and 
TEN YEARS AGO Impact Wrenches. 1/4, 3/8, 1/2, 5/8, 3/4, 1 am 
| tenant John Vi ’ square drives. Single and double hexagon and 

Howard William 1/2". Over 550 


upply ¢ : nd. w = 
Ar on I “SUPERRECTOR” Reversible Ratchet Handles and 


m 
Sockets. 24, 36 and 48” length handles Square sockets 


openings from 3/16 to 
kets und accessories 


4 


| 


Hexagon sockets from 1-1/16 to 


from 1 to 4-5/8’ 
1-5/8”. Sockets with thru-hole turn nuts on bolts of 


it ngth 


J. H. WELLIAMS & CO. © 401 Vulcan Street * Buffalo 7, N.Y. 


Cesh in 

on 

Williams 
Advertising Support. 
Tolk Williams 

on Every Call, 


"The Broadest Line of Its Kind’ 


CARBON AND ALLOY STEEL WRENCHES * DETACHABLE SOCKETS AND WRITE FOR 


DRIVERS * INDUSTRIAL IMPACT SOCKETS * TOOL HOLDERS * CUTTER 
BITS * LATHE DOGS * SET-UP TOOLS * "C” CLAMPS * THUMB NUTS 
AND SCREWS * HOIST HOOKS * EYE BOLTS * MACHINE HANDLES * ROD 
ENDS * CHAIN PIPE TONGS AND VISES * FLANGE-JACKS © PLIERS 

CREW ORIVERS * HAMMERS * GEAR PULLERS * EXTRACTORS 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 


CATALOG 302 
lt includes the latest 
patterns ond sizes from 
which to choose 





10 Years Ago (Cont'd) 





ordered to st yp talking about recon 
rsion until the shooting tapered 


ft 


; 
\ 
Congress talked of dipping into th {| 
next age gr ver 30 for the draft } 
/ 
HOT FORGED from solid, 


group over 
pone: gre Se on rae ar = rt i , a? a - are , 1 WARE ou 
. rent of the lung ) 
ctshta tite corvice Knoxville, Tem ' ON WHEELS 


under the severest piping 
conditions! 


1 move that would bring plenty 
of difficulties to distributors 





' — Oy ear 
reorganized 
I u Council, which ha As a MALL dealer, you'll learn the meaning 

A TYPE FOR EVERY USE! nd ntinued 194] of OUTSTANDING FACTORY COOPER- 
; — ATION. For example, when you need to set 

FOR All PRESSURES! up an impressive on -the- jot lernonstration 


FOR A TEMPERATURES ! ) . Crawford. In Savas call for the MALL WAREHOUSE ON 
? ul "fe . 7 “ "? : = WHEELS in your area. The MALL repre- 
inbD reorganized its staff sentative (an expert demonstrator) will soon 

o be on hand to help you me the order for 


ot 36 men t electric, air or gasoline engin 


that sever 


(gg Standard & Double) n y be called. J 
Extra Heavy <a mm, vee peeneent, tous 
harg the mill supplies depart — 
UNIONS ri mM W Moor Vas Namne = : 

Available with wedi an ; 3 AN 

screwed or socket 

weld ends. 3000- cal f depression and nflation 

Ib. sizes ¥_” to 3”; would be the two greatest deterrent 
\ 6000-Ib. sizes «| ipital spending after the war @ PORTABLE PRODUCTION TOOLS 








to 2”. 





at of Commerce oficial © BENCH TOOLS 
predicte © FLEXIBLE SHAFT MACHINES 
a 4 nk-Den Co. cetebrated its 70th year | + AND FINISHERS 
. - 
UNIONS n business 


or any of the hundreds of tools in the MALL line 
With screwed or 


socket weld ends. 
3000-Ib. and 6000- 
Ib. service 





ment ann nced plans t 


S18 














hief of the R ian 


(MALE & FEMALE ' he Department rf C m 
UNIONS e, predicted in a speech that 


pment of Russian resources 
With steel-to-steel, ifter the war would pr icalh m 
bronze-to-steel, stain el) +) nat } ; 


sation Everywhere you look... MALL tools 











less steel-to-steel or 63 , are helping to boost production in plants 
aetess only. a w Ory “y . sm a sales waiting to be had. Why not cut 
r , vhen ‘ Tel 
‘ " ~as en the ould yourself in for a share of this tremen- 
‘ ; 
FULL STAINLESS & rails and electricity, instead of gas the MALL home office or the MALL 
ind tires. Officials also warned that service warehouse nearest you. Do it 
STEEL UNIONS threatened with a general break 
down due to neglect of equipment 
$000-Ib. and 8000-Ib uublic should walk, it was suggested | 1am interested in learning more about the | 


orifice seats. 3000-Ib and shops. Still . . . there’s a fortune in 
instead of buses. They used steel dous potential? Phone or write either 
FULL ALLOY the nation’s transit services were today ... profit tomorrow 
With screwed or ™ I. 7802 5S. Chicege Ave. | 
socket weld ends during the war. So, better still, the | {MALL TOOL CO. cricage 19, tinct | 
 eagpose _¥ | opportunities offered by a MALL Dealership. | 
| | TT set back 

















WRITE FOR CATALOG 1! tl t industry six fo mune aoe 


» industry lead 


Showing the complete Catewissa line of , 
Perfect Seal Products er It had c expected that 


CATAWISSA VALVE & | Tcutiy ince in quintiy by the | [om 


FITTINGS COMPANY coming fall. teatiatooeh | | 
300 MILL ST. - CATAWISSA, PA. F now ee 





| Company 
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The Buyer Looks 
at Business 


Composite opinion of, purchasing 


agents who comprise the N.A.P.A 


Business Survey Committee 


EVERYTHING 


for spray painting and coating 





Optimism Is Cautious 


Cautious optimism is the 
f the January survey of the 
Purchasing Executives. Pr 


ntinued high, with 42 


a+ S¥nia - Syne 


1 increase and 47 reporting 
hange from December. New PAINT SPRAY GUNS 


of every kind 


BINKS + BINKS + BINKS + BINK 


AIR COMPRESSORS 
60 models | to 105 C.F.M, 
WKS + BINKS + BINKS + BINKS 


SPECIAL SPRAY GUNS 
for heavy moteriols 
S + BINKS + BINKS « BINKS + 


GUN NOZZLES 
for all points, coctings 
* BINKS + BINKS + BINKS + BY 


S¥NIG + S¥NIG + S¥NIG + S¥NIG 


lackened slightly, with 


porting increases the 
last August. Howey 
porting a decline of ne 
than December, and 
f the ymmittee member 


* SHNIG + SHNIG @ S¥NIG - SWNIG + S¥NIG - SHG 


change 
Commodity _ prices 
] igher, with furth 
competition 
Some pt 
off-white 
rompt deliven 
| others 


| 
nced by man 


Sua 


| -) 
SPRAY BOOTHS FLUID HANDLING PUMPS 
over 510 styles ond sizes 6 models 


BINKS + BINKS + BINKS + BINKS + BINKS + BINKS - BINKS + BINK 


OlL & WATER EXTRACTORS 


for cleaner air 


EXHAUST FANS 
meet sofety standards 
BINKS + BINKS + BINKS « BINKS « BINKS + BINKS « BINKS + BY 


S¥NIG + SWNIG + SHNIG + S¥NIG ” SwHIe + SwNE 


~ Svar Sune - 


Synie 


Y & 


HOSE AND ACCESSORIES 


everything you need 


nt continues h 


rom the previous mont 
SPRAY PAINTING SCHOOL 


no tuition, all welcome 


re Nene licat , PORTABLE EQUIPMENT @ FLUID TANKS & AGITATORS 
cUrther = MGKAUOH from Ve to 7% HP. from 2 to 60 golions 
py we en BINKS + BINKS « BINKS - BINKS « BINKS + BINKS + BINKS « BINKS + BINKS + BINKS + BINKS + BINKS + BINKS « BINKS + BINKS + 
e but there 

ndustries relying on 
ee ee ah YOU CAN BE THE SINGLE SOURCE for everything your 
: customers need to spray paints or other coatings better, faster and more 
economically. You can have more than 1100 standard products to offer 
customers...all developed from over 50 years of helping manufacturers 


improve their spray painting and coating operations. 


o 
= 
aol 
“ 
o 
z 
ao 
“ 
2 
z 
>= 
“ 
4 
= 
= 
" 
S* 
> 
z 
= 
“ 
2 
= 
* 
a 
2 
= 
= 
vw 
2 
= 
* 
wv 


S¥NIG + SWNIG - SWNIG + S¥NIG 
S¥utG + S¥Nie - 


IF YOUR CUSTOMERS HAVE SPECIAL PROBLEMS involving 
the spraying of paint or other fluids...from water to heavy asphaltic 
materials...Binks engineers are ready to help them...and you...work 
out the simplest, best and lowest cost solution. Simplify your selling 
by selling Binks spray painting equipment, the “single-source” line of 
integrated products. Become the single source for spray painting equip- 
ment by selling Binks. Write today to learn of the many advantages of 
becoming a Binks Distributor. 


the highest number 


} Beall 
yperating in th land-t 


lay rang EVERYTHING FOR SPRAY PAINTING 


fin Be . oe - SEND A POST CARD for « copy of 

Prices May Go Higher Ri fad ks Binks’ big 956 Cotclog-Dota Book 
Renortine purchasing agent , which describes the complete line. 

+] mamcediier one . _ ail Contains useful chorts ond helpful 

— ite P LVERV THING information. No cost or obligation. 


‘ 


ition of cxeeping higher. } i BINKS MANUFACTURING COMPANY 


them than at any ti 
August 1 p wt higher price I rset 3128-30 Carroll Ave., West, Chicago 12, i. 
I mpetition | rte 


xpected narket REPRESENTATIVES IN PRINCIPAL U. S. & CANADIAN CITIES © SEE YOUR a Se 
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Quaury FIRST 


\ 





Specific Commodity Changes 
A proport 

tem | 

Aluminum and 


Maintained accuracy of a chuck can only be built in. Horton's ; 
ust, with many and 


extra built-in features cost no more, but guarantee the longer 2 mien teenees i 
lasting accuracy of all Horton Chucks. Horton Distributors already On the up side w 
know the advantage of selling Horton's exclusive extra features, ibber tires, st 
see your Horton Representative 
now and get your share of sales 
and repeat business. “ 
ind bu 
fice 
sulphat 
Down wer 








WINDSOR 


INDUSTRIAL DISTRIBUTION © MARCH, 











NEWS © 


Starts on page 12 


Roland W. Bartlett 


Detroit District Head 
Named by Worthington 


Worthington Corp., Harrison, N. J., 
has appointed Roland W. Bartlett as 
manager of its Detroit district office. 

With the company since 1940, ex 
cept for war service as an Armored 
Force officer, he has been a sales en- 
gineer in the Wilmington branch of 
hce and was Wilmington manager 
from 1948 to 1950. For the past 
four years he has handled govern- 
ment, utilities and export accounts 
from the company’s Washingten, 
D.C., office 

He is a graduate of the University 
of Delaware 


ee 


ASSISTANT to the sak 
Grand Rapids Supply C 
M. O'Connor 


Chicago-Latrobe’s vast plant is devoted exclusively 
to the making of fine drills, reamers, and kindred 
products. Chicago-Latrobe was one of the 
pioneers in the manufacture of carbide drills 
and reamers. This specialization results in the 
ability to make and deliver better tools. Specify 
Chicago-Latrobe and you'll see. 


Ask for Catalog No. 186 


Qasim: How is 


Chicago-Latrobe service? 


TW: Your 
CHICAGO - LATROBE Dis- 
tributor gives you quickest 
service at lowest cost. 
Through him you get 
technical assistance, too! 


pre wage 


435 WEST ONTARIO STREET + CHICAGO 10 


DOUBLE CIRCLE | = ¢ pris © COUNTERSINKS © CARBIDE TOOLS 


story to tool 


TOOLS * REAMERS © COUNTERBORES * SPECIAL TOOLS buyers everywhere! 
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NEW LIGHTWEIGHT 





HYDRAULIC BENDER 
BY GREENLEE 


opens up even bigger sales opportunities 


for you on 


Here’s the kind of 
real portability vour 
customers are looking 
for in a hydraulic 
bender to form | 


pipe and conduit 


$s power! 
mei Diete 


ren frome 


the famous Greenlee line 


achments this versatile bender can 
also be used to bend thin-wall 


j hin } } 
it, tubing, Dus-Dars 


This new Greeniee No 
So Bender wit 
separ ste hydraul i 
pum p and ram is 
easily hand-oper 


ated or can be 


— 


‘ = 
. 
teamed with a 


Greentee Power Pump for fast 
production jobs. It’s a widely 

eded new tool that you can do 
big business with . and it’s being 
extensively advertised by GRrEEN- 
Lee right now. Tic-in your sales 
efforts for extra profit! Write today 
for Bulletin E-217 and 


prices. 


7 
GREENLEE 


The fast sel! 
Knockout I 
Rad Chassts 


g (sREENLED 


GREENLEE TOOL CO., 1923 HERBERT AVE., ROCKFORD, iLL., U.S.A. 


192 
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Jack D. Bruce 


Mathias Klein 
Names Representative 
Jack D. Bruce has been appointed 


sales representative in the East Cen 
tral states for Mathias Klein & Sons 
Formerly emploved for circuit wir 
ind trouble shooting work by the 
Chicago, he h y losely 

1 witl I l 


General Sales Manager 
Named by Triplex 
Robert E. Thoma 
pe inted | 
lriplex §$ 
Murray (¢ 
Re cent] 


manage! 





TRAVELLING FACTORY 


Among newest mobile ideas is a 
plant built on a flatcar or troiler that 
can be moved to a buying center for 
on-the-spot production of simple but 
bulky products, American Machinist, 
McGraw-Hill publication, says. It 
might be done with any such product 
built from a few compoct moterials 
such as electrical enclosures, tin cans, 
glass-wool insulation or shock absorb- 
ers 














Four New Managers 
Named by Tube Turns 


... the Wood's //4£ L408 line 


Wood's brings you bearing units that your customers 
never have to lubricate, because lubricant is sealed in 
. .. yes, sealed in by us at our factory. No dirt can 
enter through grease fittings because there are none. 
This also means that no grease guns or special fittings 
are necessary. There is no need to worry about bear- 
ings over-heating because of over-lubrication or ex- 
cessive wear due to under-lubrication. 

These bearings are of modern design, able to with- 
stand cebetnatiol thrust and radial | at high speeds. 
Bearings are MRC standard 200 series with wide, deep 

inner race. 

Life-Lube Units are available in sizes from 42" to 
2-15/16". Principal dimensions are such that these 
bearing units are interchangeable with most manu- 
factured bearings. 

Your customers can use time and money-saving 
Life-Lube Bearings in their plant or incorporate them 
into original equipment as an extra sales feature. 

Write for further information about our Distrib- 
utor Policy. 





William H. Zepp 


Templeton, Kenly 
Names Western Manager 


T. B. WOOD’S SONS CO. 


CHAMBERSBURG, PENNA 


Branches: Cambridge, Mass., Newark, N. J., Dallas, Tex., Cleveland, O 
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50 tons of power... 


positioned in seconds! 
‘It’s a cinch with the new HEIN-WERNER 


' 


model 50.12AA hydraulic jack 


No “spotting” drudgery here! 

The sturdy positioning handles 

on this new HEIN-WERNER Model 50.12AA 

offer a firm, secure grip permit easy 
maneuverability. Handles of new 50-ton and 

100-ton Hein-Werner Jacks fall flush 

against jack housing when not in use. 

This HEIN-WERNER model of 50-ton capacity 

is ideal for industrial use to move heavy machinery, 
pull gears and pinions, bend pipes, and as the 
power unit for presses. Like all HEIN-WERNER 
hydraulic jacks, it is powerful. ..safe...easy to 

use. Tandem pump speeds jacking and saves effort. 
Base is drilled for installation of pressure gauge. 

For further details, write us. 


of 1%, 3, 5, 8, 12, 20, 30, 50 and 
Hein-Werner also mokes “Push and 
10 and 20-tons capacity. 


Made ia models 
100-toms capacity 
Pull” Hydraviic Jocks of 4, 


HEIN-WERNER 


CORPORATION 
WAUKESHA, WIS. 


Weer 
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Arthur E. Stehle 


Etteo Tool Co. 
Names Sales Head 
Arthur | Stehle ha 


pointed national i] 
Ettco Tool Co 

Chicago district sales manager for 
the last four years, Mr. Stehle has been 
with the 1945 in engi 
neering, production and sales posts. 

Otto Schmidt succeeds him as head 
if the Chicago office 


been ap 
manager of 


company since 


Name Survey Chief 


The National Association of Pur 
hasing Agents has appointed Chester 
F. Ogden, manager of purchases for 
Detroit Edison Co., as chairman of its 
Business Survey Committee succeed 
ing Robert C. Swanson, of Olin 
Mathieson Chemical Corp. The com 
mittee publishes the monthiy “Sur 
vey of Business Conditions” which 
ippears in INDUSTRIAL DISTRIBUTION 





OFFICE ASSISTANTS at Lewis In 
dustrial Suppl ( I ville Ky 
wom orresnondence 1 = She’s 





SKINNER | ie SKINNER 


"JUNIOR” oe 
POWER CHUCKING We POWER CHUCK 


UNIT ie FIXTURE 


(NON-ROTATING) 


George E. Bowdoin 


/ 


Former Hoffman President 


MM 


Min 


/ 


Joins Worthington Corp. 


George E. Bowdoin, former presi 

lent of U.S. Hoffman Machinery 

Corp., has joined Worthington Corp., 

NOW! Harrison, N. J., as assistant to the 
, president 


Maximum production speed Mr. Bowdoin has been with U.S 
Hoffman in various capacities for 24 


for your small lathes He became its president in 


T00! 


This Skinner “Junior” unit can be | Chief Engineer Named 


adapted to almost any small lathe with } POWERFUL! 


1” to 1%” hole through the spindle | ink-Belt Co. has appointed Rus 


It is light in weight, precisely balanced J. Geitman as chief engineer of it ACCURATE! 


to minimize spindle bearing and brak- n io o plant. One-time sales 
ing loads, and provides extreme repe- ngincer at the company’s district of FAST! DURABLE! 


st Low ( | celand ind 
titive accuracy on internal and external ' ho i anaes 
ea is Ll } 


ecializing Mm Close coupling makes this Skinner 
md application work at th Power Chuck Fixture the lowest, 
The Skinner 8” self-centering power nk-Belt Chicago plant since 1945 most compact unit of its type! Air- 
chuck hos gripping capacity from %4 operated, it can be used on drill- 
to 6”. Its %4” jaw travel exceeds the ing, milling and transfer machines, 
capacity of any collet, and is partic and for assembly operations. 
ularly valuable on production work Special wedge action provides 
where rough or finished holding diam tremendous gripping power. Self- 
eters may vary beyond a single collet's centering, self-locking. Available 
in 8”, 10” or 12” dia., with 2 or 3 
jaws. Operable with either a 
Skinner hand valve or a 4-way 
solenoid or foot valve. %” pipe 
connections. Maximum air pressure: 
100 Ibs. 
Write for Bulletin PCF 67 


work 





ability to grip. 

The Skinner “Junior’’ unit is complete 
It contains chuck, 6” aluminum air 
cylinder, adapters, draw bar, etc 


Write Skinner or your neorest 
Skinner distributor for illustrated folder 


\NAY 1 \NW 
coke oy 


THE CREST \, L,/ OF QUALITY ; THE CREST \ OF QUALITY 
aut. 


w SKINNER = aw SKINNER 


CHUCK COMPANY ee ee a ie CHUCK COMPANY 


i 


5 Edgewood Avenve, New Britain, Conn Huntington, W. Va 205 Edgewood Avenve, New Britain, Conn. 
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Sodering Paste 


SAVES TIME—SAVES LABOR 


Sofest—fast working 
sodering poste mode. 





Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand = 
or machine soder- ———— A. W. TRUETT: 
ing. Works like pall 


lightning. . = Sass Salesmanship 


Coll Your Distributor 


or Write te Gane Is a Science 


LB. ALLEN CO., INC. | ‘Salesmanship isa dein 
6731 BRYN MAWR AVE 
CHICAGO 31 ILLINOIS 
® Sold thru Distributors 

® Send for Catalog 

















mane sale s 


Enthusiasm of 





A. W. Truett, of H. A. Busbe: 
Co., Ocala, Fla ' ying certain 


proved principles, 01 is certain to 


these 





POPP PPPOE REE EEE EEE EEE PTE 
. 


Now Latest Information on Viking Pumps! 


NEW CATALOGS 


B-mm General Purpose 


Pumps 
C-um Heavy Duty Pumps 
D-mm Underwriter Pumps 
E- mm 
F- mm 
G- um | 
Heum LPH 
le um Hydra 


C) J- mm Spe 


Pumps 


, Check Catalogs you want. At- 
tach to your letterhead, sign 


and mail. 


VIKING PUMP COMPANY 


Cedar Falls, lowa 
See our catalog in SWEETS 
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“Selling Is My Business” 


principles. The prospect in a creative 
sale will not buy unless the salesman 
transmits his own enthusiasm. 

“The salesman must also be a good 
listener. A sale represents a meeting 
of minds between buver and seller 
Objections should be given careful 
consideration.” 

Mr. Truett cites an instance of col 
lecting a long-overdue bill to show 
how the ability to listen can pay off 
His delinquent customer, he found, 
was keenly aware that he owed the 
money and was ob harboring 
a guilty feeling about the matter. His 
natural impulse, Mr. Truett reasoned 
would be to attempt to transfer this 
guiltv feeling at first mention of the 
bill, by claiming the goods were de 


fective, or a misunderstanding about 
price or terms. But Mr. Truett greeted 


the debtor in a friendly wav, making 


|. The customer 
then told a long story of financial 
difficulties. Mr. Truett expressed hi 
sympathy and kept the customer talk 
ing. Finally the debtor talked himself 


into admitting that h ould make a 


substantial down pavmei n his ac 


no mention of the 


count, which he di 

Another time r. Truett, he 
illed on a pros] whose office he 
had frequented px ently without 
getting an order ticing a plaque 
m the wall signifving an award to the 
customer, he asked al t and drew 
the prospect in lon ry about 
in achievement | ‘ proud of 
Then he placed a1 

This broke tl 
tomer W gai 
good listener 

Another 
Iruett’s sales 
man with a larg 
a problem in k 
formed about th 


tot 


parrot-like recitatior his can 
done by grouping associated items 
example, when mentioning motors, it 
is natural to sugg pullevs, sheaves 
bearings, speed : rs and belting 
If speaking of drill in include 
reamers lies 

Mr.. Truett ls that constant re 
minders of the manv items the house 
carries are important in selling. Often 
customers will indicate they have no 
present need for certain items, but 
subsequent sales beat it that it was 
worthwhile to have them know that 


these items were in st 





Why 
THE 


"100" Package? 
Pod 


For many years, the National Industrial 
Distributors’ Association has been advo- 
cating the use of decimal packaging. 


Lamson & Sessions again leads the fastener 
packaging parade by becoming the first 
major manufacturer to package stove 
bolts, machine screws and machine screw 
nuts in the “100” unit package for the 
convenience of the distributor. 





MA 


ps 4 


pitas me }6©6EASY TO ORDER 
100 10 ' 


Our decimal dollar and cents monetary 

system has made it easier for people to 

think in terms of 100 units. Hence it's 

easier to order nuts and bolts when you 

can order by the hundreds, thousands or 

ten thousands. And it's easier to figure 
) what they cost you per unit, too. 


EASY TO PRICE 


By the same token it's easier to price the 
single units or packages and know pre- 
) cisely what percent profit you are getting. 


EASY TO SELL 


Distributor salesman and their customers 
invariably talk in terms of decimal quanti- 
ties and most orders are issued on this basis. 
That's why the “100” packaging—and 
only the “100” packaging - makes sense. 





So, make it easy on yourself. Buy all 

your stove bolt, machine screw and 

machine screw nut requirements from 

Lamson & Sessions. We can promise fast 
» delivery from stock. 


Ve LAMSON & SESSIONS @.. 


1971 West 85th St. Cleveland 2, Ohie 
Piants at Cleveland and Kent, Ohio « Birmingham « Chicago 
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Lorge Full Bow! Heodstock Complete- 


George Robichaud 


Chain Belt Division 
Names Executives 





TS 568 
1114" Swing, 56” Bed 


These features increase sales 
for Sheldon Distributors 


Sheldon Lathes have the modern features industrial users look for 
today ... not only the mechanical features and extreme accuracy 
but the convenience and safety features as well. 


These features with Sheldon’s extra capacity for size and moder- 
ate prices make it easy to close sales. The completeness of the 
Sheldon Line (both belt driven or gear-head lathes: swings from 
10” to 24") open to new and profitable markets for Sheldon dis- 
tributors. 


J. N. Tufts 





HOT WATER 


Wri 
rite for catalog Radioactive water is being used in 
paint research to measure moisture 


SH ELDON MACHINE CcOo., Inc. penetration of protective coatings, ac- 


cording to Chemical Week, McGraw 


4232 N. Knox Ave. Chicago 41, i. Hill publication. Paint concerns be 
lieve it might aid in the development 


"See our display at the Western Metal Show, Booth 614” of house paints 
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Minneapolis-Honeywell 
Makes Assignments 


Minneapolis-Honeywell Regulator 
Co. has made three changes in its 
field staff assignments in the Midwest 

Amold Challman, for the past four 
years manager of the company’s 
Peoria, Ill., branch office, has been 
named to the newly created post of 
assistant to T. S. Carley, manager of 
the Chicago regional sales and ser 
ice office 

R. C. Ferguson,. formerly manager 
of the Davenport, Iowa, district sales 


office, wil] manage the Peoria branch : . “ 

ofice. R. R. Scott, former regional pounded, oil-resistant tube, rein- 

sales manager for the valve division forced with highest quality p 
‘ CORDURA braided 


in Chicago, is the new Davenport 
manager 
The Midwest region handles sales 
} : } 
I SeT\V nadia anc . 
i . € 4 Mich neg tm Inc 1 ] A single hose to handle 
parts o chigar sconsil owa : 
ve ~ 10, sr Mae ange almost any maintenance 
Missouri, Kentucky, Tennesse: , : =: 
Se job. Tough. resilient, 
kansas and Mississippi. It includes ; : ; 
; durable; will carry a 
branch and regional offices : so) 
wide range of materials. 
All three newly assigned ma 
A general purpose hose 
have been with the compan , 
1944 of long life and low net 
I 
cost. 
Bart ‘ Available in standard 
arber-Colman lengths. Red or black 


Buys Hob Business covers. Sizes 4” to 1'4” +! 
I.D. with working 4 4 . on Brek 
Brown & Sharpe Mfg. (¢ has pressures 125- 300 : Ve P 
Water 


Water 


Tough, abrasion-resistant 


cover inseparably bonded to a specially com- 


rayon cord, 


‘ 


ts hol ) eT Imat . 
its hob business to Barber-( pounds. See your local 


Co. of Rockford, II distributor. he % 


Included are machines and 


d in the manufacture of hobs Since 1870, our engineering, production and sales Welding 
listed in Brown & Sha 


; 


ty 


departments have worked in close cooperation to ALSO 


ler. M inufactuning equipment 1: solve our customers’ hose problems. BELTING, 
moved to the Barber-( TUBING, 
plant to augment present | man :' » 9 ; 
> With 85 years’ experience, MATS, 
facturing facilities there . PACKING 
° Hamilton manufactures a wide AND 


variety of hose and other indus- FLEXIBLE 
PLASTIC PIPE 


trial rubber products to meet 
specific requirements. VW 
WRITE US TODAY FOR 


FURTHER INFORMATION, LITERATURE AND 
PRICES — NO OBLIGATION, OF COURSE 


ind as made especially 














Be sure...use Hamilton... Always dependabie! 


HAMILTON RUBBER 


MANUFACTURING CORPORATION 
Executive Office and Factories, 101 Meade St., Trenton, W.J. 


STUDY of —— : 
FEF M.S rt} . lent of | A Branches m 
tnal H CHICAGO * CLEVELAND © HOUSTON * PITTSBURGH 
INDIANAPOLIS LOS ANGELES* NEW YORK® SAN FRANCISCO 
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William F. Fetzer 


General Sales Manager 
Named by Phillips 
Ph ( ) William 


‘ " 
td in 


he t 


Mine & Mill Su 
War II in th 
partment 
He will take sd 
f James M. Philli e-president, 
who will devote fulltime to new prod 


uct and market development 


Weed & Co. Manager 
Retires After 48 Years 


any product you can name can be carried on the correct type Roland O. Roberts, 
of belting — from one of the many belting products in the complete f Weed & Co., Buftal 
Victor line ired after 48 years’ service with the 
That's the solid sales appeal that has made Victor the favorite t 
line of textile belting with distributors all over the country. One M was general manager of 
source of supply for every customer’s need in conveying, elevat- the firm’ hester, N. Y., branch, 
ing and transmission belting. here he had served for almost all of 
And when we say “correct” we mean just that. Reports from is career with Weed & Co. He was 
the field, coupled with the results of exact, exhaustive tests under iu harg f industrial sales 
actual operating conditions, assure correct performance. Our re after tl suffalo firm bought 
recommendations for use are based on thorough research. out the old ‘ P ln er & Rich 
This policy holds true for the complete Victor line — solid- mond . Li he became 
woven cotton — Neoprene impregnated — canvas-stitched — balata in 1922, a direc 
special treatments — plus every need in belting specialties... He h aS been a 
all in a full range of widths and thicknesses. Your customers too vice-president since the late 1920's, 
can benefit from this complete belting service ...and so can your 
sales! Send for Distributors Catalog today. 





A COMPLETE LINE Including: Neoprene Belting + Balata Beltin 
Solid-woven Sehtan-eameeiedl camemnated a Perm shite NOSE CATCHER 

and plies + Canvas Stitched Belting - Belting Specialties. A new-type perfume, designed to 
make fruits smell extra fruity, soon 
@ 3201 may be in evidence in grocery stores, 
according to Chemical W eek, McGraw- 
Hill publication. Consisting of orange, 
grapefruit, tangerine, lemon and lime 
odors in liquid form, the scent is 
sprayed on citrus displays 
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ELIMINATE “U-Clamps, Straps and Fingers — 


e SELL MODERN “ALL-PURPOSE” 
CLAMPS to every machine shop. 


3&5 “ALL-PURPOSE” JAW CLAMPS CAN BE USED ON ALL STANDARD TYPES OF MILLING MACHINES, 
LATHES. PLANERS, BORING MILLERS, DRILL PRESSES, AND OTHER MACHINE TOOLS 


Standard “All-Purpose” JAW CLAMPS come in several 
sizes ranging from those tested for 2 tons “down-hold- 
ing” pressure to 6 tons. The JUMBO size illustrated 
below is tested for 12 tons “down-holding” pressure. 
“All-Purpose” Clamps are precision made of hardened 
steel. They are furnished with standard sizes of T-Nuts 
and bolts to clamp in the T-Slot of any work table or 
face plate. 


The holding strength of these clamps is so great—and 
they pack so much efficiency in such little space that 
they quickly sell on demonstration and constantly repeat. 
Write for full details of our profitable distributor proposi- 
tion. Order at least a standard set of clamps to demon- 
strate. You'll soon be stocking them in supstantial 


quantity. 


J&S “JUMBO” and “LI'L GIANT” JAW CLAMPS 


“JUMBO” 


<>) 


an Be r\ 
LK) fe a 
—S a gy COMPLETELY HARDENED 


For large planers 


Many times more powerful than finger set-ups 


, oo 


Both clamps hove T-nuts which fit all lorge standord ploners. 45° oblique travel of jaw 

secures workpiece cgainst table and against counterthrust of opposite clamp. Ye" back 

taper (dotted line) and relieved ground surface (magnified detail) prevent slippage 
— 


ee 4,328.5 ———— CLAMPCUT = 


Distributors on a selective basis located in principal cities. Many more distributors are 
wanted. Write today for full details of this nationally advertised product. 


J & S TOOL cO., INC. 648 West Mt. Pleasant Ave. 


LIVINGSTON, NEW JERSEY 
INDUSTRIAL DISTRIBUTION * MARCH, 1955 
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Miladebphia 


4-WAY VALUE 
helps you get 
more business 


1—Quick delivery. 
2—Superior Products. 
3—A complete line. 
4—National acceptance. 

These four factors add up to more VALUES 
for your customers. That's why these hoists 
help build steady business for you. Philadel- 
phia Hoists feature all malleable iron con- 
struction, Timken-Mounted load sheoves, 
bronze-bushed hollow load sheave shofts, 
complete enclosure of all bearings and many 
other performance advantages. Full details 
of the complete “Philadelphia” line are avail- 
able on request 


CHAIN BLOCK &/ MFG, CO. 
MASCHER & NORRIS STS. 


PHILADELPHIA 22, PA. 


>P>r>DPD 




















Lowhead Room 


Differential 
Troviey Hoist 


Gear Hoist 





Geared and Piain Trotleys 


e HIGH QUALITY 
e MODERATE 


PRICE 
LET THESE KEYS 


OPEN UP EXTRA PROFITS FOR YOU! 


Dees Sellers Proven Re- 
peaters! Your customers— 





and prospects know that Key 
Pipe Sealing Compounds seol 
joints positively yet are 


easily opened do not 
freeze in the joints. Product 
back by 36 


in the 


superiority 
years of leadership 
field make these Key prod 
ucts a dependable source of 


soles and profits for you! 


pipe 


gos, low pressure 


For sealing 
joints 


carrying woter 








Good Door Openers, 
Steady national advertising 


Too! 


dealer helps and continvovus 
sampling progrom build uni 
versal demond actually 
moke openings for soles to 


mony new customers for you 





For sealing 


oils and high 


lines carrying 


pressure 


steam 





WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 
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“Distribution Council” 
Now in Business; 
Torrell Chairman 


(he recently organized Industrial 
Distribution Council is now in busi 
ness and will take up “Net” or “Sim- 
plified” Pricing as its number one 
ficers of the 


project, group have an 
nounced 

The Council was organized last fall 
to study means of improving efficiency 
in the distribution of industrial prod- 
ucts and recommend pertinent proj 
ects to the three supply associations 
ind professional groups in its mem 
bership 

It consists of three repre 
of the American Association 
from the two distributor 
ind two from the National Associa 
tion of Purchasing Agents. The objec 
tive, said the Council’s first report of 
its activities, is to encourage the inte 


ntatives 
three 
tations 


1SScn 


change of ideas and methods between 
the three groups—distributor, manu- 
facturer and consumer—who are most 
vitally in efficient distribu 
tion 
Members are: Clair W. Goodman, 
Union Carbide & Carbon Co., and 
James B. Burke, Radio Corporation of 
America, representing the National 
Association of Purchasing Agents; 
Charles T. Jordan, The Charles Par 
ker Co.; Fred C. Emerson Spartan 
Saw Works; and D. W. Northup, 
The Henry G. Thompson & Son Co., 
from the American Association; Har- 
lorrell, Syracuse Supply Co., 
racu N. Y.; William T. 
Todd, Jr., Somers, Fitler & Todd Co.., 
Pittsburgh. from the National As 
ition: and L. F. Perkins, The 
Walke Co.. Norfolk. Va.. the 
rm Association 
Torrell was named chairman 
incil for its first ir, and 
har been ft mporaril 
d at Syra Sup] ly C 
N. Y. Mr. Nortl 


] 


interested 


ind 


ind 
chair 
Torrell will com 


rthup 
I man will serve a 
nen and with Mr 
prise the 
Two regular 
be held on the first Tuesda 
ind th first luc sdav m Oct 
York Cit 
ubject at a time will | 
ginning with Net or Simplified 
Other studies which the 
I ittention 
g: Reduction of Spe 
1 Standard Product Is 
wind Practical: Standard Pur 
Forms Standard Se 
lucts and Specification 


executive committ 


meetings 


] 
taken 


deserved cal 


wing 





fied Pricing was substituted for Net 
Pricing because the word “Net” was 
susceptible to several different mean- 
ings 

The Council said it will welcome 
suggestions for its agenda from any 
of the groups with representation 

The report stated that the Purcha 
ing Agents Association representatives 
expressed considerable interest i 
Simplifed Pricing project They 
frankly tell us that they do not like 
the way the industrial distributor does 
business,” the Council reported 
“Thev agree that a change should be 
made in our methods of distribution 
whereby a lot, if not all, of the detail 
ind expensive procedures could be 


eliminated.’ 





Charles H. Nixon 


Ohio Hoist & Mfg. 


Names Sales Manager 


H Nix Ih ha 


+] 


Academy, 
W al Il sCTV 


field engineer 


B x Crane & Hoist Di 


ing, Maxwell & Moore In 


Mechanical Equipment Co 


uw 


nad 
ind 


Oh Hoist & Mfg 


vith Dickey Industries 








SO LITTLE YET SO MUCH 


As a general rule a power distribu 
tion system represents less than five 
per cent of the overail cost of an in 
dustrial plant, yet it is the key to 
steady production, operational profits 
general safety and maintenance ease 
Electrical Construction and Mainte 
nance, McGraw-Hill! publication, points 


out 











new SaAvecd! 


x\ ¢T) core 
Fiu tT 


SOLDER 


KESTER FLUX-CORE SOLDER saves pl nty of time 
on every job because it’s work-formulated to 
increase soldering speed and efficiency. That's 
why everyone’s switching to Kester the 


right name to remember for top quality solder. 


Your customers want it . be sure you have 


plenty of stock to fill those orders 


KESTER SOLDER 


- O MPANY 4214 Wrightwood Avenue, Chicago 39, Illinois 


Newark 5, Now Jersey « Brantford, Canada 
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OPERATIONS PLANS are discussed 
by W. J. Mahany, \ president and 
general manager, Georg pply Co 
and William Wolf t appointed 
manager of Savanna! rations 


Mulherin, Jr., Wolfe 
Appointed by Georgia Firm 


William Wolfe has been appointed 
manager of the Savannah operations 
of the Georgia Supply Co., Savannah, 


Ga. 
BILLINGS With the Savannah firm for 25 
6B vears, most of which time he spent 


selling, he replaces W. S. Waters who 


ER has joined a firm in Tallahassee, Fla 
B; : ” J. Harold Mulherin, Jr., son of the 

illings Vitalloy® and Carbon president, J. Harold Mulherin, Sr., 

has taken a post with the firm assist- 


Steel Tools are aristocrats of the hand tool ing Mr. Wolfe with inventory control 

: , : ind analyzing lines carried 
industry. Unsurpassed for service and long life. Young Mulherin recently was grad 
uated from the University of Georgia 


Billings Wrenches and Shop Tools where he majored in business admin 


istration 


have been accepted by professional tool users 
since 1869. Billings advertising constantly 
increases this acceptance among your customers. 
Billings Selective Industrial 
Distributor Policy gives you the protection 
you want. Combines with Billings QUALITY 
and ACCEPTANCE to make Sales and 
Profits come easily and frequently. 

THE BILLINGS & SPENCER COMPANY 

1 LAUREL ST., HARTFORD, CONN. 
Socket Sets & Parts 


IBILLNGS cone oa Lym 





Georgia Supply Co., Savannah, Ga., 
and his son, J. Harold Mulherin, Jr. 
who just joined the company staff 


Specialists in Dgep Forgings of all kinds since 1869 
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National Twist Drill 


Buys Staples Tool Co. AS ADVERTISED 
_ National Twist Drill & Tool C apa 
as purchased the assets of Stapl 
lool Co, Cincinnati manufacturer of 
irbide tipped reamer unt 
ind end mulls 
No | signifi changes 
Staples management or location 

mtemplated, according to Howard I 
McGregor, Jr., National Twist pre 
dent There will be plant impro 
ments and additions of equipment an 
process it the Cincinnati plant 
h IWwWeV\ ; 

The new owners will round out the 
Staples line by adding carbide-tipped 
twist dril nilling cutters and ot! 

milar t | it was int 
Stapk ntinue to mak 
xpanded line of carbi 


wh name 





This little tool can 
pay for itself on one job! 


lt can move 30 tons 2 inches in any direction 
—closed it is 4/2 inches high 
It’s an ideal tool for such jobs as pulling bearings (see 
above), repairing cranes, shovels, machinery, and equip 
ment of all kinds—in fact, one glance will suggest more 
uses than we could possibly list. 
. alia It’s the 30-H-4.5 “Lo-Hite”’ remote controlled hydraulic 
Paul D. Sullivan 
jack with independent pump. It is designed especially for 
Le Roi Division heavy lifting in places where a jack handle cannot be 
; operated. The independent pumping mechanism is con 
nected to the jack by an 8-foot flexible rubber hose, per 
mitting operation of the jack from any convenient place 
Sullivan has been name vertical, horizontal, inverted, or inclined. 


f Le Roi Division 


Air Brake Co 
= Milssukes This versatile tool is one of the hottest items 
; — ; ce in the Duff-Norton line. All you have to do 
of Mt. Angel Colleg to sell them is tell prospects about them. Your 
14 years as a civ i sales manager has or can get complete infor- 
lwav, highway and hvdt mation on prices and direct literature regard- 
Mie cheek ing the all purpose ‘‘Lo-Hite.”’ Ask him today! 
' - The Duff-Norton Manufacturing Co., P. O. 
machine! I Box 1889, Pittsburgh 30, Pa. Canadian plant, 
Toronto 6, Ontario. 


DUFF-NORTON 


“Giving Industry A Lift 
Since 1883” OC Ss 
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Names Executive 




















KALAMAZOO 


Matt Pierro, Jr. 





Super Tool Co. 
Names Representatives 


Super Tool ¢ 
& Pierro Sales Co., Det 
for the Detroit area 
Matt Pierro, Jr. and 
partners, and Lyman La 
engineer, will handle the entir 
Tool line of carbi 
tools 
Ken Fisher, Super 1 
ger, said increased 
the area was d 
pening r ti 
Rapid plant 





MODEL 8CW 


lf you are interested in cutting costs 

and increasing production—maintain- 

ing extreme accuracy with the latest 

designed horizontal metal cutfing 

band saw machine — write for com- 

plete details or contact your local Jemies Nick 
Kalamazoo distributor. 


TELEVISED PARKING SPACE 

MACHINE TOOL DIVISION industrial television is now being 

: used to spot empty spaces in cor pork 

Kalamazoo TANK and SILO COMPANY ing lots and as a classroom aid in 
| teaching dental surgery, according to 

Electronics, McGraw-Hill publication 


318 HARRISON STREET...KALAMAZOO, MICHIGAN 
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Pratt-Gilbert Hardware 
Adds to Sales Staff 


Dick Lund has joined the sales 


staff of Pratt-Gilbert Hardware Co., 


Phoenix, Ariz. 

Formerly in business for himself, 
Mr. Lund came to Arizona on a min- 
ing venture and for the past six | 
has operated a sprinkler irrigation 
which designed and engineered sprit 

vstems for farms and ranches 
has also worked for the Southern Pa 
ific Railroad, Safeway Stores and the 
Republic & Gazette newspape: 
He now being oriented on 
| products before being 





Hugh V. Allison 


American Chain 
Buys Allison Co. 


Amencan Chain & Cable ¢ 
hased The Allison Co., Bridge 
t, Conn., manutacturer of abrasive 
itting wheels 
Allison will continue to operate its 
int with Hugh V. Allison, president, 
ther members of management re 
ining im their present position 
American Chain officials announced 
Founded in 1919 by the late Harve 
Allison he Allison Co. has worked 
losely with American Chain & Cable's 
Campbell Chain Division for many 
during which research depart 
nts of the two companies hav 
veloped abrasive techniques to 
ther, they said 
It is felt that combining the 
mponiet will permit rapid and 
rh les clopment of both machines 
1 wheels,” the innouncement 


tw 


tated 
The transaction was for cash. It was 
econd recent acquisition of An 
in Chain & Cable, which | I 
The Bristol ¢ last fall 


the “CHICAGO” line 
of threaded products 
is ) 1 good line to follow 





ee ee eee ee ee ee 
eit i i ee 
“mee eem em eee Bees eee eeccea 


Ree ——— 


pt > 
SS ae ok wt Ta 


* Less sales resistance becavse— 
“Chicago” Threaded Products have been known as a qual- 

ity line for 82 years. 
* “Chicago” Threaded Products are preferred for original equipment assembly. 
* Your customers can economize on production costs because "Chicago" 

Threaded Products assemble faster with less “on the job” trouble. 
* Greater customer acceptance means larger and continuous repeat orders 

—more profits for you. 
It’s just plain good judgement to recognize that “‘Chicago’’ Threaded 
Products offer you a better line to follow “all down the line’’, and 
remember too, our long established policy of selling through service- 
conscious Industrial Supply Distributors in bulk or in packages. If you 
do not now stock “‘Chicago’’ Threaded Products, write for samples 
and full details today. 


story of the “Chicago” complete line of 
threaded products. Ask for your copy 


This new 36 page catalog tells the whole 
{ today. 


All “Chicago” Screw Products come 
packed in strong, easier-to-see packages. 
Color coded labels mean faster selection, 
greater savings of time in your stock- 
rooms. 


, 


HIGHLIGHTS OF THE CHICAGO LINE: 

* High Carbon Heat Treated Cap Screws give added wearing 
qualities due to uniform hardness through entire thread struc- 
ture. Ideal for all heavy-duty equipment. 

* Larger size Hexagon Head Cap Screws than normaliy stocked 
are available for immediate shipment. 

* Anti-corrosive “‘Chicago”’ stainless steel and brass fasteners 

in a lar orge range of sizes and styles 
availa for immediate shipment. 


THe CHICAGO _ ees 


4-13 Mae) 17:3. hf 2503 WASHINGTON BOULEVARD 
BELLWOOD, ILLINOIS 





SAFETY PLUS” Socket Set Screws. alloy and stainless «+ Socket Head Cap Screws, alloy and steiniess, Flat Head, alley 
« Socket Head Stripper Bolts « Socket Pipe Plugs + Squere Head Dog Point Screws + Socket Keys and 

‘CHICAGO Head Cap Screws. bright heat treated stamiess and brass + Square Head 

Fillister aad F Cap Screws + Milled Stee! Studs « Hexagon Nuts. stee! and brass + Castle 
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if you SELL GRINDING WHEELS .. .. 


YOUR customers want YOU want your 
maximum grinding grinding wheels to 
wheel life satisfy those customers 
GET THE STORY OF 
STANDARD INFINITELY VARIABLE SPEED SNAGGING GRINDERS 


For longest grinding wheel life—greater savings—top customer 
satisfaction WITH YOUR WHEELS! 


391% SAVINGS iar 
IN WHEEL COSTS! es" 


(says a Midwestern foundry) 
Earle M. Jorgensen 


oe e SINCE WE INSTALLED Buys Steel House 


STANDARD ay 
INFINITELY geles, has pur hased the tx 


tion of l ivlor «& Spotsw ) 


VARIABLE SPEED Francisco steel distributing 


in undisclosed price 


SNAGGING GRINDERS Operations at the Taylor & Spot 


pV 
wood plant at 700 Pennsylvania Ave 


ee a being carried out under the 


Jorgensen nam 


Wheel Cost Per Ton Jorgensen has plants in Oakland and 


Houston and Dallas, Texas, as well as 
of Castings Ground: Los Angeles. It also operates a forg 


plant at Los Angeles 
Before... $4.86 | 
Joy Executive Named 


NOW ....$2.38 jor Mtanstictuing © 


John D. Russell. formerh 
SAVINGS . $2.48 ° <v0orne vee 
ON EVERY TON OF CASTINGS GROUND! 


+ INCREASED PRODUCTIVITY 
+ BETTER “OPERATOR ATTITUDE” 


Single and Twin Wheel Grinders 
5 hp, 20” to 100 hp, 30” Wheels 


Gfuinetors...n: Kinos! 


FOUNDRY GRINDER DIVISION 














W rite for 


the STANDARD electrical toot co. “i 


GRINDERS AND MACHINE TOOLS Complete 
2520 RIVER ROAD © CINCINNATI 4, © OHIO Details 


NEW SALES ENGINEER at th 
SEE US IN BOOTH 304 © TRIPLE INDUSTRIAL SUPPLY Lowe Supply Co., Tampa, Fla 


n I 
CONVENTION e APRIL 18 thru 20 © CLEVELAND, OHIO 
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Hodell Chain Co. 
Names Sales Manager 


Harding has 
inager of Hod 
f National S 


. rt Chester Salk 
Burdsall & Ward 


ne Was bef re 


that 
| general mana 

rbin Screw Dj 

Hardware ( 


$s executive fo 


ictive m selling 
Harding’s head la 
the Hod ll general 


where he will x as 
inning with Da 


init 


Emmet F. Harding 





Durabla Mfg. Co. 


Names Sales Head 
John G. B hel | 





THEATER PICKLE 


Dill pickles, with napkins, ore sold in 
three Ponca City, Okla., theaters, Food 
Engineering, McGraw-Hill publication 
notes. One movie house moves 100 


gallons of pickles a month 








PRODUCTION AND 


MORALE GET A 
4 


AT THE HAMER 
OIL TOOL 
COMPANY 


“Production and 
worker morale 
have gone up 

noticeably since we 
installed Coffing Quik-Lift 
Electric Hoists,” says Floyd S. 
Hamer, production manager of 
the Hamer Oil Tool Company, 
Long Beach, California. 


This leading manufacturer of 
blind and plug valves finds that 
Quik-Lift Electric Hoists have 
more than measured up to ex- 
pectations—both for their abil- 
ity to do the job and to stay on 
the job. So successful were the 
first few units tried, in fact, 
that today there are 36 Quik- 
Lifts in one building alone. 


Quik-Lifts are made to order 
for production work of this 
type. They are built to stand 
up under tough assembly-line 
use. Like Hamer, many have 
found that a Quik-Lift’s de- 
pendability soon repays its 


cost in saved down time — and 
production and morale get a 
lift in the bargain. 


For full information on Quik- 
Lifts, and the complete line of 
Coffing portable hoists, write 
Dept. A3. 


“Nobody lifts anything around here now.” 
Today, all the heavy lifting is done by Cof 
fing Quik-Lift Electric Hoists at the Hamer 
Oil Tool Company. Quik-Lifts are available 
in 17 sizes from 500 to 4,000 Ib. and a 
choice of lifting speeds up to 49 ft. per. min. 


COFFING HOIST COMPANY 


Danville, 


Hoist-Alls © Sofety-Pull Ratchet Lever Hoists © Mighty-Midget Pullers © Spur-Gear Hoists 


Differential Chain Hoists © Lood Binders © |-Beam Trolleys 
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PLATE FASTENERS FOR CONVEYOR BELTS 


PLATEGRIP 





Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 


assures smooth ey 


Raybestos-Manhattan 
Promotes Executives 


H. H. Burrow n i man 
vf the Industrial Rubber Prod- 
Division wv bestos-Manhat 

has beet ected e-pre 
rubber i] n mpan\ 

R. B. Hazard, forme les manage! 

¥f the Packing Divi . was named 


ARMSTRONG BRAY & CO.~7 
5350 Northwest Highway, CHICAGO 30. U S.A 


CALDER ... the Dresser Line 


for Bigger Profits... Easier Sales 


BUILT RIGHT—Best materials throughout 


tool 
steel! cutters Right and Left hand Threaded Bushings 


for Automatic Tightening 


R. B. Hazard 


Cs ee 


EASY TO HOLD— Extra 
Weight well distributed 


for smooth handling 


Also CALDER Fine Diamond Dre 


, 
ng tools 


SOLD ONLY THROUGH DISTRIBUTORS 


CALDER MANUFACTURING CO. 


27049 North Prince Street . Loncaster, Pennsylvania 


S. R. Zimmerman, Jr. 
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Desmond-Simplex 
utility vises have 
all these features 


é There's only one vise line 
R. J. Gorecki 
thot gives you these top-quality 
selling features in every vise 
ales manager—rubber and packing 

, . n the line 

The lirectors also electe 
Zimmerman, Jr., director and a 
general manager of the U.S. Asbest enclosed screw 
Grev Rock Division, as vice-pr len , 

: : ’ i : shoulder-fit jaw inserts 
ind R J Gorecki. factory manager 
the Manhattan Rubber Divis 
director. 

. i 1 4] : 

Mr. Burrows, who jomned th Man one-piece no-pinch handle 
hattan Division in 1915, wa 


ager of the Roll & ‘Tank Departm« 
sales manager of Jaw widths: 3°, 3," 


steel channel slide 


cut-off tool 


pipe jaws 


befare he became 
Industrial Rubber Products ; for various nesds of shen, form 
Mr. Hazard started with the Pack , 
Division in 1945 as a sales repre garage, school, or home 
sentative in Minneapolis As sak 


} 


manager —rubber and packing ul Desmond gives 


On top of all this, 


ir 


headquarters will now be at the c« bi 
ser ou replaceable 
poration’s home office in Passaic, N. J ’ P 


Di 
Mr. Zimmerman joined U.S 
stos—Grey Rock in 1932 as an i pipe jaw inserts 


hardened steel 


la gu later becan SS] 
il engineer, late ecame n the two large sizes. 
iles manager and manager 1 


tomotive and industrial sales for t 
division and director of friction mate THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


nt for th 


rial research and developmen 


DESMOND-STEPHAN MFG. ° URBANA, OHIO 





SMOKE BOOTHS 


The smoking problem in shops where 
state laws or fire hazards prohibit em 
ployees from smoking in work areas , 
has been solved by one company, Foc y 
tory Management and Maintenance < , 

"y 9 Another sales-building advertisement from 
McGraw-Hill publication, reports. Spe 4 

eo Desmond, addressed to your prospects 


cial smoking booths seating four per 

sons were installed in non-hazordous through Mill & Factory, American Machinist, 
spots throughout the shop. The privi 
lege of a relaxing smoke in the open 2 ! publications. Total circulation more than 


—and in easy view of the section fore 
sim —tetemy Gatien ant ha Ged ' 135,000. For steady repeat business— 
promote Desmond 


room, cuts down time away from the 
& aw 


job 
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Modern Machine Shop, Foundry, and other 














povEvOY 


Power 
Transmission 
Equipment 


* Economical In Cost 
* Easily Installed 
* Efficient, Long Lasting 


= 


FLEXIBLE COUPLINGS: 

No lubrication required. Provide posi 
tive protection against vibrotion, 
torque, shock of intermittent loads 
Cushions changed without shut-down 
Light, medium and heavy duty: frac 
tional to over 2400 hp., 10 to over 
1200 rom 


Se 


VARIABLE SPEED PULLEYS: 
Quickly installed on new or old equip- 
ment. Change speed while machine is 


running. Ratios to 3 to 1. Fractional 


to 10 hp 


SELECT-O-SPEED TRANSMISSION: 
Economical as compared to other vari 
able speed transmissions. instant ad- 
justment over wide range of speeds. 
Hand wheel or lever control. Ratios 
to 10 to 1. Fractional to 5 hp 


UNIVERSAL JOINTS: 

Precision ground. Finest alloy steel 
No binding, backlash or end play. 13 
sizes. Bores “%& to 2 in. Lengths 2 to 
10% in. Diometers 4 to 4 in 


Send for catalog and engineering data 


LOVEJOY FLEXIBLE COUPLING CO. 


4879 W. Lake St., Chicage 44, Iilinois 


Deming Sales Meeting Marks 75th Year 


— 
ern > 
its 75th anniversary year with a 


ere Robert Davis, sales manager (poit 
heiss and Walter Walter, sal 


management out distribut 
55 sale program at it department | 
k-long meeting held 
Salem, Ohi I his 
75th in busine 

Deming, president 
nt om in DI 


ogres 


ted t 

He 

1 luding 
wille, Fla., 


rean'z 


0 


g at Salem 


Harry 


s¢ hool 


pre 


} 
] 


n Feb 
three 


VC 


CAS 


esident 


he 


this 


| l hallenge 


ex 





Super Tool Co. Opens New Plant 


y at Elk Rapids, Mich 


> tools and masonry an 
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HERE'S HOW YOU CAN LICK 
CORROSION AND LEAKAGE LOSS WITH 
KEYSTONE SPECIALIZED LUBRICANTS* 


HERE ARE NOTABLE EXAMPLES OF WHAT WE MEAN 











Food Canning— (1) Keystone 5P7 grease guarded 

the parts and bearings of citrus juice canning 

machines so effectively against acids, that not one 

part replacement was needed during entire season. 

2) (Plant Mgr. speaking) ““We’re sold! on your 

5P9 grease for our steam flow can closing machines. 

Under high-heat, high-acid conditions, we get 

P clean, fine lubrication with no down-time—and 

Keystone now we use 50° less grease than the previous brand.” 
3) Use of 2K5 Heavy in coffee can-closing 
machine valves results in higher vacuum, better 
fume resistance, clean can bottom... yet much 


offers a series of 
lubricants . . . job- 
Se less lubricant used. 


engineered to save — 
Metal Pleting—5P7 Light unaffected by dual bug- 


a lot of the money a-boo of high temperature and acid fumes as it 
. : lubricates a continuous chrome plating machine. 
you've been losing 
: . Paper Moaking—5P9 Medium won out over all 
to corrosion and greases tried in licking caustic fume damage to 
leakage loss. bearings in paper mill motors. 
Chemical Processing— 2K6 stopped corrosion, set a 
new record for pump life, induced highest vacuum 
in reciprocating pumps in presence of sulfuric acid 
fume and surge wash. 


Mr. Distributor, See New Sales Volume Possibilities Here? 


Tell the Keystone story of how to stop corrosion 
and leakage loss dead in their tracks, and you'll 
open up new accounts as well as sell more to the 
“regulars”. ..another example of Keystone- 
Distributor partners-in-profit-plan in action 
KEYSTONE LUBRICATING COMPANY, 21st, Clear- 
field & Lippincott Streets, Philadelphia 32, Pa. 


SPECIALIZED 
LUBRICANTS 
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When you want a “'soft’’ hammer 
that’s 
BR BETTER, SAFER 


B COSTS LESS anv 


B LASTS LONGER 


That's when you want - 


. D. Greenshields 


Pittsburgh Screw & Bolt 


Sr Jawhead ca 


Nati nal 
elected 
& Bolt 

‘ I I ror I present 

ost and a é ‘ ice May | 
). M. Yahr president of Pitts- 
gh Screw & It, | een elected 
chairman of the boar ft e imme 
diatel He wil resi president 

Mav | but will nt board 


hairman 


Mr. Greenshields has been with 
itional Screw & M(fg. for the past 
20 vears and execut president 


since 1952 He resident of 
the Industrial Fasten Institut 


Worthington Moves 
» best’ soft’ hammer you can buy! , 
The best meccamal ag buy 7 Detroit Office 


Worthington ¢ 
is moved it Det 
Grand Boulevard t 
vhere nev 





ATOMIC FLYING-BOAT 


The invasion of oil markets by 
atomic energy is beyond the thinking 
stage, Notional Petroleum News, Mc 
Grow-Hill publication, reports. British 


authorities soy engineers now are 


: working on plons for on atomic 
powered flying-boat. It would be able 
CHICAGO MFG. CO. to carry up to 200 passengers because 


. . , | woul ifi 
1301 Elston Ave. Chicago 22, Illinois EeeS Cone at Ce contend te 


‘e Mom 


tuel 
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ANOTHER FAIRBANKS PRODUCT! 


United States Rubber 
Plans Cincinnati Branch 


United States Rubber Co. has 
four-acre site on Para Drive 
iti, for a new branch office 

rehouse to be completed tl 
branch will serve 
outhern Indiana, Kentuck 
of Tennessee, West Virg 


rginia for the compan' 


ods, footwear and t 


It will be managed 
vith L. M. Sullivan 


: ! icqu I 
ical Works 
States Rubber’s 


Aaron Machinery 
Opens Buffalo Branch 
\ Machinery Co., N 


ypened 1 branch in Buff 


in remodeled q 
idwav, the new off 


ed by George M. Kraus, wl FAIRBANKS CASTERS without a king- wheels round out the Fairbanks line of in- 
n with R. C. Neal Co.. Buffal pin. Unique “Lockweld” construction of dustrial truck and caster wheels, 
the past 13 years. single and double ball race casters elimi- Tie-in to Cash-in with Fairbanks high- 
Mir. Kraus said the branch nate king-pin, chief source of caster failure, impact direct mail program that’s pre-selling 
mprove service to the fin and provides w' longer caster life. Match- your customers to create sales for you! 
in the Niagara Front ing rigids available. Heavy duty steel cast- This month your customers will be receiv- 
> ers and semi-steel casters complete full line ing Fairbanks hard-celling letters and pre- 


7 carry Or th s — 
ro ang sition t wee of neue ention motional literature on Fairbanks Casters 
equipment and neravine FAIRBANKS WHEELS, Series “500” Vu! without king-pin, and Fairbanks Rubber 
s canized Rubber Tired Wheels with roller Tired Wheels. This means extra business, 
bearings give long service, greater floor extra profits for you if you tie your own 
protection and require less effort to move promotion and selling in with our “Products 
under comparative load conditions. Solid of the Month.” You chalk up extra sales! 


rubber, semi-steel and molded plastic Extra profits! 


ie 





GENERAL SALES MANAGER 

Frank T. Budge, Miami, Fla I 

MeCred Mr. Met , 

/ i pecialst f 
th the 
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INDIVIDUALLY 


Vacuum-Tested 
to prevent ieaks! 





This 
True Ball Joint 
makes the 
difference 


You win several ways with Dart 
Unions. They're drop-tight. They can 
be used over and over. They're easy 
to install. You're ahead because vou save (1) the cost of a re- 
placemen: union, (2) the expense of removing an inferior union 
and installing a new one, and (3) possible damage to property 


and materials. Insist on Darts. 


QUICK FACTS 

@ Nut and body practically indes- 
tructible (of air refined, high test 
malleable iron) 


@ Leakproof because precision- 
machined to a true ball joint and 
spherically ground 


@ Each Dart is individually vacuum- 
tested — absolutely tight when it 
leaves the factory 


Extra wide seats of bronze alloy 
resist pitting and corrosion 


/ 
4, 


¢ 


@ You can't lose if you sel/ 
Darts. This quality prod- 
uct makes tients and 
keeps customers for you. 


Heavy shoulders (take 
severe wrenching with- 
out damage) 


i 
Welly, 


ayill 


UNIONS 
DART UNION COMPANY + PROVIDENCE 5, RHODE ISLAND 


The Fairbanks Co. — General Distributing Agents: Doster + New York + Pitteburgh + Rome, Ga. 
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HARRY VAN OSTEN (third from 
left with New York branch personnel 
vas | i at re! recently 


“ol, : . ‘ Odcter Mfg 


Oster Sales Manager 
Honored for Service 


Harry Van Osten, Eastern sales 
manager of Oster Mfg. (¢ was hon 
ored recently at a dinner and pre 
sented with a gold watch for complet 
ing 25 vears of service with the com- 
pany 

Eastern sales head for t vast 15 
vears, Mr. Van Osten in large of 
the company’s factory branch in Long 
Island Citv, N. Y. Oster officials said 
that it was largely through his efforts 
that th New York bran . estab 
lished 





Arthur T. Dalton 


Chicago Wheel & Mfg. 
Names Vice-President 


Chicago Wheel & Mfg. Co. has 
appointed Arthur T. Dalton as vice 
president in charge of sal 

He was former! anager and 
secretar f the fin In 1951 he 
served on the ad mmiuttee of 
the abrasive vy for the National 
Productior Washington 








FiTity Besistered’ Slings Chain, Wire Rope, 


THE STANDARD OF EFFICIENCY AND SAFETY 


—<—— 
LAE 


Oe, 


t 
\- 
“ 
° 


«ee, Quality ae 


Accoloy 125 
Stainless-Type 321 
Stainless 16-25-6 


“a Strand-Laid 

J = ee Cable-Laid 

Yon | Ts ard 6-part Braided 
.' 8-part Braided 


Look for this 
Sign of Safety 


Photo courtesy Allis-Cholmers 


Ask your ACCO Salesman to show you How to 
Increase Sales to Your Present Customers by 10% 


e It’s easy. And all your ACCO 
factory representative wants is a 
chance to prove it. 

Your ACCO salesman can show 
you a good source of new business. 
It’s good business, it’s repeat busi- 
ness and it’s business you can get 
without making any additional 
calls. 

Every one of your present cus- 
tomers who uses a hoist or a crane 
needs wire rope or chain slings 
Some of your customers may make 
their own slings...or use old- 
fashioned hand-made ones of ques- 
tionable safety. These are poten 
tial sales right in your own back 
yard. 

Your customers need the advan- 
tages of ACCO Registered—which 


keep inventory down and yet make 
fast deliveries which please cus- 
tomers and build your business. 


means premium, proof-tested 
slings, which pay off in lower lift- 
ing costs and greater safety. 

Your ACCO factory representa- 
tive has the facts. Ask him how he 
can increase your sales by 10%. If 
you don’t already know him, ask 


our nearest district office. 
*Trade Mark Registered 


ACCO MAKES BOTH CHAIN AND WIRE ROPE SLINGS... 
ACCO can supply both types of slings. As you know, there are places where 
one is preferable to the other. And there are places where a combination of 
both is called for. Whatever the set-up, ACCO Registered slings will fill the 
bill with greater safety. ACCO can advise you impartially, can furnish 
dependable information and effective sales promotion literature. 


AgCco AMERICAN CHAIN & CABLE 


BRIDGEPORT, CONN. 


Well illustrated literature heips 
you choose the right sling for your 
customers—eliminates any need 
for technical training. And ACCO’s 
distributor program enables you to 


for 
Better 
Value 


Atlanta, Boston, Chicago, Denver, Detroit, Houston, Los Angeles, 
New York, Odessa, Tex., Philadelphia, Pittsburgh, Portland, Ore., 
San Francisco, Wilkes-Barre, Pa.. York, Pa 


In Canada: Dominion Chain Co., Ltd., Niagara Falls, Ont 








GREATER PROFITS 
CLIPPER 


“Constant Consumer Demand 
/No Factory Sales to Users 
‘Nationally Advertised 
Firm Resale Price Policy gg 0 ee 


Jack Peters f Joh I Everett 


/ Highest Uniform Quality 2 od HC Wika, 
; Tampa, Fla , 





Allis-Chalmers 
Names Representatives 





Allis-Chalmers Mfg. Co. has ap- 
pointed four new representatives 
in its general machinery division 

Richard V. End has been as- 
signed to the Chicago warehouse sales 
unit; M. Morrow was named to the 
Cincinnati district ofice, R. G. Mor- 
ton to the New York office and Fred 
H. Branstetter. to the St. Louis office 


BELT LACING 


NEOPRENE MOUNTED lowa State ( leg Mir. Morton is a 
TO BRING YOU TOOL HOLDERS A Mecnstsites i-¢ chamiell euab 


is water conditioning representative. 
P . Mr. End: ynd Mr. Morrow are 
{el ing *-e with To ol - flex mec han a] engincerng graduates ot 
gT d ite tr ti { niversify of Ne 
FULL FLOATING me ~ 
HIGHER PROFITS LOW PRICES © LOW MAINTENANCE _ neccring graduate of Washington Unt- 


COMPETITIVE PRICES . , 
Mexico in mechanical engineering anc 
THAN EVER BEFORE! SUPERIOR PERFORMANCE 





IMMEDIATE DELIVERY ON 
ALL STANDARD MODELS 
a 0) Melt) Baa.) elcome): 
LOS ANGELES STOCK 


COUNTER AND WINDOW 
DISPLAY CARDS AVAILABLE 
TO CREATE SALES 


TOOL-FLEX MEANS REPEAT 
SALES THRU SATISFIED 


CUSTOMERS WIDE RANGE OF SIZES 
TO FIT ANY SECOND OPERATION 


DISTRIBUTORS TERRITORIES PHONE SALESMAN now workin 
a. ne g 

STILL AVAILABLE — WRITE BURG TOOL MFG. CO., INC. deve. 10-2 on the outside is Jim L. Crozier, Mid 
P.O. BOX 48. GARDENA,. CALIFORNIA States Industrial Corp Rockford. I] 
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Keller Tool Merges 
With Gardner-Denver 


Stockhoiders of Gardner-Denver 
f Ouincy, Ill, and Keller Tox 
Grand Haven, Mich.. hav 

onsolidation of the two con 
vith Keller Tool continuin 


ts present management as 


FOR 72 
YEARS 


ner-Denver division 
\V. Erickson, Keller Tool presi- 
has been elected execut 
nt of Gardner-Denver. Gifford 


€ remains as president 


ner-Denver 


t OF 
Erickson has been director R U B B t be 


Tool since 194 


“= HOME 


WRENS ass, caae HAS BEEN CURING 


I r has plants in Quincy; Deny 
I Grange, Mo.: in Canada and 
South America. It makes centrifuga 
srocating pumps, portable a1 
tationary air compressors, rock dril 
mountings, air tools f 
ind plant maintet 
her pneumat equipment 
Keller Tools, with two plant 
Haven and one in Reed ¢ 
makes portable pnet 
r the automotive, aircraft, « 
ippliance and other mdustt 
activities of the tw 
will be coordinated, tl 


nt said 


Macwhyte Names 
Sales Manager 


Franc D Holden has been ap 
manager of sales of Macwhvte 





stant genctal sales manage 


+8, he has been with the <« 


he has bee BELTING 
ules department since 


t for World War II Naval ser Transmission Coaveyor 
He attended Lawrence Colleg Elevator 


ing vacations. BACKING 


Sheet and Rod Packings 
for every purpose 


HOSE 


Steam—Acid—Mill 

Chemical—Creamery 

Suction—Water—Air 

Jetting—Sand Blast— 
Fire 


"N.B.O." 


the original 
BLACK SHEET 
PACKING 





HOT STEEL ON WHEELS 


Red hot hunks of steel are being 
trucked over Pittsburgh streets, but 
most pedestrians don't even know it 
according to Fleet Owner, McGraw-Hill 
publication. The ingots of about 12 
tons each are transported in specially 
nsulated containers from a steel com 
pony’s Pittsburgh works to a forging 
mill 30 miles away. Transporting them 
hot eliminates the necessity of process 
ing and reheating them at the forging 


mii! 














SERVICE HEADACHES 
FOR DISTRIBUTORS 


OF MECHANICAL RUBBER GOODS 


What a headache SERVICE can be when 
it’s more promise than performance! But 
you can cure such headaches (in fact, 
escape them altogether) with one sim- 
ple remedy. That's the HOME treatment 
.. . let Home Rubber take care of you, 
and your industrial customers; and the 
biggest service emergencies and unus- 
ual situations will be handled promptly, 
smoothly and painlessly—because that’s 
exactly what we're geared to do, 24 
hours a day, every day in the year any- 
where in the U.S.A. You have an un- 
beatable combination when you team 
up the QUALITY of Home Mechanical 
Rubber goods with Home Service. 


ERVING U 





INDUSTRY 
SINCE 188 


a xwowrow RUBBER CO. 


Factories and Main Office 
TRENTON 5, N. J. 


Branches: New York © Chicago 
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" Be 
Y R 
P; . 5 
y" t A 
x _ # a 
* r 
\ 
a 7 4 


~ There's another breakdown/ 
In the Future make Sure 
You use US.E. Fastener 


> at 








H. F. Seymour 


True Temper Corp. 
Names Seymour Director 


H. F. Seymour, president of Colum- 


bian Vi & Mfg. Corn., has been 
] } y 


/ a elected tor of True Temper 


Corp 


WHEN YOU RECOMMEND (SE) Fasteners EP ee 
YOU ARE ASSURED OF CUSTOMER SATISFACTION __ bss ‘tired as an cxccutive of the 


Cleveland manufacturer of hammers, 
axes: farm, lawn and garden tools, 
and other product 

4 co-founder of Columbian Vise 
Mr. Seymour is a past president of the 
American Supply & Machinery Manu 
facturers Association and the Ameri 


. - odieos mefactumers soci 
LAG ’ “CLOSED a Ha ire Manufa \ i 
SCREW FORWAY"”’ KORKER’ BACK” ion 


EXPANSION SHIELD EXPANSION SHIELD Can be wsed with Machine bolt ex 
For use in coment machine screws or pansion shield for 
brick and stone bolts Reavuires overhecd installa- 
drilling smal! shal tions. This design 
low hole, easy to prevents foreign 
install matter entering ex- 

pansion chamber 





Holds equally wel! 
in hollow or solid 
walls 


For almost half a century U.S.E, have designed and engineered 
products to meet the most rigid industricl requirements. 


The foremost purpose being to manufacture fasteners that make the 
simplest or most complex installations SAFE and SECURE. 


U.S.E. offers distributors the complete line, simplifying the hondling 
and sale of QUALITY FASTENERS and ANCHORS. 


U.S.E. Distributors get many sales aids, catalogs, illustrated booklets, 
selector charts, counter displays, and national advertising in trade 
and consumer magazines. Also, factory engineering assistance in 
technical problems. 


COMPANY POLICY: 
Recognized Jobbers Only 


Roger R. Peterson 


I ' . 
U. S. E. Selector Chart, a proven sales aid. U. S. Expansion Bolt 


It's your guide for recommending the proper ‘ ae 
Names District Manager 


anchor or fastener according to masonry 
classification and safe working loads. Roger R. Peterson has been named 
i district sales n inager fl S Ex- 
Copies of Selector Chart and sales aids available by writing. pansion Bolt ( 


Operating out of the firm's Chicago 


U. S. EXPANSION BOLT CO. Set, be all auar Now eadtivah 


, 


YORK, PA. DEPT. iD-3 Dakota. Nebr si Rewer 5 i and 


lowa west of Cedar Rap 
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RNC te 


Copper deserves MILVACO 


quality gate valves 
designed for profitable 
copper-tube jobs! 








f bron a tip from wholesalers and contractors who 
use Milvaco valves and fittings copper de 
serves Milvaco! This great line is preferred for those 
residential and commercial installations where cop 
Model 1145 (sweat type) per plumbing and heating is the mark of permanent 
© Non-rising stem © Working pressures quality and for a number of reasons 
125 Ib. steam,200 Ib. W.0.G, 1 
@® Sizes: % a", te . 


® Brass, Non-shock 1 


Sturdy, rugged con- 3. Outlets are uniform, 
struction makes these snug-fitting for quick 
valves last the life of the connections 

installation 4. All moving parts are 
2. Attractive, modern accurately machined to 
appearance helps mer eliminate binding and ex 
chandise any finished job cessive wear 


* Solid wedge disc 


And, besides this, the great size range offers you 
more profit opportunities. Yes, Milvaco quality 
pays off and deserves a place in your planning. 
For full details on the Model 1145 and other pro- 
ducts in the line, write direct: 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


2375 South Burrell Street 
Milwaukee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 
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Robert H. Holton 


Henry G. Thompson 
Makes Assignments 


G. Thompson & Son 

Robert H. Holton 

manager « York State terri- 
tory in addition to the Detroit-Cleve 


Somebody always nd tefry which he wall cota 


Broken leg or not, this is one tortoise who isn’t giving up the race. 
Not while his master knows that a caster is the best way to keep 
things maneuverable. 

Maybe the race isn't always to the swift, but the race for caster 
sales is usually won by the salesman who remembers that somebody 
always needs casters. Even the hardest-shelled purchasing men wake 
up to that fact when you remind them that efficient materials-han- 
dling often depends on reliable casters. Like those Bassick makes. 
They've earned their keep in thousands of plants ... on the 
toughest jobs. 

So ask for an order for Bassick’s 
in every office you enter. People know 
what you're talking about, too, 
because Bassick’s heavy advertising 
campaigns make them know it 

E. J. Marinan 


RUGGED SERIES 99 CASTER takes rough 
assignments in stride. Valuable Grease 
Retainer is standard on all sizes from 5” 
up. It prevents loss of 

swivel lubrication, adding 

extra miles of trouble- 

free service. Keeps haz 

ardous grease off floors, 

too. 


Tue Bassick Company, Bridgeport 2, Conn. Jn Canada: Belleville, Ont. 


row Bassick 


MAKING MORE KINDS OF CASTERS 
ie ’ MAKING CASTERS DO MORE 


Willard G. Moore 
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to head. | ] 
assistant to Mr 
State. 

Willard G. Moore has been 
pointed manager for Metro 
New York, including Yonkers 
dition to his responsibility for the 
Jersey and Philadelphia areas 

Mr. Marinan, besides 

has had three vears of tecl 
2 it the 


Marinan w 


1s 
Holton in New 


held 


Thompson testir 


Johns-Manville 
Names Vice-President 


| Bovle has been ck 
president of Johns-Manvilk 
ice-president, general manager 
lirector of Van Cleef Bros., Joh1 
subsidiary 
manager of Johns-Manville 
ling pr ducts in the Chicago dis 
trict since 1933, he has served the 
ompany for 38 vears in various sales 
ind management posts He has also 
been assistant manager in the Packing 
& Insulation Department in Cleve 
land and district manager in 
Detroit 
He assumes his new post with the 
Van Cleef division immediately 


sales 


S. C. Johnson & Son 
Names Sales Engineer 


George E.. Papp has been appointed 
sales engineer for the Industrial Prod 
ucts Department of S. C. Johnson & 
son 

With the 
district sales manager fo 
products in the Cleveland area, h 


selling ma 


} | 
firm smece last April as 
r industrial 


had 


SIX VcCars 


prior experience 
tools 


and has served " 
t instructor with the Army 
He is a graduate of Kent 


chine 
Mma hint 
Air Force 
University 

Mr. Papp will make his 
ers in Racine, Wis 


h idgu irt 





NO PAR ON CHEMICALS 


The increasing popularity of golf 
has meant a boon to the chemical in 
dustry, Chemical Week, McGraw-Hill 
publication, points out. Sales of golf 
balls (up from 16,000,000 in 1935 to 
33,000,000 in 1953) has given impetus 
to sales of alkyd resins, tung oil paint 
balota-rubber, silicone, chlorine, al 
cohols, and other chemical products 
used in golf-ball manufacture 











Worlds Most Complete 
... Most Profita ble L ine! 


Stock this complete 
and profitable line of 
world-famous centers. 


Fes 


Roger W. King 


191 Swoin Ave 
Meriden, Conn. 


Donald 8. Hunting 
7446 Vine St 
Cincinnati, Ohio 


Mi, 


563 lranistan Ave. 7 


Our new distribution pol- 

icy is establishing big 

profit potentials for se- 
lected distributors. The line is exclusive — na- 
tionally advertised . and has a READY 
Market (98% of the Machine Tool Builders 
choose Red-E for high speed production and 
precision grinding). 


ACCURACY is GUARANTEED! 


¢ ANTI-FRICTION « HIGH SPEED « CARBIDE TIPPED 
Every size, shank, taper and head. Ball, Roller 
and Tapered Roller Bearing assemblies. 


4 rertace WITH RED-£ and PROFIT! 


Become the ONE Source for ALL CENTERS. 
Call your RED-E REPRESENTATIVE FOR 
information, or write direct. 


Herren & Sims Co 
1601 St. Clair Ave. 
Clevelend, Ohie 


8. S. Meade Co 
604 Duquesne Terr 
Union, #. J. 


Fred 6. Littlejohn 
4511 Melrose Ave. 
Les Angeles, Cal. 


CENTER Specialists Since 1908 


‘READY TOOL COMPANY 


5, Conn. 
VISIT RED-£-ASTE, L. A., BOOTH 1025 
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che BROAD 


that’s 


EASY TO SELL 
MARLOW PUMPS 


Excellent engineering — dependable CHECKING STOCK of parts for Aro 
. air tools are Frank R. Merck f sales, 
design—modern manufacturing methods and Wiliam T. Girder 


have gained wide customer acceptance ent, at Dehler Bros. Co., Louisvilk 


ro} no 
rcnasing 


for Marlow Pumps. 

“Day-in and day-out” performance of 
Marlows, with their low maintenance and Themes Track & Caster 
high efficiencies, has further broadened Names Representatives 





this acceptance. Thomas Truck & Caster has ap 
pointed the following manufacturers 


These factors—plus progressive head- 


quarters sales organization and aggres- Jules Dierckz Distributors. Inc., New 
sive advertising and merchandising r ork City for the greater New York 

; Hohl Industrial Sales Co.. Buf 
programs—make Marlow Pumps mighty lo. for western New York State: Lee 
Keller, Grand Rapids, Mich., to cover 


the western-northern part of Mich 


There are many other advan- igan; Paul E. Neff, Dayton, Ohio, for 

: , . the Davton trading area: Ben Maxey 

age eC » Marlow line. ° . 
tages in selling the far Scranton, Pa., covering the Scranton 


igents to represent the frm 


easy to sell. 


Marlow district engineers, each Industrial area; and Jim Ehrhorn, Mt 
— Gretna, Pa., for th stern part of 

me i alist, help = 

one a pump specialist, hel; ~sonteens User 

dealers maintain inventories at 

balanced levels . . . help train 


dealer salesmen and help on 





tough application engineering he Marlow line is complete. 


problems. : Marlow builds pumps 
és exclusively for: 


Write today for information on this easy-to-sell, FROM NEW YORK to Miami was 
broad line of Marlow Pumps — the jump made by Albert Sami, presi 


dent, Lafayette Tool & Supply Co., 


RIDGEWOOD, NEW. JERSEY ; . . 
transplanting the business from La 
' fayette St.. New York City, back in 


iv> 
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HARRY J. LOCK, former general sales 
of R. C. Neal Co., Buffa 
en named assistant t 
it of Hanna Engineering Works 





American Steel & Wire 


Names Sales Executive 


Norman M. Sted, former Cleveland 
listrict sales manager for American 
Steel & Wire Dyivision of United 
States Steel Corp., has been promoted 
to assistant general manager of sales 
for the division 
Mr. Sted joined American Steel & 
Wire 29 vears ago in the order depart 
nent and has been im the sales de 
1934. His posts hav 
d Cleveland district 7e1 
ssistant manager of manu 


products sal 


partment since 
> + 
fa 

. and manager of n 


facturers products sales 





My boss never makes a move without 
asking me about it—ofterwards 





COLYMBIAN Hydraulic Vises 
speed up production 


"free both of 
\ operator's hands 


ERE is a modern vise .. . designed for today’s high speed 
operations. 
Its use enables operators to employ both hands to handle and 
position work. 
Vise is controlled by two simple foot pedals — one for power, 
the other for release. Stop control is adjustable so that the vise 
grips and holds production work with a single power stroke. 


Vise closing speed is %" per pump stroke. Jaws close without! 
damaging the “held” object. Full vise opening can be accomplished 
in 3 seconds. 

Maximum hydraulic pressure is 7,000 P.S.1. Maximum jaw 
pressure is 4,000 lbs. Safety valve protects against overloading. 


COLYMBIAN 
YU400 re columbian Vise & Wig. Co. 


CLEVELAND 4, OHIO 
SLEDGE-TESTED 


SOLD BY LEADING DISTRIBUTORS EVERYWHERE 
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CORRECT 
IDENTIFICATION 
OFTEN MEANS THE 
DIFFERENCE 
BETWEEN PROFIT 
AND LOSS! 


"AMERICAN 


INSIST ON AMERICAN 
AND OLD FAITHFUL 
MARKERS 

From raw meterial to fin- 
ished product from 
factory te point of distri- 
bution clear, legible 
markings are important to 
profitable production. 
You're sure of top-quality 





morkers to meet every 
need when you choose 
from the complete line of 
American and Old Faith- 
ful Markers 

Write today for your Free 
Marking Booklet. Dept 


ah ba 











ROBERT DENT, newly appointed 
' went at Morgans, Inc., 
1, Ga., chats with Jim Ham 


i nan 


Cottle, Dent Assume 


New Jobs At Morgans 


Henry Cottk Vas ippointed sales 
nanager ind R bert ] Dent pur 
ng gent it Morgans, Inc., 
Savanna 7a dustrial supply firm 
formerly handled 

buving for the firm, died 

8. On December 19, the 

lost it hairman of the 

| Morgan, also by death 

icl Ht. Morgan. Ir.. is president 

firt mich wa founded in 


Handle Revolvator Lines 


R tor Co. has appointed Car 
tes to sell its entire line of 


juIpme nt 





“WE'RE READY for a good year,” 
says D. W. Mauston, head of Towne 
Hdwe. & Supply Co., Muskegon, 
Mich 
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THERE'S 


BIG MONEY 


VARIABLE SPEED TRANSMISSIONS 


GET YOUR SHARE! 


LANDARD TRANSMISSION EQUIPMENT CO 
West Union Street, Pasadena 1. Cailf 


STOCK 


STANDARD 


VARIABLE SPEED TRANSMISSIONS 


ATLAS 


for quality 
and strength 


SCREW & SPECIALTY CO. 


450 BROOME STREET, DEPT. io 
NEW YORK 13, N.Y. 





HANDEE Abrasive Saw Blades 


a Bustite 


s 
os! pe ade’ 


510" 
nS ous 


yNVER?” 


yoo"? \e*" 
wat 


NOW IN NEW SELF SERVICE DISPLAY 


eee ie 
aa a 


Lilo © Wheel 


an 2 ed 


- 
‘as 


we 
“a, 


> 


*, 


Here's extra profit ... and you don’t have to do the 
selling. This eye-catching counter salesman will sell 
all the HANDeE blades it holds .. . just as fast as you 


can stock them. It’s a proven red hot, repeat item! 


Holds twelve blades—takes up only 7” x 812" coun- 
ter space. Each blade is individually packaged in at- 
tractive colorful protective envelope. Price is on each 
package and color coded for ready identification be- 
tween general purpose and masonry blades. 


CHICAGO WHEEL « mre. co. 


1101 West Monroe Street © Chicago 7 


does it Again! 


y 


Low investment 
Fast turnover 
Reduce inventory 


NOW ... no need to stock 
@ variety of blades 
Handee blades have a 
universal bushing fits 
most makes of grinders 
ond tools. 


HANDEE SAW BLADE DISPLAY INCLUDES: 


Three each of : 
blades, 8” general purpose blades, 8” masonry blades. 


7” general purpose blades, 7” masonry 


GET THE FACTS * MAIL THE COUPON TODAY 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St., Chicago, Illinois, Dept. ID 
Gentlemen: Please send me the following information checked 
below 
Information on HANDEE Chicago Wheel Abrasive 
Abrasive Sew Biodes franchise information for 
the complete line 


Nome 
Company 


Address 


Sey 
ee ee 
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ay 


A source of 
good repeat business 


This handy dispenser rack saves 
time and trouble for your customers. 
Roll shim stock (solid, not laminated) 
is neatly packaged and protected — 
four separate rolls, each a different 
gauge. Your customer just snips off 
stock as needed. When roll ends, you 
get an automatic reorder. Available 
in 6” x 100” rolls, brass or steel stock 
Your name printed free on top of rack 
when you order 25 or more racks. 





jo LAMINATED © 











ae — 





| 
|O COMPANY, INC. O 


Here's a product that tool engineers 
will buy again and again. SPEED 
VISE is a fast production tool that can 
be used without the need of expensive 
or complicated fixtures. Illustration 
shows two units being used on one mul- 
tiple spindle semi-automatic drilling 
machine for fast, low cost production. 
SPEED VISE gives your customers a 
hundred jigs in one. 


4103 Union Street, Glenbrook, Conn 


* SPEED VISE has a fast, positive action 
that saves tooling costs and speeds 
production. 

* SPEED VISE is sold only through recog- 
nized industrial distributors. 

* Liberal discount for stocking distribu- 
tors assures greater profits. 


* SPEED VISE is a big repeat seller be- 
cause the first sale proves the need 
for more. 


Write or wire now for information 


CARDINAL 


MACHINE COMPANY 


1819 Dona Street, Glendole, Caiifornic 
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Charles F. Bolden 


Establishes 


Bolden 
Die Supply Compan, 


Charles F. Bolden has formed the 
Bolden Die Supply ¢ it 740 Glenn 
St.. SW, Atlanta, Ga. A former sales 
man for the Industrial Serv: Co 
in the same building r. Bolden put 
Industrial 


chased that portion 
1 tn 


Service Co.'s busine hat apple 
st ping and metal-v 


Mr. Bolden will s 


ing and prod 


— 


im] 


die-makers 
ture parts, dressers 
bushings, 


ruards and wax | 


aU 


ground 


Pollard Bros. 
Names President 


n named 
Mfg. Co 
of A. R 





ROTTEN EGG DETECTOR 


A new electronic device can spot 
early stages of “green rot’ in eggs and 
discard the infected ones, Food Engi 
neering, McGraw-Hill publication says 
The technique hinges on the fact thot 
bacteria in rot-infected eggs produce 
a chemical thet fluoresces green under 
ultraviolet light. So u-vy beams are 
passed through eggs, and then tell-tale 
green wavelengths spark an electronic 
reject action 














BEFORE REORDERING, J. A. St 
Jol nanager, and T. L. Hukel, presi 
Bearing Co 


lampa liscuss quantities 





Automotive Service Group 
Plans Booth Conference 


The Automotive Service Industries 
Executive Booth Conference will 
held this vear December 7-8 at Chi 
Cago § Nav Pier 

Frank G. Stewart, chairman of the 
A.S.I. Joint Operating Committee and 
president of Standard Automotive Sup 
ply Co., Washington, D. C., said the 
pattern for the conference will closely; 
follow that of the conference held in 
1953. It will be attended by independ 
ent automotive wholesalers and manu 


facturers and invited guests 


Beaver Treasurer Named 


Max E. Chandler has been elected 
ontroller and treasurer of Beaver Pipe 





GOOD NEWS brightens things for 
Frank L. Laseter, Gondas, Inc., Miami, 
Fla. Mr. Laseter is vice president and 


1 
Saics manager 


RELIANCE 
SPRING LOCK WASHERS 


POF ert OTT ae MEN. GER, A te oe ELIE 


ELONGATION 


Designers and production men are well 

aware of forces constantly exerted in and 

around assembled ports. It is the reason behind 

the universal acceptance of the nut, bolt and lock 

washer type of industrial fastening. A Reliance Spring Lock Washer has 
the reactive range and reactive pressure to keep tension on a bolted 
assembly long after wear, vibration and bolt elongation have destroyed 
the effectiveness of a less efficient type of fastening. That is why we scy 
Reliance Spring Lock Washers keep bolted assemblies tighter longer. For 
complete information, write for engineering folder W-50. No obligation. 





~ 


EATON MANUFACTURING COMPANY 
xa RELIANCE DIVISION 


OFFICES and PLANTS 550 Charles Ave., S.£., Massillon, Obie 


Sales Offices New York * Cleveland * Detroit 
Chicago * St. Lovis * Son Francisco * Montreol 
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CAPITOL 


3000 and 60007 
FORGED STEEL 


COUPLINGS 


MANAGER 
lampa, Fla 
Boese, ¥ 





Telephone Publication 
Features Distributor 


Mahoning Valley Supply Co., 
Youngstown, Ohio. was featured in a 
nt issu< f the Ohio Bell Voice, 
ition of The Ohio Bell Tel 


ed the distribut 

ind how it han 

lles its telepl elling in an artic] 

for all entith e Sell to Industry The 

P I ! rprise”’ Collect 
high pressure i service In nmunities ane 


ts hea iquarter 


installations ind branches in Akron and Canton 


Both 3000# and 6000# 
couplings are manufactured 
to ASTM Specification A-105, 





Available in full and half 
couplings for immediate 
shipment from stock in sizes: 
3000# — 4" through 4” 
6000 # — 4" through 3” 





( i” 


GABIIOM 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO J CHECKING SALES AIDES ax 
, 


Hammond, formerly with 
COUPLINGS — NIPPLES — UNIONS — RADIANT \ : lesmat : a hy 
HEAT FITTINGS — FURWACE COILS — : inager rt 
WELL SUPPLIES — STEEL PIPE FITTINGS 
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Want to ZIP 
into a steady 
income? 


Noturally! The easiest woy is te 
carry the Zip line of “T” Slot Bolts 
and machine tool accessories Zip 
Products are in constant use day in 
and day out in every machine shop 
This meons repect business and in- 
sures steady income 

Your customers will thank you if you 
con supply their needs promptly from 
your stock 

Remember—"You can’t do business 

from empty shelves.” 

Now Packaged For Your Convenience 


Immediate Deliveries From Stock— 
Any Quantities 


GEO. WH. SELTZER & CO. 


DREXEL HILL, PA 








BUY THE BEST! 
Shackle Chain 
HOOKS 


use on 
“HIGH TEST” 


Chain 
EXTRA STRONG 


Even the pin is made 
of hi-strength steel ond 
heat-treated Available 
for chain sizes 14”, 5/16”, 
le a", %" 

SAVES TIME—can be attoched anywhere on 
the job. Only a pair of pliers needed 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Avoilable in sizes &" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or golvonized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 

















“The extra power in this 
NEW B&D 7° SANDER 


helps clinch more sales!” 


SAYS MR. W. G. CHRISTEE, PRESIDENT, 
BARRETT, CHRISTEE COMPANY, CHICAGO, ILLINOIS 


“When we demonstrate the extra power of this new Black & 
Decker 7” Standard Sander, our selling job is 90° done! Usually 
one demonstration is all our men need to clinch an order. Black & 
Decker has put 20°% more power in this new model—and one or 
two passes over the toughest jobs certainly proves it. Other fea 
tures both we and our customers like are the lighter weight, im 
proved motor cooling, the better shape of the handle and the 


spiral bevel gears that provide an even flow of power. 


“For the prospect who’s seeking a sander to stand the gaff on 
general service maintenance or production jobs, here’s his answer 
we're finding that out every time we demonstrate.” 


Progressive distributors from coast to coast echo Mr. Christee’s 
feelings—about all Black & Decker built-for-the-job tools. You'll 
close more sales with more prospects when you demonstrate 
Black & Decker. Tue Brack & Decker Manvuracturine Co., 
Department 2403, Towson 4, Maryland 


LEADING DISTRIBUTORS EVERYWHERE SELL 


nck i Decker 


PORTABLE 
ELECTRIC TOOLS 











MORGAN 
VISES 


R. H. Longwell 


Sales Appointments 
Announced by Chain Belt 
1amed R H 


le 
~ MACHINISTS’ BENCH saies man 


| £ eo at a a 
Solid Jaw and Stationary Base iger Ol ‘ ahs 
ecel vith th iny’s Kansas 


had 25 years’ 








pericn hi g c -roducts 

Winstor eague has been ap 
pointed sales engi I th the Los 
Angel listric ; 

WW ith he compa! n 1950. he 
was recently sal ngineer in the San 


COMBINATION PIPE Francisco distr 1 University 
f California graduate in industrial 








engineering 


MACHINISTS’ BENCH 


SOLID JAW & SWIVEL BASE 


SHEET METAL VISE = . 
Solid Jow and Swivel Base Since 1892 Morgan Vises have been pre- 


————=="___ ferred by Industrial Buyers the world over. 
This preference means more profitable 
sales, and easier too, for Morgan distribu- 
tors. Morgan's engineering and production 
facilities have always been devoted ex- 
clusively to. the manufacture of the best 
Sms Shen ee vises that can be produced. Look to Mor- 
== gan for these plus features: Accurately 
machined semi-steel castings—replaceable 
jaws—nickel plated handles and side 
locks on machinists’ vises—tubular steel 
handles on woodworkers’ vises—individ- Winston E. Teague 
vally packaged—nationally advertised— 
woumee wan UNCONDITIONALLY GUARANTEED. 
~ +--+ TIPS ON TRAFFIC RULES 


By stocking a range of types and sizes of Morgan Information about new rules on one- 
Vises you can fill the Industrial Buyer's “WANTED: way traffic can be obtained at a 
AT ONCE" orders from your stock. Morgan vises ore Phoenix, Ariz., gasoline station, No- 
sold only through authorized distributors. Write today tional Petroleum News, McGraw-Hill 
for the Morgon Distributor's Plan. publication, reports. The station pro- 


prietors have printed stickers, to be 
placed on the dashboords of cars list- 


HINGED mM ° - G A N Vi s E Cc ° M PA N Y ing local streets reecntly converted to 


rive Vise 110 M. JEFFERSON ST. + CHICAGO 6, ILLINOTS” one-way traffic 





























J 
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Abrasive Machine Corp. 
Bought by Carborundum 


Che Carborundum Co. has acquired 


Curtis Machine Corp., Jamestown, | 


N. Y., manufacturer of abrasive belt 
machines. 
[he merger was by stock transfer 


with Lincoln Park Industries, Curtis | 


Machine parent company. 

Gene DeMambro, president of 
Lincoln Park Industries and president 
and general manager of Curtis Ma 
chine since 1946. will continue to 
head Curtis Machine, reporting to 
William H. Wendel, vice-president in 
charge of Carborundum’s Coated 
Abrasives Division in Wheatfield, 
N. Y. Mr. Wendel will coordinate 
the activities of the new subsidiary in 
The Carborundum Co 

Curtis Machine was organized in 
1913 to make belt sanders and 
for the furniture in 


has 


rub 
bing machinery 
For the past ten years it 
: 

developed machines for abrasive belt 


dustrs 


grinding in the metal industry 

4 joimt statement of General Clin 
ton P. Anderson, Carborundum presi 
dent, and Mr. DeMambro, said the 
purchase makes possible “close integra 


tion of Curtis Machine’s engineering 


skill in abrasive belt machine building | 


ind Carborundum’s abrasive belt en 

gineering know-hew.” They said the 

move is intended to provide new ma 
hines and improved belts, with greater 
ced and economy. 





WVerli 


PU 


are backed by 47 
‘years of expervence 


Verti-Line Turbine Pumps are the 


| result of almost half a century of 
| experience in pump research, de- 


sign, engineering, manufacturing. 


Designed and engineered into every 
Verti-Line Pump are feature after 
feature that have been proven in- 
the-field to give better balanced 
performance and efficiency. 


The highest standards of manufac- 
turing quality-control in the tur- 
| bine pump industry guarantee that 


| Verti-Line Pumps are made to last 
| longer, operating under the tough- 


est conditions. 


More than 100,000 satisfied ver- 
tical pump users agree there’s no 


| pump like Verti-Line for low first 
| cost, economical operation, and 
negligible maintenance. 


| 
| 


Ray Sullivan 


Toledo Pipe 
Assigns Salesman 


I he Toledo Pipe Threadit 

( has ippointed R 

t sales staff overing 
New York State, western Penn 
ister! Ohio ind We t \ g 


He ha worked If ‘ 


Whatever your vertical 
pump needs — investigate 
Verti-Line 

before you buy. 


Send for your free 
copy of ovr new 
booklet, “Pumps for 
Sale"’ . Ask for 
Bulletin 1-35 





In 
Ali Industry 





er 


Verti-Line Pumps are the exclusive products of 
LAYNE & BOWLER PUMP COMPANY 
general offices and main plant 


2943 VAIL AVENUE « LOS ANGELES 22, CALIFORNIA 
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TM 0 
Evans King-Size 
10-ft. Steel Tape 


STANDS UP STRAIGHT 
for UPRIGHT 
MEASUREMENTS 


Those long upright measurements are easy 
and accurate with this new EVANS King-Size 
10-ft. White-Tape. The 33% wider blade 
(full 44") stays straight up without bending 
or buckling. You get a free belt clip and Tenite 
utility case with every tape. Sliding end hook 
for inside or outside measuring and 





it's marked so you don't have to figure! 
no other tape is marked this Evans way. 








2i2, ;.,2/8, 1. ,214 








Whichever way you work, in inches or feet and inches, 
you read instantly without having to stop and figure. 


The EVANS King-Size White-Tape Is the Top 10-ft 


$939 
Tape Value at only 2= Retail everywhere in U.S.A. 





another 
EVANS 


value — 
THE 
ONLY 
12-FOOT 
POCKET 
WHITE-TAPE 


Stendard Blade 


4” wide ; .— 


" ; This L-O-N-G-E-R 
ow, « ket stee 
tape ous eaten a j~ Pocket White-Tape only $] 89 


. 
— ‘ — a am Retail everywhere in USA 
nience end imeccu 
recy of adding two 
measurements as you do with shorter tapes. Exclusive EVANS double markings 
(same as King-Size above). Chrome plated case is no bigger than cases for 
shorter tapes. Self-adjusting sliding hook for 100° accurate inside or ovtude 
measurements. Each tape packed in FREE transparent Tenite utility case 


Let us help you sell more tapes. Write for free supply of leaflet 19D 


co. 
400 Trumbull Street, Elizabeth, N. J., U.S.A 


Makers of Evans “Long T apes 25-50-75-100 ft. and Evans 6-41. Folding Rules 
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D. Tyrrell & T. W. Willson, Sr. 


Ray-O-Vaec Offers 
To Buy Willson Products 


Ray-O-Vac Co., Madison, Wis.. 
has offered to buy all the outstanding 
stock of Wilson Products, Inc., of 
Reading, Pa. D. Tyrrell, president and 
chairman of Ray-O-Vac and Thomas 
W. Willson, Sr., president of Willson 
Products, announced jointly recently 

Distribution and merchandising of 
Ray-O-Vac’s dry batteries and other 
products closely parallels that of 
Willson Products in both the domestic 
and foreign fields, managements of 
the two firms pointed out. Willson 
has a factory in Reading, and Ray-O 
Vac has eight domestic and foreign 
plants 


Rack Engineering 
Opens New Plant 

Rack Engineering Co. of California 
has opened a new fabricating and as 


sembly plant at Gardena, Calif 
M. A. Travis, vice-president in 


| charge of sales and manufacturing, 


will direct the West Coast operation, 
which is associated with Rack Engi 
neering Co., Connellsville, Pa 





MORE BEEF 


More beef may be put on American 
tabies through the use of nitrogen fer- 
tilizers, Food Engineering, McGraw- 
Hill publication, reports. In Colorado's 
first pilot test in enrichment of moun- 
tain meadows, applications of 100 Ibs. 
of nitrogen per acre have resulted in 
extra forage translating into beef in 
the ratio of $3 worth of meat per $1 
worth of fertilizer 














Almond Mfg. Purchased, 
Moved to Cleveland 


Certain assets of the T. R. Almond 
Mfg. Co. of Ashburnham, Mass., have 
been purchased and moved to Cleve 
land, Donald M. Pattison, president 
ind general manager of the new com 
pany, has announced. 
Now under completely new manage 
ment, the company has been chartered 
1s an Ohio corporation and will con 
tinue making drill chucks and medium 
duty three-jaw geared schroll and in 
dependent lathe chucks, the owners 
said. It is located in a modern, sing 
floor plant on a three-acre site in 
Willoughby, four miles from the 
Cleveland city limits 
r. R. Almond Mfg. Co. was first 
rganized in 1872. Mr. Pattison, who Hardened, alloy-steel jaws can never 
ctor and vice-president in net fall, Seese er brohes anne 
of sales of The Warner & 
isey Co., formed the new corpora 
tion last fall to purchase the Almond 
name and certain assets 
Directors of the new firm, in addi 
tion to Mr. Pattison, are Charles M pennies 
French, president of the Great Lakes ; lee EDEL LLLLLLL LLY ie 
Box Co.; E. B. Gausby, secretary of 
Che Warner & Swasey Co.; Albert | 
Ray, president of Gahr Machine Co 
ind Stanley A. Woleben, vice-presi 
dent of Armstrong-Blum Mfg. Co 


they are mold-welded into a perfect 


and permanent union 


—, 





EVERY DETAIL IS 


‘ The hardened alloy-steel jaw facings of the Reed vise make jaw 
replacement unnecessary. Because they are permanently welded into 
position, they avoid the nuisance of lost, loose or broken jaws so 
often encountered with ordinary vises. Together with other exclusive 
Reed features, they create a sturdy, solid-as-a-rock vise that will out- 
last and out-perform any other vise on the market. The alloy steel 
screw and vise nut are machined to close tolerance for maximum 
bearing, easy operation and perfect alignment. An adjustable front 
end bearing and a longitudinal take-up on the vise nut maintain align- 
ment and eliminate all lost motion permanently. Castings are of 

J. T. Roselle sound, semi-steel, contoured for heavy sections at all stress points 

while permitting maximum accessibility to the work. 

Ohio Brass Names 
New York Manager it pays to sell quality! Because they ‘carry the load 
under the hardest conditions of usage, REED Vises make 
, J. I. Roselle h - been ippointed friends for the distributor who sells them. Take advantage 
listrict manager for the Valve Depart 
nt of Ohio Brass (¢ in New York 


of this profit ong good-will power by maimntaming oan 


adequate stock at all times 


MANUFACTURING COMPANY 


ERIE, PENNSYLVANIA «+ U.S. A. 
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GRAPHITED BEARINGS 

another WITH THE EXCLUSIVE 

outstanding RANDALL GRAPHITING 

distributor FORMULA THAT MAKES 
THE DIFFERENCE 








product by 


: Cndal! 





Erie Tool Works 
Names Representatives 
* Ideal for applications subject to: 
Erie Tool Works has appointed 


neglect r n If . a “PI 
it vase 2nat e, ebacrme! temper Blunt, French & Young, of Boston, 
atures, moisture and slow speeds to represent the company in the six 
: , New England states 
* Graphite will not crumble or wash out - * Rahet Conner, femes Kennedy, 
M P , : Robert French and John Blunt will 
+ Many styles of greoving—drilled holes Pm cover the territory The firm will 
, , ‘ handle the Erie line of heavy-duty 
* Available in all SH stock sizes or to Shown above is the patented RG 9 wrenches, pipe cutters, vises and vise 
blueprint specifications type graphiting which has been stands as well as the company’s entire 
specially designed for controlled lee hand pipe tools and Stillson 
lubrication in housings with oil ~~ “. pipe : —s 
reservoir. This exclusive, double wrenches for the industrial supply, 
lubricated graphited bushing wholesale hardware, and plumbing 
with feed plugs will add to the and heating trades 
life of bearing applications. 


Randall graphited bearings are standard equipment on Scovill Mfg. 
nany styles of machines. They require practically no 
ind afford protection even when subject to 
glect ‘ vies . or t ¥ y es . . 
ay Og ~ ——s in — Scovill Mfg. Co. has made several 

0 > - z » ' s > 
r drilled holes can be furnished in organizational changes at its main 


flange bearings, thrust washers or other roe 
cylindrical shapes —~ } \ : — 
Randall's exclusive graphited bronze Arthur M. Roger ormeriy assist 


bushings are representative of the man) mt to the vice-president in charge of 
other outstanding distributor products 


offered in the Randall line. All are backed assistant to Arthur x, vice 
by nearly half a century of sleeve bear- president and general manager, along 
, Write toda) George A. Goss, Jr., formerly 


Re-organizes Staff 


manufacturing sales, | been named 


ing application experience with c 

for more complete information on budget director. Emes Rumberg, 

Randall's exclusive graphited bushings assistant planning director, has been 
named director of planning, succeed 
ing John B. Goss who resigned re- 
cently because of il 


BRONZE BAR STOCK GRAPHITED BEARINGS Besides these appointments the fol 


BRONZE BUSHINGS THRUST WASHERS lowing main plant executives will re 
port to Mr. Hick au Fenton, 


PILLOW BLOCKS SAFETY COLLARS vice-president in charge of sales, and 
SHEET LUBRICATOR BRONZE CASTING Henry W Id president in 
charge of production and tools, in the 


RANDALL GRAPHITE BEARINGS, INC. P Gon 


sales, ind Jon 


1009 S. GREENLAWN AVENUE, LIMA, OHIO ager, in th mill 
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Duplication Charged 
in Business Agencies 


Warning against duphic ition and 
I ederal “empire-building,” the Cham- 
ber of Commerce of the ~U nited States 
has urged that the Small Business Ad 
ministration be absorbed in the De 
partment of Commerce. 

What's the difference | 
yusiness and small business?” 
ber of 
Experts 


1.UUU 


between big 


a Cham 

statement 
{ firm employing 
might be « 
industries, 


commerce asks. 
disagree. 
workers 


in 


sidered 


some small’ in 


ig 
: J 
thers 


Business, big 


g 

has certain problems it 

taxes and Go 

m. “It is illogical to m 

Government 
They’ re 


17 
or small, say 
Chamber, 
such 
regulati 


non, 


is 


> , 
A igencies S¢ 
nd to du 


Ness 


ther 


Anoth 


tatement 


; 
wi 


: 
inomaly, says 
that 


s for some 


1 
smal 


million enterpt 

the value 
“If S.B.A 

s huge area of our e 

| become anoth« 

heduled 


June 


ninistT 


to expire 
ver Adt 
in extension 
The Chamber 
S.B.A 
Dey 


Allen-Bradley 
Names Representatives 


R Gor 

Bradley Co., ha 

Detroit office as 
ld Mittelman has 

ng staff if the 


ber 


necr for 
been assig 


, engi 
{Ff 


} 
Saies Cngincer 


Cin 





DETERGENTS FOR GARDEN 


Tests experi 
mental station indicate that a deter 
gent, 


ot an agricultural 
combined with an ammonium 
nitrate solution, is an effective weed 
killer, Chemical Week, McGraw-Hill 
publication, says. 
wetting agent, 


By acting as oa 
the detergent gives 
even coverage of the plant and dis 
solves a waxy covering on the leaves 
so thot the liquid nitrogen can kill 
the tissue more easily 








iq TOLEDO 


VISE STAND 


a Sturdy Lightweight Work Bench! 


BUILT-IN TRAY 
folds for easy 
carrying 


Handy new Toledo No. 8 
Vise Stand goes to any 
pipe-fitting job easily . . 
sets up or takes down quickly 

. saves time and effort. All one unit, no loose parts. Extra rugged, 
won't fold up in use. Large size vise base for easy mounting of 
Toledo or other vises. 3 pipe benders, J per of tool slots, pipe 
rest, ceiling brace. Sell and recommend this great value to your 
customers! 


TOLEDO PIPE VISE 


Bas 


Small Pipe Tees, Elis 
from Ve Valves 


Exclustue 
ROCKING-WEDGE 
ACTION JAWS 


Larger Pipe 
to 2% 


Grips any shape without crushing. Jaw action tends to eliminate 
marking of pipe. Heat treated jaws. Capacity—No. 1 Vise, %”’ 
to 2%’". You can't beat it for performance on the job— profits for you! 


TOLEDO PIPE THREADING MACHINE CO. 
Toledo 4, Ohio 


a ae. 


Pipe Tools 


PIPE THREADERS 
PIPE WRENCHES 
POWER PIPE MACHINES 


Trade ee 


voy 
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BEST SELLERS 


Order both and 
increase your sales 


HARRISBURG SEAMLESS 
STEEL PIPE COUPLINGS 


d and threaded on special 
assuring highest accuracy 
eight angle and lead. 

ed t AP and A.IS.I 


o- 


we 


HARRISBURG DROP-FORGED 
STEEL PIPE FLANGES 


the most 


new t exacting requirements of 


power piping users for oil field, utility 


und industrial um Manufactured to 


AS.A. specifications 


WRITE TODAY FOR CATALOGS AND 
CURRENT DISTRIBUTOR PRICES 


WSC -1D-3/54 


Lei veaes ia 


Harrisburg Steel 


CORPORATION 


PEMMSTLVAMIA'S CAPITAL 


sales managers of Geo. D. Roper Cor 


itly in Rockford, II 


for a special sales 


includes Ken Adams, from Atlanta, Ga.; D 


kinson, Rockford; J. C. Krum, Kalamazox 


ind Bol 





Insurance Frauds 
Called Preventable 


Employer cooperation and ade 


quate funds for control methods can 
prevent many unemployment insur 
unce frauds, New York State officials 
mnounced recently 
Extensive field investigations x 
ntly showed about 24 fraud in 
urance claims for one week, Richard 
of the State’s 
of Employment, reported 
f these could have been 
ie said. with more funds 
methods and better co 
m some employers who 


kway, Director 


upply facts. In most 
sud consisted of collection 
More than 
; involved only one week 


nth ne dav 


while working 





SAFETY UNDER BOLTS 


Roof bolts, mining safety devices, 
now ore being installed in the nation’s 
coal mines ot a rate of 1.95 million 
per month, and 25.8 per cent of bitu- 
minous production is now mined under 
roof bolts, Cool Age, McGraw-Hill 
publication, reports. During the period 
from July 1, 1953 to June 30, 1954, 215 
roof-fall fatalities occurred among oa 
total of 370 underground fotolities 
Rates were 0.257 roof-foll fatals per 
million tons under bolts as compared 
with 1.33 roof-foll fatals per million 
tons in mines wheer coal is recovered 
under timber supports 
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International Nickel 
Names Executives 


Albert P. Gagnebin | ecn named 
assistant manager he Nickel Sales 
Department of h International 
Nickel Ce 

Edward B. Bitzer 
assistant manager, Nicl 
partment 

Mr. Gagnebin 
pany’s Research | 
and since 1949 h 
velopment & R« 
New York Cit Nit 


ompan 


; 


ippointed 


s, De 


joined the 
nected with consum 
ber of vears and re 
charge of industt 
light industry sal HH 
cerned with the 
in all markets of tl 
company’s Huntimg 

1] } 


ing mill and 


} 


foundn 


Wilton Tool Buys 
Rapid Titan Firm 
Wilton Tool Mfg. ¢ 


chased inventory, eq 
ind all other asset 
Mfg. Co. of Pentwat 
undisclosed sum 

Hugh W. Vogl, Wilt 


the 


dent, said 
acquisition was | 
the patent for a ray 
duced by Rapid 
Wilton line will b 
idvantage of th« 
clamps and rela 





3 New Heavy-Duty SKIL Saws 
Priced to Let You 


Sell Even The Smallest Shops! 


Here's an opportunity tor you to sub- 
stantially increase your market and 
sales. For the first time in history, 
heavy-duty SKIL Saws are available 
at prices this low. Even an operation 
with only occasional need for a power 
Saw iS a prospect at these prices 
This SKIL trio equips you to sell 
every need. These heavy-duty tools 
cut metal, plastic, wood, and even 
stone with equal ease and accuracy 
And, remember! These are genuine 
heavy-duty SKIL Saws—with new 
more powerful motors — still at rec- 


ord low prices. 


: , ’ Three sizes for every cutting job 
New 612” Model 864 —6%"— 7o"— 8%" 


only $5950 


—and it cuts 
2 x 4's at 45° bevel! 


Exclusive SKIL Features 
Make Your Selling Job Easier 


Extreme light weight and the famous ® Ball and needle roller bearings 

SKIL balanced design for easy han- throughout. ; 

dling. Quick-acting depth and bevel ay 
Easy, fast cutting in any position. adjustment. New 7%" Model 874 
High speed blade. Calibrated rip fence for both right 

Rugged, heavy-duty motor. and left hand cuts. - Only $69.50 
Strong die-cast aluminum motor Safety guard retracting handle for 

housing. pocket cuts and abrasive disc use. 





BRIEF SPECIFICATIONS 
Model No. 864 s74 ee4 
Blade Diemete:s 6%" 7" su’ 
Maximum Depth «f Cut ™’” 2%" 27h%° 
Depth Cut at 45 1%” 1h" 2%" 
No-Lead Speed 6500 ¢.p.m. 6000 r.p.m. 6000 r.p.m. 
Net Weight 10% Ibs. 13% Ibs. 14% Ibs. 


Made only by SKIL Corporation 
formerty SKILSAW, Inc 
5033 Elston Avenue, Chicago 30. IMinois ” 
3601 Dundas Street West, Toronto 9. Ontario § New 8% Model 884 
Factory Branches in ALL Leading Cities Only $79.50 
& 














PORTABL TOOLS 


CONTACT YOUR NEAREST SKIL BRANCH OR WRITE DIRECT 
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1. FULL COLOR, SOUND FILMS are available for training 
distributor salesmen. Here you see one of the Delta films 
being produced. Tom Mortimer, Woodworking Product Man- 
ager, is explaining operation of the Delta woodworking 
planer. In the foreground, acting as director, is Richard J. 
Brown, Delta's Advertising and Sales Promotion Manager. 


2. COLORFUL ILLUSTRATED CATALOGS have long been a 
feature of Delta's distributor-help program. A special cata- 
log, suitable for use as a self-mailer, has been prepared to 
help promote Delta's new 14” Drill Press line. This line will 
be included in the new general catalog. 


e FACTORY... 


MANAGEMENT AND MAINTENANCE 








abe 


YaLe. 
a 


3. SELF-MAILERS are widely used by Delta 
distributors . . . and with good reason. For 
Delta offers a large number of attractive 
mailing pieces. One covers the entire metal- 
working line; another the entire woodwork- 
ing line; others cover individual tools. 
Delta also makes available display units to 
enable distributors to set up an outstanding 
floor display. 


5. RICHARD J. BROWN, Advertising and 
Sales Promotion Manager, directs the Delta 
distributor-help program. And, as might be 
expected, Mr. Brown spends plenty of time 
and effort to insure that Delta advertising 
appears in the magazines that reach the 
men who buy .. . the men who are most 
important to distributors. 


CELL Te Bo Moc Ud 
Parnes Toole Ary Parr Werke ew’ 





4. DELTA DISTRIBUTORS get the powerful sales help of a heavy sched- 
ule of advertising in leading industrial publications. And this advertising 
is merchandised monthly, to insure that Delta distributors know what 
machines are featured and what fields are reached. 


iss 
Ad rh NV 
7 mee € 


a$ Ue, ind 
‘he ‘ i 
“Nap "eo / 


C/ 


6. “ONE OF THE MAINSTAYS" is the way Mr. Brown describes the part 
FACTORY plays in the Delta advertising program. ‘‘It plays an extremely 
large part in reaching the general industrial market . . . a market that 
includes production and plant maintenance." 

FACTORY's value for Delta is in reaching the plant operating men 
who buy. . . the very men salesmen find hardest to see and sell. in this 
area, FACTORY reaches more men than any other industrial magazine. 

On every product line YOU handle, ask for the kind of sales support 
that includes advertising in FACTORY. 


sales volume for you—on every product line you handle. Ask for the sales support that includes regular advertising in FACTORY 





A McGRAW-HILL PUBLICATION, 330 WEST 42nd STREET, NEW YORK 36, NEW YORK 





“om > 
Huot priv’ 


TelLL YOUR CUSTOMERS about this ideal filing 
for their drills! No more rumaging 
drawers and boxes. Indexes 
sizes to hold one-of-a-size of 
letter, metric, stub or 
taper shank drills 
Drills not furnished 

Made of steel, hammer 
lin enameled. The con 
venience and attractive 
prices make them sell on 
sight. Remember 


“Huot rhymes with Do it” 


Write for catalog pages 


HUOT MFG. CO. *)-c.." 


aeystem 
around in dark 
are made in 17 
fractional, number 





GEORGE A. PAUL: 


Printed Matter 
Is Salesman’s Ally 
Vhere wa 
| Mid-State 
rd, I 


ing primarily as 


finn 


Industrial 


ind 
the 


manufacturer 
But 
] 


my 
rement fact 


matter 


says George A. 
Corp., 
when I thought of 
the concern 
firm's 


that 


is also the salesman’s 





THE MOST VERSATILE TOOL 


THE TOOL 
YOU CAN SELL 
TO ALL 
INDUSTRIES 


Key-Hok SELLS FAST becouse it cuts wood, 
metol, cuts costs on all types of installation 
maintenance work. Cuts steel plete, transite, 
pipe, corrugated metals, al! kinds of building mate 
rials, etc. Can't be beat for heavy duty cutting jobs, 
in ‘e” ond heovier steel and other alloys—even 
steiniess steel! Here is @ tool that mokes ALL 
industry your ready customer. Key-Hok fits any 
heavy-duty 4” electric or cir drill with chuck 
speeds of 2000 to 3000 R.P.M 


KEY-HAK DIVISION 


PRODUCERS & DISTRIBUTORS Inc. 


714 South Sixth St Allentown, Pa 


The 
cuts 
and 


PORTABLE 


POWER SAW. 





Selling Key-Hak assures 
repeat sales of PAD high 
speed power Saw Blades 


| 
=. 


And for every Key-Hok Sew you 
sell, there ore continuing soles of 
PAD Power Sew Blades. There is 
@ PAD High Speed —e for every 
cutting purpose, especially designed 
for use with the Key-Hek. The 
combinetion of the Key-Hok Perte- 
ble Power Sew plus PAD Bledes is 
a dependable source of profits for 
industrie! distributors 


~ 








yy, 
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ally was brought home to me forcibly 
some time ago—and I've been taking 
advantage of its help ever since. 

“I had an account that used a lot 
of conveyor belting. For one appli 
cation, they used a hot material belt. 
1 was so sure that a glass fabric belt 
would be too expensive for them, that 
I didn’t even try to push it. But, one 
day, the buyer clipped an ad out of a 
magazine—it had a picture of the glass 
fabric belt on it—and told me that was 
what he wanted—cost no object. That’s 
one instance when advertising got me 
some good business that I would have 
missed otherwise. 

“My days are packed too full for me 
to make all the calls I feel I should 
that’s one of the jobs the manufac 
turers’ mailings, sent out under our 
Even if | 


miss a call, my company’s name, as 


imprint, help take care of 


well as some of the items we're push 
ing, is brought regularly before the 
buyer 

‘I don’t mean that advertising is in 
any for the 
man—and I know it isn’t easy to put 


sense a substitute sales 
your finger on advertising results—but, 
for my money, manufacturers’ national 
advertising campaigns, and manufac 
turers’ mailing pieces, are a big factor 
in strefgthening the distributor sales 
man’s selling power and stretching his 


effectiveness. 


Silent Salesmen 


“And I find that this sort of adver 
tising works two ways, depending upon 
the size of the prospect it’s aimed at 
When it goes to one of the purchasing 
agents of a big outfit, if it impresses 
him properly, you're in—and, through 
him, you get inside the plant. When 
it goes to the smaller customer, it 
piques softens him up 
for the salesman’s direct man-to-man 
pitch.” 

Mr. Paul points out that his firm 
maintains a complete library of manu 


his curiosity 


On those occa 
sional days don’t 
thing definite lined up to push, I rum 
mage through and pick up something 
to talk about. New gadgets—striking 
literature—they're always good to help 
you get into the plant, and concen 
trate your selling effort—as well refresh 
your own mind on organized selling 


facturers’ literature 


when | have any 


points 





People Come First, 
Engineers Told 


New techniques in American indus 
try such as “linear programming, 
“operations research” and other quan 
titative methods are only effective 
when pursued in terms of human 
ilues, an industrial engineers group 
was told recently. 

People come first,” said Alan O 
Mann, commercial coordinator of 
SKF Industries, speaking at the x 


cent Industrial Engineering Institut« Built-In 
it the University of California. “Am Folding 
top management appraisal must be 
founded first on human values—on the Steel Tray 
people who are industry.” 

He described linear programming as 
1 mathematical means of imalvzing a 
large number of variables in a complex 

tuation, “‘to arrive at the first, sec 


nd, and third most desirable answers 


r accomplishing a single, most de ~ 
red goal.”” So far, a number of prob . 
ms have been solved in industry bi 
’ — 


method, he said, including d 


product mix for largest 


] atlas ind warchous« Lightweight 


| 
icast cost, most proht 
| 


nventory planning, and a! wa 
ilar i ncat } 3) 
’ 


American Manganese 
Nninss Besoin” Tristand Pipe Vise 40A 


I'he American Manganese Steel D ick sales 
eo ecteen arene means more qu 


named Nelson M 


tant to the vice-pr 


sident fo 
Formerh istant advertising ma Extra easy to set up... i 
. ” dl ~ oat ' built-in folding steel tray pushes up r * 
tional Bearing and Ek lo easily to fold legs of Tristand for easy 
yuire will continue to carrying; tray pushes down easily 
rtismg for Amsco i1 lition to set up, holds stand solidly rigid 
in ; " a rue jomed the Com exclusive features. 


Handy Work Bench... 


extra-strong stand and tray all one unit. Full size vise-base has 
benders, ceiling brace screw, lots of tool slots, besides handy tool tray 
INCENSED AT SCENTS Most for the money — Nationally advertised, fast profitable turnover 
Order today. 


Vict yulT 





3 
' 


Russian consumers are complaining 
about the poor quality of perfumes 
now being marketed, reports Chemical THE RIDGE TOOL COMPANY .- ELYRIA, OHIO, U.S.A. 
Week, McGraw-Hill publication. A let 
ter in Pravda claimed that although 
the variety of Soviet perfumes is in 
creasing, those made in quantity aren't 
up to sniff. Chipr, made by Leningrad 
Perfume Factory No. 4, was cited as 
a typical example: it doesn’t last, has 
@ coarse odor and stains clothing 
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WESTERN OFFICE 
1534-35 Monadnock Bidg. 
Chicago 4, Iilinois 
HArrison 77-2179 


EASTERN OFFICE 
50 Church Street 
New York 7. N. Y. 
REctor 2-1888 


CENTRAL OFFICE 
No. Tonawanda, N. Y. 


TONAWANDA 
Buffalo — JAckson 2400 


NOW YOU HAVE OUR NUMBER 


get the right bolts when you need them 


CUSTOMER SERVICE is the order of the day at Buffalo 
Bolt Company. Our organization has been streamlined 
to give you prompt personal attention . immediate 
information on prices and delivery. In addition to the 
phone numbers listed above, we will be glad 
to send you names, addresses and phone num 
bers of your district salesman and your expe 
diting contact at the plant. We are geared & 
give you the service your account deserves. Con 
tact us on your next order and see for yoursel/ 


BUFFALO BOLT COMPANY 


Division of Buffale-Eclipse Corporation 
NORTH TONAWANDA, WN. Y. 


Making both — FASTENERS & FRIENDS —-For 100 Years 
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William CG. Holley 


David Round Manager 
Retires After 42 Years 


William G. H 
or David IR und 
nounced his retiremé 
vith Round Affiliat 

Mr. Hollev spent 
koneta, Oh m 

v., whi h i 
by The C] 

He erved mat 
( leveland ( h 
jointly owned 
David Re i 
when i 

David Row 
Republi 

land Chain 
last I 


First Contract Let 


For Seaway Digging 


Lor 
N. ¥ 
Badgett AY n 


handle the pl 
moving son 3.8 


of ¢ irth Abe it 5 


emploved on th 


if 


lir ining 
ine dom 


Golf Round-Robin Planned 


Inangle Conduit & ¢ ( will 
nd Robin 





New Products Can Keep 
Small Firms Alive 


Small business faces a real danger 
extinction in the 
energy and automatic factories 
dell B. Barnes, Small Business 
strator, warned recently 


Its survival will depend largely on 


age of atomic 
Wen 
Adinin 


how well it can develop 


compet tive 
new products, he told a recent New 
Products seminar in New York City 
sponsored by Hilton & Riggio 
tising firm. 

Small business’ difficult « 
position, he said, stems from its in 


om petitive 


tbility to spend the money to develop 
atomic electronic tech 
niques. “Yet small firms must com 
pete successfully or die.” 

He said the Government is trying to 
help small businessmen in developing 
new products which will keep up with 
hanging times, and yet not put them 


with high pow 


modern and 


n ympehition 

ympetitors. This is done, he said, un 

er the Small Business Administra 
’s “Products Assistance Progr “ 
1im of which is to t fir 


product which they 


issI1s 
ind some 
ake and which would be salea 


Too Much Schmaltz? 


Raymond Loewy, designer, wl 
ldre sed the cha 
American industries are 
ration-by-schmaltz 


seminat 


ind re' 


with unfortunate 


Cleveland Manager 
Named by Harper 
be ind M. Welt ha 


ed district manager of the Cleve 
1 ofice of The H. M. Harper (¢ 
rmerly sales manag of Olive 
| & Iron Co., he will hand] 

rper products in th 

t. including fastening 


esistant metals 





TRUCK DRIVER’S 
HALLUCINATIONS 


“Hypnagogic hallucinations” are 
among the perils of truck driving, ac 
cording to Fleet Owner, McGraw-Hill 
publication. The Harvard Schoo! of 
Public Health has found thot sleepy 
drivers are apt to see a herd of cattle 
crossing the road in the 
middle of a crossing, and other things 


a house 


thot just aren't there 











<Q> Carbide Dulths and Teeamenrs... 


se eeeeeeee eae 


Top Performers 


FOR TRACTOR MANUFACTURER | 


Whitman and Barnes drills and reamers are used on many tough production oper- 
ations by a well known tractor manufacturer to secure more pieces per hour, 
more holes per grind and longer tool life. Illustrated above is an operation uti- 
lizing carbide drills on cast iron crankshaft bearing caps. These standard 13/16” 
diameter W & B carbide drills are run at 290 R.P.M. and a feed of 2-1/8” per 
minute. It was found that high speed steel drills burned badly on this job with 
resulting short life. Comparatively, W & B carbide drills not only provided more 
holes per grind, thereby reducing down time, but increased tool life to over 
10,000 holes, 2-1/2” deep. For top performance and rock bottom costs in drilling 


and reaming you can’t beat W & B. ani 


Call your WaB distributor 
for best service and highest quality 
He can save you money by supplying from 
what you need when you need it! 


his stock... 


“Makers of Gine Tools Since 1848" 


Please send me additional information 

NAME 

COMPANY 

ADDRESS 

ZONE__ 


CITY STATE 


WHITMAN & BARNES 











INDUSTRIAL DISTRIBUTION © MARCH, 1955 





ee 
— ee 6a YL 


eo ra; 


WITT CANS are guaranteed to 
outlast 3 to 5 ordinary Cans. 
WITT dares to make that guar- 
antee, because WITT CANS are 
designed to last longer... con- 
structed to give years of rugged 
service. That's why WITT CANS 
survive severe treatment that soon 
wrecks ordinary Cans. Compare 
WITT CAN features with those of 
other Cans on these points: 


@ Straight sides 

@ Deep rolling corrugations 
@ Heavy gauge stee/ 

@ Structural steel bands 

@ Hot dip galvanizing 

@ Pinch-proof handles 

@ Sturdy lid 


Sell the CAN that’s guaranteed for 


greater customer satisfaction and 


rohts. 


i. “ale 
ANGLE 


THE RIGHT 


Orremators of the ¢ orrugated Can” 


AM 


THE WITT CORNICE COMPANY 


2111 Winchell St. Cincinnati 14, Ohio 
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Simonds Saw Plans New Northwest Branch 


Ground has been broken for this new 60,000 sq. ft 
Co. at 66th and Halsey Sts., Portland, Ore 
Northwest branch, r plac ing outgrown quarters on 5 VW 


ylanned for July 


} 


building 


It will house 





Wolverine Tube 
Makes Staff Changes 


Wolverine Tube Division of Calu 
net & Hecla Inc.., 
R. C. Crowe, former divisional indus 
trial and public relations supervisor 
to its sales staff 

He will take over territory 

ndled by E. J. Finn in southeastern 

gan. Mr. Finn will transfer to 
mn and environs territory, 
K. F. Egan, who will re 
Rochester, N y 

ew York Stat 
H imphrey Ir has been ap 


has appointed 


formerly 


serving 


iles representative in the 
peninsula of Michigan, north 

Wisconsin, Minnesota and 
ind South Dakota, with head 
I in th ompany'’s Minne 
office 
was formerly sales representa 


American Machine & Metals 





PROOF POSITIVE 


The vaiue of the textile industry to 
a small southern town was graphically 
demonstrated recently when a local 
mill deliberately paid its complete pay 
roll in $2 bills, according to Textile 
World, McGraw-Hill publication. More 
than 6,000 of these unusual bills were 
circulated in the community, affording 
mechants and citizens a good oppor 
tunity to observe where its buying 
money came from 
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Most Young People 
Want to Leave Town 


Just how strong is the wand 
American youth? 

4 recent Chamber of Commerc 
survey of high school dents in In 
dependence, Iowa, revealed that the 
majority—73 out of questi ned 
planned to k n after the. 
graduated 

That this ma 
tirely by choice w 
ther answers to th 
Most of those planning t 

joD t t 
the reason 

Developm nt 
tries would be 
pr yblem of k 
America § m 
it home, th 


Tape Council 
Elects President 


Clarence I. Le« 
ton Mfg. Co., has 1 el 
dent of the Pressure Sensi 
Council succeeding M 
Van Cleef Bro 

John M. Cor 
Behir-Manning 


ce-president. Ric! 


name d 


Breeden, 


Jr.. continu i irv-managet 


Named a Director 


Claren 
ind he id 
of Minne 


has he 


mpan 








<A. target... 


29 Insertic 


“Set your sights’’ on VEELOS, the Adjustable 
V-Belt—it gives your customers these exclu- 
sive advantages .. . 


Simplified Inventory—packaged on 100-foot 
reels ready for use. 


Easier Installation—takes 50% to 90% less 
time to install. 

Efficient Operation—cuts belt vibration up to 
90° and can prove it. 


wwe BALANCED MANHEIM MANUFACTURING & BELTING COMPANY 
Vectes fo noun LINK V-BELT 608 Manbel Street, Manheim, Penna. 


o# Veetink ovhide ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 


the United Stotes. 
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PORTABLE! 
POWERFUL! 
PROFITABLE! 


R. G. HASKINS 
OFFERS FLEXIBLE SHAFT 
EQUIPMENT LINE TO 
MILL SUPPLY HOUSES! 


Suspended R. G. Haskins, one of the 
oldest manufacturers of flex- 
ible shaft equipment, offers 
its widely accepted line for 
mill supply house distribu- 
tion. The Haskins line in- 
cludes a complete selection 
of flexible shaft equipment 
and accessories in every size, 
speed and horse-power for 
every type of grinding, sand- 
ing, filing or polishing job 
Distributors of Haskins 

Bench Mounted equipment will find a ready 
market with good repeat- 
purchase business among all 


ind istries 


PLERIGLE SHAFT EQUIPMENT 


Fasten Coupon GENTLEMEN 


Please send me your illustrated catalog and 


to your letterhead information showing how Haskins Flexible 
Shaft Equipment can be a highly profitable 


for Complete addition to my line 


Information RG. HASKINS 2643 W. HARRISON ST. 
. CHICAGO 12, ML 
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| 
| 


| Corp has added 
| fence mill in Buffa N. Y., to hous« 





Lee Gruennert 


Federal-Mogul 
Names Dallas Manager 


Federal-Mogul Service has ap 
pointed Lee Gruennert as manager of 
its Dallas, Texas, district, succeeding 
Walter T. Camp, recently named 
manager im Chicago 

Mr. Geunnert has managed the 
company’s Portland, Ore., district 
since 1948. George W. Gardner ha 
taken over the Portland post 

With Federal-Mogul since 1930, 
Mr. Gruennert first worked in the San 
Francisco manufacturing division. H« 
later served for several years in th 
Los Angeles service branch, where he 
was responsible for internal operation 
and some sales function In 1937 he 
established a compar varehouse in 
Seattle and manag¢ h ranch op 


| eration until his tra r to Portland 


He is past presid n f the Seattl 
Booster Club and served several years 
is secretary of the Automotive Jobbers 


& I quipment Association in Seattle 


| Opens New Toronto Office 


Federal-Mogul Service has resumed 
full-scale operations at a new location 
in Toronto, Canada, following a di 
istrous fire that completely destroyed 


its former warehouse and stock. In 


terim service during the emergency 


| was provided by express shipments 
| from the company’s Montreal bran 


h 


ind its warehouse at Coldwater, Mich 


The new location is 51 Camden St 


Plant Improved 


Wickwire Spencer St o. divi 
sion of The Colorado Fuel & Iron 


i mnex to its 


chain link fence galvanizing facili 
ties, part of the 1 nts program for 


improving produ n id handling 


| methods 





Freight Payment Plan 


Ends Use of Checks 


A new inethod of paying freight 
bills without checks has been inaugu 
rated by banks in Cincinnati, Atlanta, 
Ga., and Buffalo, N. Y. 

Called the Freight Payment Plan, 
the service lets carners deposit the bills 
for collection after a special stamping 
The bank then transfers funds from 
the shipper’s freight account to the 
imrier’s account. 

Bankers from 16 transportation cen 
ters met recently at the Citizens & 
Southern National Bank in Atlanta, 
Ga. to discuss progress of the plan 
Several new plans are getting under 
way throughout the country and many 


nk managements have expressed 
interest 
ens & Southern started 

ind now has 48 carri 


ss < 


carrier 
The new 
mess concems 
is not limited to mot 
includes airlines, f1 
ind transfer 
lures are being worked out t 


le railroads, bank officials said 


Republic Supply Plans 
New Bakersfield Quarters 


Supply Co. of Calif 
rted construction of a 
muse and office Bakersfi 
the present building 
19 which has been sold 
hoc ] site 
he new location is a five-acre 
sedale Highway. Business 
! out at the present addre 
building is ready in 
re Vernon Russell, 
is the architect. The b 
uir-conditioned and will 
ng quarters for staff members pr 
ling around-the-clock servic: 


in the 
producing areas 


will prote ct 
lesert sun 


Delta Welder Formed 


Welder Corp. has 
d in Detroit for the 


of high production speci 


Delta 


idard resistance welding machiner 
tomation equipment for th 
iting industric Harry | 
ice-president and general 

is 


Link Welder 


Corp 











DYNAMITE” Armored Insulated Steam 
Hose. Style 801—Tube is special heot- 
resisting rubber compound, reinforced 
with continuous spiral of steel wire, and 
insulated by woven asbestos lining. Cor- 
toss is extra strong combination of rubber 
and duck. Cover consists of multiple loyers 
of braided wire, surrounded by spiral of 
half-round galvanizedsteel. Sizes 42 "to3" 


Style 800—Some general construction os 
obove, but with additional loyer of osbes- 
tos between corcoss and cover, for mox- 
mum resistance to internal or external heat 


Style 803—High-tensile broided wire 
corcoss provides the ultimate in strength 
ond sofety 


"NEW PROCESS" Fabric Covered Hose 
for All Services. Some general armored 
insulated constructions os the “Dynamite 
ine, but with a tightly broided, hord 
twisted cotton cord cover, impregnated 
with o speciol lubricont which remains 
permonently elostic. Impervious to heot 
and cold, ond highly resistant to the effects 
of oils, ocids, alkalies and other chemi 
cols, and severe abrasive wear. Tube con 
be compounded to meet specific re 
quirements 


“"CORRUTUBE"— Continuous Wall 
Flexible All-Metel Hose. Style 949— 
For services demanding extreme fiexibil- 
ity, highest resistence to fatigue under all 
temperatures ond pressures, and complete 
freedom from leaks ond seepage. For 
steom, cir, oil, acids, chemicals, goses, etc 
Non-burnable. Assures long, safe service, 
free from maintenance and repairs. Sizes 
5/32" to 2". Available in long lengths 





flexing, etc. 
Mulconroy Special Hose Constructions were designed, 


Mulconroy line of Special Hose Constructions 


In virtually every industry there are certain unusva! 
service requirements which cannot be met by conven 
tional hose 
sures, severe abrosive weor, critical and continuous 


excessive temperctures, extreme pres- 


These ore the conditions for which 


and under which they have continued for many yeors 
to serve with unfailing reliability, safety and economy 
Seid on the basis of their qualifications for extraordi- 
nary performance, they.represent profitable additional 
business for the Industrial Distributor 


gem 
eu 


Send for literature completely describing the products shown above, and other items in the 


vsed successfully by American industry to 


meet ovt-of-the-ordinory requirements for nearly 70 years. 


| MULCONROY Sissi... WHERE =e 
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WHAT IS 


Karnak 


ALUMINUM-ASPHALT COATING? 


Your customers will 
be calling for it. 


An exclusive blending of specially pre- 
pared asphalt and minute aluminum 
flakes forms a coating that provides 
unique cooling and protective qualities 
being used more and more by industry. 
The asphalt 
penetrates, 
grips and 
waterproofs 
the flat alumi- 
num flakes 
form an 
Opaque metal 
lic shield that 
reflects heat, 
ultra-violet 
and infra-red rays. The combination 
preserves the roofing and provides a 
considerably cooler under-roof area. It 
applies by spray or brush as supplied 
in the container. 


Karnak is produced by one of the most 
reliable manufacturers of asphalt water- 
proofing products. It is made of special 
materials to an exact formula that 
supplies the maximum protection at 
reasonable cost...a warranty on each 
container certifies that at least two 
pounds of fine aluminum flakes go into 
every gallon. 


FREE UNIT 
with100 gal. order, 
Get it to show 


your customers. 


Heat Lamp Tester 
Dramatically 
iows 50° lower 

femperatureunder 

half 

ered with Karnak 

Coating 

Ads all year in “Industrial Equipment 

News” and “Maintenance” are selling your 

customers on Karnak. 


shingle cove 


Be sure your customers will be satisfied. 
Sell Karnak, there is no better. Manu- 
factured by Lewis Asphalt Engineering 
Corp., 30 Church St., New York 7, N. Y. 


Karnak 


WATERPROOFING 
PRODUCTS 


LAE Corp 


Retiring Starrett Representative Honored 


t repr sentative of The L 
ited by C. O. Newton, general sales 


retirement after more than 25 | 


S. Starrett Co., 


Walter Barlow iter), 1s con 
manager, and Arthur H. Starrett, president, 


SCTVICE 





Lamp Division Manager 
Named by Westinghouse 


H. Max ha 
tr im 


been appointed 
inde ent and fluores 
for the lamp division 
use Electric Corp 

t nationwide 

mplete Westinghous« 
1, commercial and resi 
ncluding mercury-vapor 
from 
n headquarters in 


sale 5 at 


rercurs types, 


e division in 194] 
its sales depart 
worked in the East 
in New York 


he was named 


when he 


srooklyn-Long Island 





TONGUE-TIED ‘DICTATORS’ 


Aware thot American businessmen 
make good talkers but often are poor, 
overwordy letter writers, a Philadel 
phic instrument firm hos institute a 
course of instructions on how to or- 
gonize and word a letter and how to 
dictate to a stenographer, Americon 
Machinist, McGraw-Hill publication, 
reports. The course, which aims ot cur 
ing tongue-tied executives of over 
coutious and involved writing, is ex 
pected to save hundreds of thousands 
of dollers per year for the firm, which 
sends out some 3,000 letters daily plus 
some 500 interoffice memos 
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Honors Veteran Employees 


National ( vlinder Gas Co recently 


honored employees who have been 
with the firm 25 years or more. Gold 
watches were presented at dinners in 
cight 
office 


ompany has 


Lg 
¥ | 
‘Buckeye 
BEARINGS 
WAIL 
BRONZE BUSHINGS 
MACHINED -PARTS 
RECOGNIZED BRONZE 
BEARING ALLOYS 
LUBRICO-HILEAD 
~ COMPLETE FAGITITIES 
STANDARD BUSHINGS 
VACHINED BARS 
NEW CATALOG ISSUFD 
BRASS & MFG, CO 


Cleveland 3, Oto 





WYTEFACE* 


The NEW steel tape 


Rigid, curved blade, 2 inch 
wide, 16 ft. and 20 ft. Replaceable, 
changed in a moment. 











Long winding handle 
for greater leverage. 


Handsome, hard wearing, 
grey Plastide* cover on sturdy 
welded steel case. 


es ee 


oe 


TTT 


mur’) 


! 
= 


ee ea 





SIT LT ITT BIT aT 


RIGITAPE* 
with 5S great features 





Gradvated feet, inches and 
8ths. Black on white background. Exclusive 
K&E feature of foot numbers in red, repeated 
in red at every inch. 








SALES-COMPELLING DISPLAY PACKING 
Here is tape news to make your cash register sing! 
This is the l-o-n-g steel tape that users can push 
around . . . for measurements along floors, up 
walls, or anywhere. Note its many exclusive 
features. Backed by national advertising in Better 
Homes and Gardens, circulation 4,040,587. 


KEUFFEL & ESSER CO. 
New York + Hoboken, N. J. 


Chicago * St. Lovis * Detroit + Son Francisco 
Los Angeles * Montreol 





Adjustable end hook 
for accurate inside and 
outside measurements. 
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Smal Business Agency — New Courses 


my pu ind 


Angeles; 


ing ther i, he said In 


913 S 
but 13 South 


f 

alled Bu i ra I Extension, 
{ 
I 


fill St 


ir in Pra 
| Manufa 





Win R Ord ger "iii 
in Repeat Orders pieliioe Coleg de 
When you sell an EVERLASTING mpan Island, March 
Duplex Blow-off Unit, you'll find that 
its many superiorities make a regular 
customer tor you nsselaer het Institute. an 
These units combine a tight seal with nctitute for nall B ress Owner 
resistance to wear quick action with sill nese: pring. Troy, N. Y 
ability to withstand repeated operation ' : ’ 
and long life that has been demon- , , 
strated for more than 40 years. a niversit f Buffalo, a 
Actes 3425 n St.. Buffalo 14 
You can sell EVERLASTING Duplex 
Units in any desired combination of 
quick-operating valve, angle valve and 
Y” valve, and all units fully meet 
ASME code requirements. f th 1 course in 
Write for catalog and price information. } g- State 


} + 
1 
n Service 


EVERLASTING VALVE CO., 63 FISK STREET, JERSEY CITY 5, N. J. 


Everlasting Valves 


TRAOE SAe CVEMLASTIOR G26 © & Par 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 








POLL LLL SE a se ee ae ae ae ee ee en 


A COMPLETE LINE 
DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 


You can best satisfy your customers’ needs with Madesco 
blocks because they embody performance-features de- 
veloped through 30 years of specialized experience. Your 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your 
customers get blocks that assure utmost safety, top 
operating efficiency, longer block-life under the most 
exacting conditions, at competitive prices. Madesco 
Blocks in stock assure you constant repeat sales 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for 
illustrated catalog, today. 


MIMADES 
Wp lock 


MADESCO TACKLE BLOCK CO. 


HAE-MG-103,55 . 4 EASTON, PAL 
‘ eee eae 
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State B ard of I CI W est 
W I spring; 


MORE RUGGED! 


| a” » / f The t niver it f Wi 
", | University, Management tute at Milwaukee, Mar 
, roblems in the Operation of a Small repetition of April, 1954, 


Business, Cheltenham Ave. and Sedg- West Kilbourn Ave 


WwW I N Cc lal H °o I s T wick St., Philadelphia 19 


New Post Established 
University of Scranton, Admin . 


NEW MODELS tive Management Course for Pro Theodor Haugh 
. , f Small Busines nicer! ll Busine 


or pointe 1 Small 
tative t 


...plus new, ee eee eee 


Ihe liaison p 


LARGER mmufacturess, March 15, Prov- ordinate S.B.A. 
| Small Busin \ 


f the Secret 


DISCOUNTS ributive Education Service Military Departments. Mr. Haugh will 
tate of South Carolina, two cours« vave an office in the Pentagon 

I ne at Sumter } S.B.A.-Detens« Departm nt 

I f Ed rogran re I imes, have the 


] , 


ire lmed 


Pra 





. 
plant of Jones & 
1a nd 


Now, Lug-All. the lecding portable winch 
hoist introduces newly designed, job 
tested modelse-—-huskier than ever! Not a 
warmed over design. but THE really 
new portable winch-hoist 


3 CAPACITIES Empire Corp. Supply Division 
Reorganized Names Preside 
All improvements are included on every t za A | ‘James resident 
mode! without on increase in price—on 
the i\% tom, the i ton and the ™% ton —- rr M ha kee man- R ner | 
Lug Alls pil rp., iiwau mi ; 





irct r cngil : yr sets, was dent of pp! n ¢ ones 
MARINE MODELS OPEN ly pur d by new wens & 1 wughlin orp He was vice 
NEW SALES OPPORTUNITIES n a judicial sale. sseahdiae ail Mian atiite tone é 


; ' : 
All three capacities also available in rust h iS be ch moveg augniin uDDI' when it \ 
resistant, corrosion resistant models that / rth roadway and a building 
have passed severe salt-spray tests Open . om . ig 
up new hoist accounts with mines, chem I : for plant ftacin 
ical plants. ship owners wherever ‘ eer. ' k 
corrosion is a problem ‘ . ‘ tinue MaKe 
Some territories still open for eggres 
sive, established distributors 


WRITE TODAY...  re-organized company is headed Superintendent 
by Gilbert M. Schucht, president and 
THE LUG-ALL COMPANY , manager, and George Thompson, Frank J. Wand 


HAVERFORD 11 PENNA treasurer and plant man poined | 
Henry G. Th 


ill custom build 
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customer reduces 


estimate of job cost 
$24,000 
by switch to 


WELDOLETS 


An oil piping 

contract recently 

was reduced by $24,000 
by changing specifications to 
WELDOLET welding fittings 


Comparable savings are possible for your 
customers on almost every piping contract. 
It will pay you to point this out to them 

as a positive means of reducing their 
piping costs. Write us for details. 


Warehousing distributors 
in all principal cities. 


WELDING FITTINGS DIVISION 


FORGE & TOOL WORKS 


734 MEADOW ST., ALLENTOWN, PENNA. 
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Unconditionally 
guaranteed! 


Robert D. Lawson 


New Officers 
Named by Norton 


Five new officers and a director were 
elected by Nortor if 70th 
innual meeting 1 I 


Robert D. Lawsor | manager 
of the company srinding Machine 


Kapiélan Division, was named vice-president 
Edwin | Mc¢ ‘ nnell Was elected 
guarantees treasurer of the company succeeding 

William |]. Magee, wl has retired 

distributor profit, William H. Perks was appointed con 
oller to succeed r. N nnell anc 

customer satisfaction on + a 0 = se Mi —— 


on the board, and was also named to 


That's right. First, Rapistan replaces the executive committe Richard 
the entire caster if the kingpin ever Proutv became secreta f the com 
breaks or works loose on the famous steel- : ae As = N Pa 
‘ pany su cedaing i 1iS 
forged line casters. Then, Rapistan guarantees 
the distributor a profit by offering to take back 
any part or 3 of your inventory for a 
full cash 1 T ou find this isn’t the line you 
want. But you won it go, because you get more 


worth, who has retir 


Cowan was named 

poration succeeding Mir 
George N Jepy 
hairman of the | 


Higgons, president 


Mr. Lawson, w! 
company 36 year 
the order depart: 
PERSONALIZED MERCHANDISING assistance through our Maine Wislains 
trained experts gives you profitable sales coaching, and 1a ran 


ments, and as 
help when you need it , ‘ : . 
in the New England t 


SALES AIDS, consisting of demonstration samples, dis ilso been district n 
plays and tested direct mail campaigns, assure you of 


with Rapistan 


LOWER STOCK INVESTMENT because Rapistan is the only 


competitively priced caster line which meets so wide a 


range of specifications with so few casters. 





better sales results 


NATIONAL ADVERTISING in leading publications ICAL HINT 
reaches big volume users, keeps them up to-date on ECONOMICAL s 
the Rapistan line. A prominent display of tool and 


equipment costs, in the form of “price 


Write, wire or telephone for compleie franchise in- tags” hung or painted on walls or 


formation on how you can have a caster line with a 
gvaranteed profit. ly to reductions in breakage of mo 


chines and tools in several plants, 
The RAPIDS-STANDARD CO., Inc. Construction Methods and Equipment, 
505 Rapistan Bidg., Grand Ropids 2, Mich. McGraw-Hill publication, says. In one 
Michigan plant, tool breakage has 
e been cut by 20 per cent and there has 
been substantially less machine down 


equipment, is contributing significant- 


time 








FASTEST GROWING NAME IN CASTERS 
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Salesmen Need Realism, 
Manufacturers Told 


Ihe average salesman goes through 
four stages of emotional adjustment 
ranging from “idealism” to “realism,” 
1 recent marketing clinic of the Na 
tional Association of Manufacturers 
ire told 

J. A. Robinson, field sales manager 
of Minneapolis-Honeywell Regulator 
Co., said recognition of these phases is 

key to developing practical train 
ng programs for salesmen. Sandwiched 
between the idealistic and 
ureer phases of salesmen are the 
llusionment” and “enlightenment” 
tages, he explained. 

He described the training program 

1 | firm which, he said 
it showing the salesman how t 
A t he has acro 


realistic 
dis 


»\ his 
} 
7 23 
tne specinc pr 
lesh him at this 
uely 


osper 

from 

‘telling him vag 

body, omething } 

d “Ida.” for Integrated 
vent Approach, it is b 
instead of lecturi 


nducted weekly in branch of 
rogram covers practice 

nts in the routine te 
king the appointment, g« 
making the pr 
the order 


involves 


right man 
nd getting 
ilso 


pourne 


salesman 


ving into 


clinic was 


Philadelphia 


marketing 
ponsored by the 
Managers Association, the Easten 
lustrial Advertisers, the Ameri 
Marketing Association and the Gr 
Philadelphia Chamber of Comm 





Sure, we've reached a decision—but 


we wont the suspense to mount.” 


| 
| 


| 
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Ross “Master” internal collets are precision machined of the finest tool steel, 
heat treated and ground to insure long life, trouble free service. 


Distributors and Dealers Wanted for 
Non-Competitive Internal Collet Line 


Pre-market tests have proved there is a 
definite demand for internal collets. 


Ross “Master” saves on labor costs— 
no longer must work be bolted or 
pressed on and off. It is easy to set-up 
and take down. 


he Ross “Master” Internal Collet 

is a new multi-purpose tool for 
efficient and accurate internal hold- 
ing. This precision tool is made for 
use on Logan, South Bend, Atlas, 
Hardinge, Clausing, Le Blond ( Re- 
gal), Elgin, Monarch, Porter Cable 
Rivett, Schauer, Sebastian, and 
Sheldon lathes. It can also be used 
on other collet attachments. 

This modern tool for internal 
holding is designed to lower pro- 
duction costs. Many companies have 


increased output from four to eight 
times with this internal collet, plus 
reducing the number of rejects. It 
is accurate to .001 T.LR. and grips 
firmly without scoring bore. 

This collet line has standard size 
working body diameters of .750, 
875, 1.000, 1.125, 1.250. All lengths 
are 1.250. There is also a custom 
design service which enables com- 
panies to order tools to their specifi- 
cations for any regular or special 
applications. 

Velocity Engineering is plannin 
an extensive merchandising and ad- 
vertising program to help distribu- 
tors sell the Ross “Master” Internal 
Collet line. As these internal collets 
are a noncompetitive product, and 
have a specific demand, the theme 
in trade magazines will be directed 
at education of user on benefits of 
internal collets. 

For further information on dealer 
and distributorships, kindly write 
Velocity Engineering, a Division of 
Morris and Batchelor, Inc., 555 West 
Arden, Glendale 3, California. 
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WE SELL THE MEN 
WHO ASK THE P.A. 


10 BUY O7/ZA 
TOOLS” 


onsumer mag- 

4's id campaign 
ons — yes, over 3 million 
ho work in industrial plants, in 
ruction and in utilities 


they call for Utica the P. A 
order! 


public 


ind you get an 
}TICA is selling these men 
west, strongest ad cam- 
Utica history 

why | 


Wrenches 


me reason TICA 
A diustable 
i more profitable to sell 
h as the 


“brass.” 


are 
es the user as well 


ng agent and the 


. 
— 
Te. 


post. =e 


POPULAR 


___| MECHANICS 
POPULAR "= 


SCIENCE 


OOD 


| THE HALLMARK OF QUALITY 


i UTICA DROP FORGE & TOOL CORP 
UTICA 4.N.Y 


\ 


a 


om Teel & Supply Co. Lid, Montreal 


Firth Sterling District Managers Meet 


i Fisth 


pr £ 


rtrsing 


x<panded pron 


Stor 





Stanley Works 
Makes Field Changes 
| i | \ la ha 
H 
\\ 


Dec! 





AUTOMATIC FLIGHT 
AHEAD 


Underwoy is a one-million-doller 


project to design comprehensive digi 
tal-computer control for high-speed 
military aircraft and guided missiles 
Control Engineering McGrow- Hill 
publication, reports. Kapid advances in 
digital computing moke possible new 
plans for minicture digito! airborne 
computers thot will make completely 
automotic all flight and toacticol 
operations. As compoct lightweight 
pockages, these automatically 
simultaneous functions such 
navigation, engine and fire 


will 
control 
as flight 
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Wayne Pump Co. 
Forms New Division 


Brunner Mfg. 


Names Ad Manager 





W. S. Nott Company is one 

of a number of top distribu- mth 

tors who have represented minNESOrg 

NYB&P for several genera- 

tions. These distributors know 

that America’s oldest line of 

Industrial Rubber Products is 

also one of the most progres- 

sive, profitable and desirable! pon Portios 
*Upplier, 

Cur Company 4 

ve have Stes back — 

£7106 association's 2OUF prodeets 


Teaso s Om our ‘ or those 7 
@ngle as been s 
a Jobber, most Satis. 


fo 
‘or Obvious 


to sale ising 


st r - 
~~ brough the P ogres 18 directes 
. re ad r . 
attr Gvertising i 
Sctive, ® informe: 


ene brings daenarse 


6 
rie, trong and 


-? 
The mater S and Orders 


sone, and 


very b 

Ou on Psd “ith our oe, 
str Ur Continued etets 
ibutor Progress 


on vith 
ie looking for « , 
nec 


on al} 
inter. 
Your , 
“TS very truly 
, 
W. 
? Nak; 
0. L. Hale 
, 


Pr ‘ 
Presi tent 


There’s nothing we can add to this letter from 

W. S. Nott Company ...except a modest blush or two, 
and a deep feeling of satisfaction in such mutually 
satisfactory relationships. 


O. L. Hale, President, 
W. 5. Nott Company 


V-BELTS AND “‘TIMING®”’ BELTS 


} NYB&P INDUSTRIAL RUBBER PRODUCTS 


s 








_-) America’s Oldest Manufacturer of Industrial Rubber Products 
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| TON 
AIR PRESS 


only $85 Bernard Terdeman 


te Heavy grey iron casting, machined surteces. Long Island Transmission 
% Power foctor—IStimescirline preswreofSteiS0s 39 | «Organized in Hicksville 

% Throot clearance to center of 10° diam. circle. new fi ig ind Transmis 
*® Rom cleavance 9 to 5” stroke 56”, table 5” x 5”. | has beet I 1 in Hicks 


th Bernard 


Md SPEEDY AIR VISE No. 60 SPEEDY AIR RAM No. 70> “Balin: “e en 
— , 2 esi ws ope — ny position mpo ea | . 5* s ey 
Enerte gentle pressure f ITeT h mpat ill specialize 
af 5 ne ton thrust. 614" high, 5%" wide . nvevor 

$44.00 $35.00 re 


Write For New ¢ omple te Catalog 


W. R. BROWN CORP., 2657 N. NORMANDY AVE, CHICAGO 35, itt 





OIL AND WATER GAUGES 
GREASE FITTINGS 
CUPS 


Service to Count Most, 
Electrical Group Told 


men must re 
pp he f torts if econo 
GREASE CUP musts rosy predict ire to come 


neral Electric 


Quality products that give full 


service AEE 
V. OB president and 
Hel general manage f the company’s 
eip your customers to save Apparatus Sales D . told the Mis 
uri Vallev I t ition: the 
salesman wh | t ile will be 
' ; the man who pr I rvice above 
A good selling opportunity und bevond the product. Principles of 
salesmanship are tl he said 
But in the ne limate, the 


AIR COCK aditions he mee mnt 
SHUT-OFF COCK Distribution in New Role 


money over long periods of time 
® Send for catalog 


FITTINGS 
Pipe 


moving 


ESSEX BRASS CORPORATION Jnticting product in pil 


2000 FRANKLIN STREET Est. 1907 DETROIT 7, MICH. 


<M” wm 


[~~~ ------------------------5 
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TeNITALZxé 


nan could adequately contact Gen 
eral Electric in 1944 by calling on only 
15 purchasing agents in 11 « s, but 
today he would have to mak« 


in some 40 different cities 


“Disposable Commissions” 





Also, mass distribut 
have n 

tion fa 

quite pos 

the future economy 

may depend upon this cri 
distribution. Instead of 
posable incomes economis 
| study salesmen’s co 
key to how well th 
posed 


DISTRIBUTOR 


Three Chalienges To Meet 
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> 
- 
> 
> 
> 
> 
>. 
7 
>. 
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Mr. O’Brien said sales t ‘ 
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maker zxd user 


lustry must over ~ h r IF I is- 
yarroe Over the years, QUALIFIED Dis 


rained men and ovet tributors have earned an important 


vel position in the distribution chain. They've gained 


recognition as a VITAL LINK in America’s in 
dustrial economy. This recognition has been 


earned for one reason performance. 


must 
make 


The sak 


— Arro Distributors have grown both 
Drarroe f ab 


in numbers and in volume of busi 
ness because they handle an essential job in 
the most efficient manner. Briefly, Arro Distri 


butors pr lit st minimur 
slow antl bis - outors provide quality distribution at a minimum 
1 program to ma cost to the user. 

during 1955 any 


mad 
ya For twenty-five years, Arro Ex- 


ESyARRO pansion Bolt Company has worked 


with and through Qualified Distributors — because 

Engineer Honored we feel that Arro users will receive faster and 
— 1 better service at less cost . . . than is possible in 
Malcolm F. Judkins, manas 
new products of Firth Sterling 


presented with a lifetim 


rship in the Society of irb 


any other way. 


it a recent combined n rma 
ersey chapters ( | ; 
y of Tool Engineer ; 
of Carbide rinees = TRADE MARK 
— : ARRO EXPANSION BOLT CO. 
° 
. 


1230 Beone Ave., MARION, OHIO 


ine of Anc ng ond Drilling 


ts for fe ening to mesonry 


o- Manufacturing a complete 
Works Manager Named ebdédedad eae abede 
] rt Worth Steel & Machu 

nted John T. W 


igcT 


See your industrial, hardware or electrical supplier 
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J, uper-Sellers Campbell Chain Plans Portland Warehouse 


BECAUSE THEY'RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand 

Tell all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face” line. It includes a 
wide selection of sturdy, 


cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 


bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 


Sprout-Waldron 

‘ & Co., Inc.,3 Logan 
Street, Muncy, Pa. 
Write for free booklets! 


SPROUT-WALDRON 
CAST IRON 


PULLEYS 


ft. building of Camp! 


n West ¢ 





Caster Manufacturers 
Elect Officers 


Kenneth | Heath, of Nutting 
I'ruck & Caster Co., has been elected 
president of the Caster & Floor Truck 
Manufacturers Association 

Also elected were Donald B. Ander 
m, The Nagel-Chase Mfg. Co., vice 
Orvis T. Henkle, Mer 


, treasurer 


president ind 


curvy Mfg. (¢ 


Wins Merit Award 


The Caster & Floor Truck Manu 
facturers Association was recently pre 
ented with the Award of Merit of the 
American Trade Association Execu 
tives by Sinclair Weeks, Secretary of 
ind chairman of the Jury 


f the A.T.A.E., in recog 


industry im 


(Commerce 
f Awards 
nition for service to its 
ng standardization of product 


Oj 





INDUSTRY BRIEFING 


A new industrial program at a major 
university is expected to open up di 
rect channels of communication be- 
tween industry and academic research 
programs, according to Chemical En- 
gineering, McGraw-Hill publication 
Subscribing companies will receive in 
formation on the college's latest en 
gineering and scientific advances at a 
nominal cost; university and industrial 
experts will meet periodically to review 
tields of mutual interest. The program 
is the first to be mode available to in 
dustry on a broad basis 
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Syntron Companies 
Name Representatives 


svntr 
pointed 


m Chicago Sales Co. has ap 
Henr Fleer to its sales 
staff, covering th licago «metro 
politan rea 

Henry | fe | en named t 
the sales staff of Bal Syntron 
Sales ¢ covering Virginia from head 
quarters in Ric hmon 

William S. Stephens has joined the 
Materials Handling Department of 
Svntron Co. at Homer City, Pa., as 
im application I He is a 
former district truction engineer 
for the Penns" Department of 


Highways 


timore 


Iron Powder Use 
Showed 1954 Increase 

The use of powder in the 
nited States last 


} " -* 


incre ised sub 
stantially « ym pa mn i¥ss despitc 
the generally lowe: | of business, 
the Metal Powder A iation reported 

domestic 
7.059 lbs 


producer 15.6¢ 


mx 5 m previous 


vear. Imports a 19.669. 
660 Ib ompared wit! 13 28 S0¢ 
lh< 

hipments, 


decline 


Steel Co. has 
npleted million 
nt to precision job 


firms, the man 





You ll write up plenty of orders— 
when you carry +Oko Tapes 


It's a tape line that's well-known—containing a tape for every 3. “U.S.” Tapes are so widely known and so widely 
job of splicing or insulating—made by one of the largest used that they are the tapes that are wanted—-be- 
manufacturers of cables and tapes. United States Rubber cause users have found them superior. 

Company's tapes are well-known because: 4. Distributors like the quick supply system of “U.S.” 
— 27 strategically located District Sales Offices. You 
get fast replacement of stock. 

You can't miss out on orders when you carry the “U.S.” 

Line. Remember there's a tape for every splicing or insulat- 

2. Sales promotion aids point out constantly the per- ing job. It's the best way to meet the job requirements of 

formance and durability of “U.S.” Tapes. your trade—and that means Sales. Place your orders NOW! 


1. They are advertised continuously to industrial users 
and dealers in all the important trade and industrial 
magazines. 


U. S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. Also in specification 
SECURITY grade—U. S. Holdtite®—exceeds A.S.T.M. 


Specifications. 
FRICTION TAPE 








U. S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. SECURITY 


Also in a specification grade— U.S. Holdtite TTT hy 


—exceeds A.S.T.M. Specifications. 77 
ae i =(( (rs 





U. S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 

and to water, oils, acids, 

alkalies, corrosive chem- 

icals. Good stretch and 

adhesion. Easy to handle. 

Appr. by Underwriters’ 

Laboratories, Inc. 

ae 

P 16 








UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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asier Pulling Means More 
IMPLEX JACK SALES 





SIMPLEX HYDRAULIC JENNY gives straight- 
line pull through center of jock — requires 
75% less effort in pulling a gib key from a 
large fly wheel, for example. 


AN EXCLUSIVE SELLING FEATURE 
-— the Simplex “Center-Hole” — helps 
vou sell a Simplex Hydraulic Puller to 
any prospect with a pulling problem 
For 


Jenny 


the Simplex “Center-Hole” 
Re-Mo-Trol completely 
eliminate torque in removing wheels, 


only 


and 


pins, shafts, clinder liners, keys, bush- 
The pull rod is 
drawn through the center of the puller 


ing and valve seats 
for direct, straight-line pulling. Ac- 


tually pulls 75% easier, reduces set-up 





VERSATILE SIMPLEX HYDRAULIC RE-MO-TROL 
has remote controlled ‘center-hole” ram and 
puller. Torque-free pul! quickly removes shoft 
on printing press (above). 


time, and prevents damage to parts 
and honed surfaces caused by off-cen- 
ter pulling. The Jenny Puller is a self- 
contained hydraulic unit, easily por- 
table and compact. The Re-Mo-Trol 
has a ram separated from hydraulic 
pump by flexible hose, permitting 
greater safety and ease of use on some 
jobs. Re-Mo-Trol models in capaci - 
ties 10-100 tons; Jenny models from 
30-100 tons. Both pullers described in 
Bulletin Hydraulic 53. Write for copy. 


Hydraulic pullers are only part of 
the complete Simplex line of lever, 


screw 


and hydraulic 


jacks There 


are more than 125 different Simplex 


models 


No other 


line offers your 


customers such a wide selection 


no other line enables you to fill all 


ack 
promt, 


Loo, 


costs, less ordering detail, easier ref- 


No. JI0A 
RATCHET LEVER JACK 


= preference 


wor.o's taegeGcest 
MECHANICAL AND 


SIMPLEX 
vnaroct SACKS vovrce 


UTH-a-TOOL 


needs from one source. 


in lower 


erence and selling 


INDUSTRIAL DISTRIBUTION 


You 
inventory 
SCREW JACK 


Singie ball under 
plus customer 


mIGES OF INDUSTRIAL 


HYDRAULIC JACKS 


TEMPLETON, 
KENLY & CO. 


2523 Gardner Road 
Broadview, Illinois 
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Automation Helps Labor, 
Says E. F. Twyman 


Labor should welcome automation 
and other technological developments 
as a boon to working men, Elmer | 
Twyman, vice-president of The Yale 
& Towne Mfg. Co., said recently in a 
reply to Walter Reuther, CIO presi 
dent 

Mr. Twyman, m a 
pared for the recent Plant Mainte 
nance Conference, denied that new 
developments, as Mr Reuther charged 
at a recent CIO Convention, would 
endanger working men’s security. He 
cited prosperity and the elimination of 
work fatigue and accidents as two 
major benefits of the new technology, 
outweighing other temporary dangers, 
if any All responsible leaders agree, 
he said, that the automation develop 
ments “must be met and managed by 
wisdom and courage”; he urged con 
fidence in the industrial statesmanship 
available in the United States to iron 
out difficulties in adjustment 

The materials handling equipment 
industry, he said, is a perfect example 
of “the results of ad 
vanced technology” sub 
stitution of 
manual drudgery. He 
CIO convention, in a resolution, had 
condemned the frequency of industrial 
accidents, which, it charged, totaled 
about two million a year. Studies 
materials handling specialists, he 
instances where 


statement pre 


beneficial 
through its 
mechanized power for 
noted that the 


vast 


Said 
mati 
factories ym pletely 
lost-time injuries from handling pro 

after introducing mechanized 


equipment 


have indicated 


have eliminated 


esses 


; in terms of cost 
+} 


the malignant 


“Even mort 
ind human 
effect of ratigur 


breaking labor 


ompanies back 
mechanization of 
und other produ 


materials handling 


thon proc n the single most 


effective unter \\ 


i irk fatigue 
The beneficial economx 


cons 
quences of st rk conditions are 
enormous r entire population 
A healtheir, kk red, more alert popu 
lation lequate leisure, strength 
ened by universal 


of reaching the high 


with a 
f10n, 1S 
t level of living 
imaginable I am confident the 
technology will bring more and 
better employment and 
for all greater 


known.” 


edu ipabl 


new 
a prospec ritv 


than we have ever 


To Sell for Horton Chuck 


The E. Horton & Son Co. has ap 
pointed Del D. Harder. of Seattle 
18 manufacturers representative in 
Washington, Oregon, Idaho, Mon 
tana and Vancouver, B. C 





H. Kenneth Adams 


Geo. D. Roper 
Names District Head 


lhe Geo. D. Roper Cor 
inted H. Kenneth Adam 
| Mmatiag 


la Ala 


Southern sal representa 
the Oil Equipment Division 
McDonald Co., of Dubuque, 

was before that Southern 
manager for the pump divi 
Yale & Towne Mfg. (¢ 

ff Mercer Universit 

mp d during World War 
Air Material Command and 
raft Corp. in strategi ngi 
work He was plant design 
ind assistant to th hief 
of the Coca (¢ 


Management Group 
Plans Dallas Sessions 


The first American Management 
Association workshop seminars to be 
held in the Southwest will meet in 
Dallas, March 7-9, at the Hotel Baker 

Marketing, office management and 
financial topics will comprise the 
wenda for the various sessions, each 
tf which is a small-group meeting of 
ibout 15 executives from business and 
industry lasting for three day 

Among discussion leaders will be 
lr. H. Carter, The Atlantic Refining 
Co.; John Ed Cooper, The Western 
Co.; W. F. Naeher, Transcontinental 
Gas Pipe Line Co.; Carl J. Thomp 


m, Texas Instruments, and others 


Director Named 


J. Lawrence Buell, Jr., president of 
Formsprag Co., has been elected a 
lirector of the Copeland Refrigeration 
(orp 


the standardized right-angle bevel 


OW 


Photograph courtesy Oxy-Dry Sprayer Corporation 


These ANG|L gears replaced a chain-and-socket transmission. Engineers report that 
gears make a neater, more reliable installation 


Take a tip from the distributor 
who sold ANGLgear for this 
application. Demonstrate ANGL- 
gear. Install it wherever right- 
angle transmission is required, 
It will sell itself from there. It 
has, for distributors from coast 
to coast. There may still be a 


territory near you that is open. 


Write us. 


APTBBORN 


ACCESSORIES CORPORATION 
HILLSIDE 5, N.J 
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For further information 
write 160 Canal Street 


‘Goarx Bros Bout Co 


Locke H. Jones, Jr. 


Moore-Handley 
Executive 


Locke H. Jones, Jr., has been ap 
nunted mach tool sales manager 
f Nloore Hand! Hardware Co., Bu 
mingham Ala 

A mechanica nginne he has 18 


Vcars cxperi i 


Names 


l iWinccrTing ind 
machine shop work in manufacturing 
This included five years as an indus 
trial engineer and work as a machin 
machine 
shop foreman, and foreman of the 


md electri 


ists apprentice machinist, 


mechanical ii department 


in a steel mill 


Wheeling Corrugating 
Names Executive 
Warren K 
moted to manager of the 
Philadelphia ofhce and warelx 
Wheeling Corrugating ( 
W ith th 


Colhoun has bec 
assistant 


1 pt } 


company sil 1935, he 
n Phila 

man im 

to the 





COOL, MAN! 


New Royal Air Force transparent 
nylon cooling suits pictured in Avia 
tion Week, McGraw-Hill publication, 
have a network of tubing thot piugs 
into a cooling duct in jet bomber cock 
pits. The tubing distributes cool air 
over the body to counteract excess 
heat in the plane when it is flown oar 
low altitudes. Crews ore transported 


directly from planes to changing 
rooms where body temperature is low- 


ered gradually in showerbaths 
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IMMEDIATE SHIPMENT 


* PRICES 
* QUALITY 
* SERVICE.. 


Low 
Tops 
. The Best 


This unbeatable combination will 
make it profitable to SELL~ 


BAY shor cquemenr 


Complete Catalog Price List and Dealer 
Discounts on Request. 
PHONE... WIRE... WRITE 
BAlidwin 9-1805 


BAY PRODUCTS INC. 


1577 W. Indiana Ave., Philadelphia 32, Pa. 


ime ee ae 
for 


DYKEM 
STEEL BLUE’? 


Dies and 
Templates 


fs lar package 8-oz. can fitted with 

dakelite cap holding soft-hair brush 
- applying right at bench; metal sur- 
face ready for layout in a few minutes 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy 


Write for full information 
THE DYKEM COMPANY 
Esteblished 1920 
2305A North }ith St. + St. Levis 6, Me. 








—— 


would you rather 


- — — 





— = 


on this! 








Alfred E. Busch 


Keuffel & Esser 
Opens New Plant 
K iffe] “ | ser Cu 
hardware div 


Hoboken 


ip 
Ww 1] 
5.000 q tt 


OTC 50 Ton Hydreviic Ram pulling drawing gear on paper 
shearing machine 


HYDRAULIC PULLERS 


Golden Wedding Marks You'll make more money—win more satisfied customers when 
Start of Watkins. Inc. you sell the right tools . . . tools that do the job faster and 
at a savings. 

Emplovees of Watkins, h Wich 
lel the n OTC Hydraulic Pullers do every imaginable pulling job up 
to 95% faster, saving costly parts and tools. One sale leads 
to another. And one of the outstanding features is the ease 
with which the Power Twin unit adapts to OTC Grip-O-Matic 
sets already in use in thousands of shops. 


Sell the conversion set—get your customers started—then 
they'll want the 30, 50, or 100 Ton sets. These tools are real 
tkins mart money makers for you and profit makers for your customers. 
id Wath In 
mpank y 
but still affiliated 


thre 


the 


n the 


OTC Rem ond push A Dl OTC Rem ond Grip- 
puller removing cy! - _— O-Maetic remeving 
inder sleeve bul! pinion sheft 
P . > . 
Handles Parker Lines OTC Ram ond push- 
: OTC 17% Ten Ram on Port- puller pulling spline 
Parker Applian ( ha able Press for shop use shett bearing 


a 


’ 


Fic oheeke OWATONNA TOOL COMPANY 


373 Cedar Street Owatonna, Minn. 
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MORE JOBS... at 


LOWER COST 


@ RUNS NUTS 

© REAMS 

© DRIVES SCREWS 

© SAWS HOLES 

© DRILLS 

© WIRE BRUSHES 

@ TAPS 

@ BORES WOOD 

@ DRILLS MASONRY 

@ DRIVES STUDS % 


Sine 40 


NEW 


SIZE 5U 
ELECTRIC 
IMPACTOOL 


lightest, 
most powerful 
"> drive 


Sell the tools that are setting new 
records in plants from coast t 

ist. Demonstrate the amazing 
new 5U ... and the LR sizes 2U 
BU and 34U...in 
Write for Distributor 


your customer 
plant 
Fy hise information. 18-18 


Ingersoll-Rand 


iy| PP | P| | ra 
. "| * (“= 


f Mp §=ate & eLecTatS 
3 
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Michael P. Apostolik 


Wheeling Steel C 


rp. has appointed 
Michael P. Apostolik manager of its 
New York district othce, suc 
ceeding Harold W. Schroeder who 
recently retired from the company 
ifter 59 years service 

Mr Apostolik jomed Wheeling 


typist and 


sale s 


Steel in 1925 as an order 

193] 
started as a metal 
Works in 


being re 


became a salesman in 

Mr. Schroeder 
lurgist in the LaBelle [ros 
Steubenville, Ohio. He is 


tained as a nsultant on his retire 


Sales Executive Retires 


has retired as as- 
manager of Wheeling Steel 
Sheet Sales Division after 21 
Until 1940, 


I ‘ 1 Sp | representative 


years with the compan 


Are You Optimalized? 
New Booklet May Help 


nt 


n Diction 

in understand 
iumber of terms 
nical planners 
tory is mech 


Evervthing 
| rather 
» the 


MARCH, 1955 


Harold W. Schroeder 





Honored by Engineers 


Rudolph F. Onsrud, president ot 
Onsrud Machine Works and Onsrud 
Cutter Mfg. Co., has been elected a 
Fellow of the American Society of 


Mechanical Engines 


NEW 


LOWER PRICES 
On Larger Quantities Of 


STAINLESS 
STEEL 
FASTENINGS 


It will pay you to check 
ANTI-CORROSIVE 
first for real savings on 
stainiess steel fastenings 
of all kinds. 9,000 items 
and sizes in stock, fast 
service on specials 
Write or 
information TODAY! 


ANTI-CORROSIVE 


METAL PRODUCTS CO., In 


wire for full 


astleton-on-Hudson, N.Y 





Baldwin Belting Cited 
For Radio Setup 


Baldwin Belting Co., New York 
itv, was cited recently in Sales Man 
nt Magazine for its system of 


wave radio communication for 


salesmen 
n article on “‘Mechanization 
Modern Sales Department, the 
describes how Preston deG 
president, and three outside 
n, speed service and orders 
cket radio receivers and an ait 
ystem. When a salesman is 

Aircall, Inc., which has a 
itop Manhattan's Hotel 
sends his cal! number over the 

on 


itter 


seconds 

Sales 
ten for signals every half hour 
additional 
he 


repeats it every 
telephones his office 


receive! 
does not 
wheel 


1 in 
} 
nis Car so 


one hand off the 


on 
take 
tuned 
firms 
their advanced communica 
stems were The Reardon Co., 
ilso tiny radio receivers 
salesmen; Standard P 
. for its system of recording 
n’s call reports and 
table dictating machines; West 
e Electric Corp Arm 
Corp Co., for closed-circuit 
on applications; Reynolds 
for its private wire telegraph 
rk; and Thor Power Tool Co., 


sound 


In 


mentioned in the a1 


uses 


ressed 
messages 


and 


“homemade” movies 
grated data processing installa 
bv Remington Rand, Inc 
ilso described 


ind 


ms Was 


Oliver Iron & Steel Head 
Retires from Company 


dore F. Smith has re 
nt and a director of Oliver Iron 
| Corp. after heading the 
1938 


signed a 


Corn 
— 
e in a number of businesses, he 
1 director of Bendix-Westing 
house Automotive Air Brake, Colum 
bia Gas System, Mackintosh-Hemp 
hill, Manufacturers Light & Heat and 
\ m Marvland Ry 
H also a director of the Pitt 
Chamber of Commerce at 


Dollar Savin 


tee of the rs Bank 


Atkins Manager Named 


S Division of Borg-Wat 
has appointed Robert 


} 
genetal manager 


a 
¢ a 
& 


Pd 
* 
_ 
‘ 


, 


* 


%: 


x 
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OPENS NEW MARKETS... 
NEW PROFIT POSSIBILITIES 


It's here now — ready to serve your needs — 
Belmont Crisscross Braid — acclaimed by pack 
ing users as the greatest braided packing ad 
vance in history 

This packing is new in design and construction. 
Each strand runs diagonally through the pack 
ing body at a 45 degree angle, unifying all 
strands into one complete packing structure 
which controls porosity while in service 


This advertisement will appear 
in leading Power Publications. 
The user benefits explained in 
the body copy will help every 
Belmont Distributor increase 
Packing Sales in 1955. 


When it SEALS right — stays TIGHT 
know it's Belmont made 


CLIP and Send Coupon 


Belmont Crisscross Incorporates these 
Important Advantages 

will not Unravel, Slough Off or 
Through 
gives you greater Flexibility without dis 
tortion in forming rings 
the lubrication is Locked-in 
its braided structure assures uniform Con 
trolled Porosity 
you get longer service life because the 
solid integral braid results in a stronger 
finished packing 


Wear 


you 


4R 


BELMONT PACKINGS 


Butler & Sepviva Streets 


be 
a 


[| 


Crisscross 

Braid Folder 

2 54 Condensed 
Catalog 


Name 
Company 
Address 
City 


#40 Catalog 
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Without obligation 
mation as checked: 


Philadelphia 37, Pa. 
send us infor- 


State 


SEND NAME and ADDRESS of NEAREST BELMONT DISTRIBUTOR 
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Trained Equipto engineers stand ready to give you 
the benefit of vast experience in laying out storage 
facilities. This valuable service will give you a 
quick, accurate idea of the number and types of 
units you will need .. . will assure maximum use 
of every inch of floor space . . . will increase 
working efficiency and save man-hours because of 
expert arrangement of units 

Equipto steel shelving features an exclusive steel 
stud that eliminates nuts, bolts, and tools. . . 
assures 60% faster assembly, instant shifting of 
shelves on 114” centers without moving adjacent 
units, greater shelf capacity. So if you plan to 
build, modify, or expand your storage facilities, 
take advantage of Equipto’s free layout service. 
Ask our engineer to call, or write for 

catalog on complete line. 





Division of Aurora Equipment Co 
825 Prairie Ave., Aurora, Illinois 
Stee! Shelving Parts Bins... Drawer Units 





“VISES MEAN PROFIT SINCE WE STOCKED WILTON” 


WItTON 








Calif. 


Angeles 


Car! Aimaquist, Jr., Almquist Bros., Los Angeles, 


ary sak ra b " Im W deat Los 

but I've 
Wilton’s 
Wilton 


n 


never 
ve got 
6 important 


ipproact i direct 
' thorized 
Los Angeles 
ATTACH THIS AD TO YOUR LETTERHEAD AND MAIL FOR NEW CATALOG 


” 


f st Name In Vises 


925 WRIGHTWOOD AVE . 
CANADA LTO GUELPH 


TOOL MFG. CO., INC. 


CHICAGO 14, KLINOIS 


TOOL ONTARIO CANADA 





Packing Sales Manager 


Named by Quaker 
4. J. Lamond 1} } 


managcr of 
Rubber ( 
Co 

With Quah 


roreman im 


ind 


Ad Manager Named 


Wuaker Rubber 
H. Parkinson as ad 
ind promotion mat 

Assistant idverti 
Quaker for the 
ly 


son Was previously an ac 


wer and assistant 
ind pneumatic valve 
He succeeds W. M 
moted to the staff of the 
pany, H. K. Porter 
His new sponsil ilities 
ertising and t 


promotion 
Pioneer Rubber Mills 
icquisifion 


ber 


All-State Welding 


cI 


manager 


manag 
Mr 
tising n 
in th 
indust 

| ivi 
parent 
incl 
for 


() 


ryt I 
if 


Names Regional Head 


Jerome M 


omted reg 


Jers \ Delawat ind Ni 

the bordering section 
Virginia We 

with Ajack 


cenginecring it 


ind 
cently 
studied 
University and has ser 
f shipboard engi 


R ith has 
T ger tor All-St 
Welding ' oO" 


bec 


of 


Parkin 


lan 


rub 


id- 


iKCTI 


tery 


iD 


te 


ering New 


irvian } 


] 


us 


? 9 
"2 1S\ 


t Vire 


Mfg. ¢ 


New 


Navi Amphibious D 


To Sell for K-G 
K-G Equip 
| 


G lenne 


Knox) 


7 
Lilt 


1 


nad 





MORE FOOD 


An hour's work today 


worker about twice as 


neering, McGrow-Hill 


soys 





FOR LESS WORK 


gets the 


much milk 
lamb and hom as in 1929, Food Engi 
publication 
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Two Speed” and “Hi-Speed 
Hydranic Jacks 
3 to 50 tons 


Ratchet Trip Jacks 
High and Low Types 
15-ton Capacity 


Bal! Bearing 
Lowering Jacks Journal Jacks 
15 to 50 tons 


§ to 15 tons 








Fred Schuchman 


General Sales Manager 
Named by Homestead 


H stead Valve Mfg. Ci 
1 Fred Sch t 


hman t 
He 


he will head ai 


new post 
nta 


ition of 75 regional repre 


y with the compan 


king 


Cemented Carbide Makers 


Form Association 


I nanufacturers of cementec 
bide ntaining tungsten have form 
rganization, the Cemented 
Producers Association, to fur 

of their products in in 


1 car 
i Ca 


| 
a 


rship includes the majority 
producers of the product in the 
States, officials of the asso 
tated 
sociation will be managed by 


Thomas, Associates, Cl] 


Sales Promotion Head 
Named by R. C. Neal 


t C. Sanderson has bee 
1 sales promotion manag 
fhees of R. (¢ il € 
N. } 
th fice manage [ 
of General M 


idministrati 


a 


, 


t 


Addresses Power Group 


\W. Brett, Eastern manag 
Dodge Mfg. Co., was guest speaker a 
nt meeting of the New York 


Power Transmission ( 


There is a 
BY Ji) 654 
for every lifting job 

up to 75 tons 


80 models, 9 types—Buda is 
the complete jack line! Whether you 
sell to railroads, construction oufits, bridge 
builders, power and telephone companies, 
or to the maintenance, production, shipping or 

assembly departments in industrial plants, you can 
be sure there’s a Buda Jack just right for the job 
Built for easy operation even when lifting at rated 

capacity—cesigned for quick and simple 

maintenance 


Send for Catalog No. 1515-8, 
showing the complete line of Buda Jacks 


re BLN KB 21:0 


ing Company 





Harvey, tthnorn 








Standard 
Speed Jacks 


15 to 75 tons 


Bal!) Bearing Screw Jacks 
Journal Jacks 10 to 24 tons 
15 to 50 tons 


Lowering Jacks 


Ratchet Trip Jacks 
5 to 15 tons 


High and Low Types 
15-ton Capacity 
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the famous 


PREIS-PANTO 


Line of 


ENGRAVING 
MACHINES 
and 
ACCESSORIES 
The PREIS-PANTO 
Model 20-4 Two 
Dimensional Engraver 
The Preis-Panto 
Model UE-3 Two 
Dimensional Engraver 
The PREIS-PANTO 


Model 305 Three 
Dimensional Engraver 


NOW MILTON B. BEACH, 
AVAILABLE . sees) Lacey a 
FOR nited States 
REPUTABLE 

DISTRIBUTORS 
TO SELL 





To Sell for Republic 
Write today for opportunity to distribute 
this famous line of precision equipment ; RK er Di 
TRaoe WARK 


This 6 @ rore 
opportunity 
Write Now 


M. P. PREIS ENGRAVING MACHINE CO 
645 Highwey 222 Hillside, New Jersey 











holt m ele), ai 
HAVE TO LOOK FAR 
8 TO DISCOVER 
W.H.O. IS TOPS-IN 
THE PRECISION SCREW 
MACHINE PRODUCTS FIELD. 


ES 


CAP SCREWS «+ SET SCREWS 
COUPLING BOLTS * MILLED STUDS 


our specialty 


“WT Oetemibler co. 


YORK, PENNA. 


Ottemiller products are sold 
through Mill Supply Houses. 
Write for free folder and price information. 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 


Inside Supervisors 
Named by Ducommun 


Ducommun Metals & Supply Co., 
Los Angeles, has appointed three new 
inside sales supervisors 

Bernard DuChene, Don Floren and 
Joe Rogers were assigned to the posts, 

eated, the 
ommodate an increasing 


alls 


management said, to at 
number of 


Mr. DuChene started with the com- 
yom in 1940 and 


pany in the 

iter worked successively in pricing, 
nside sales and outside sales He 
left in World War II for three vears 
f service with the Army Signal Corps 


tarted vith 


n 


tock! 


working 


Franklin Cotton Mill 
Names Toms President 


Homer S I ms has been nam 1 
president of The Franklin ( 
Mill Co eding Henry | 
way, who has retired after mor 
fifty vears’ service 

The ompany will itinu 
the same 


Mr. Toms 


tton 
Hatha 


than 


sucece 


with tl 


ywhership and mat 


mnoun ed 





BEER SAID TO HELP HEART 


Medica! researchers report that four 
bottles of beer daily help patierts with 
heart disease, according to Food En 
gineering, McGraw-Hill 
The brew contains food values, but no 
salt. Therefore it has no sodium to 


publication 


promote water logging of lung tissue 
and consequent heart congestion 

















Worthington Names 
Southwest Specialist 


James B. Zachry has been ippointed of 
special Southwestern representative in ers you 


charge of sales to gas pipeline 


pan for Worthington Corp., H 
rison N ] 


(Associated with shop testing, appli s 
canon ind sales of engines sin f S 0 r | 
joining the company in 1939, M 

AAT 


Zachrv has been assigned to the d 
trict for the past vear as engine sp 
cialist assisting the Worthington di 


trict ofices in Tulsa, Dallas, New Or 
leans and F] Pas« 
He will continue thes responsib 


ities in addition to his new assignment 
from headquarters in Houston 








Scranton Supply 


Sells Buildings 


Supply & Machin 

has sold its b 
ted buildings at W 
ine St. New quart 


located, th 


ed \ i 


pied the Weenies Ave 
than 
When you sell Atlantic flex- 
ible metal hose, you know you can 
Whitney Chain deliver —on time! Because Atlantic is 
Nz aS = geared for fast production and service to the 
ames Vice-President y neil 
| A H. Whitnev ha Ce! 


t of Whitney Ch Check an Atlantic catalog. You will see flexible metal hose 


for every application... conveying chemicals, steam, oils, tars, 
asphalt, gases, alkalis, light and semi-solids, refrigerants, gasoline 
... for absorbing vibration, correcting misalignments, mobile service, 
eliminating thermal expansion strains. When problems arise, Atlantic 
engineers help you solve them—ewiftly! 


ngineer ind works manag 
formerly with Firestone | 
ind Granby Mfg 
not related to the Whit Atlantic flexible metal hose is backed by 40 years of acceptance by 
mil leading industrial users.. Every length is Job Tested and Guaranteed 
to Do Its Job! 


More than 2,000,000 advertising and publicity messages in such leading 

, rnr publications as Machine Design, Product Design & Development, 

Named by Chain Belt Industry and Power, Chemical Processing, Diesel Progress, Diesel 

lohn Abelt has been sncointed Power and Diesel Transportation pre-sell your customers—help turn 
calls into closings! 


is City district sales manager for 
n Belt Co., succeeding R. H SELL THE HOSE THAT OPENS THE DOOR TO MORE VOLUME 
ell who moves to the compat —MORE PROFIT—ATLANTIC! 


trict office 


Kansas City Manager 


engineer in Flexible Metal Hose in All Workable Metale—”-36" 1.D. Inclusive. 
Mr. Abelt had Standard or Special Couplings. 


n sale Write for Catalog 500. It is especially designed jor Distributors’ use. 








Joins Peerless Electric 
WW. Start, formerly wit ATLANTIC METAL HOSE CO., INC. 
een appointed controller of Peerk 304 DYCKMAN ST., NEW YORK 34, WN. Y. 
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We've been talking 
about you 


tomers the 
SUPERSHEAT 
\ A full-page 
Regist “iS Tor ¥ om ely irther Dy 


tion for buyers 


y from 


Thomas 


Follow through for more profit! 


natural 


Palmetto SUPERSHEAT is a 
Supt y House itery i supe 


} r pacaing 
years OO} 


bel d it. W 


h ; you, you 


icceptance 
now be 

wick ndustrial w 

SUPERSHEAT: an 


a conditioned market 


ang faik 
Outstanding product 
an excellent 
prospect for repeat sales at an attractive 


fir 


I : ! gi 
SUPERSHEAT and sheet 
packings in the Paimet 


n SP.23 


PALIET® 


\ 
r ne. w 


ny c ‘ appt. af 


GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 


mpiete 


: for Bullet 





Britt 


Ted Black 





U. S. Equipment 
Opens New Quarters 


new 


show 


expecte I 


for expanding 


ding to Edward 
imd 
out 
of im 


il merchandis 


gram 


has taken on fiber 
ourself lines in addi 


hinen 


; 





STOP-EATER 


To tell the 
Control Engineering, 
suggests a 
strain-gouge circuit, mounted neotly 
underneath the shirt, to register ob- 
domince! toutness and stort ao worning 
buzzer in the pocket 


when to 
McGrow- 
preset 


rotund eoter 
stop 


Hill publication 
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Barry Corp. Name 
Now “Barry Controls” 


\ 


the 

Ow 

ndus 

red mount 
nd vibration 
ther equip 


untings 
makes SNock ind 
n equipm 


raft 


Dewey Supply 
Opens New Store 


Dewey 
has opened a new 
Okla 

[he branch will give the firm four 
outlets in the state. Others are at 
Skiat 0k Ada ind De cy 


Tulsa, Okla., 
store in Chickasha, 


Supply Ci 





Executive Health 
Gets More Attention 


Company health programs for ex 


ecutives are definitely on the increase, 
SUrVeS 


according to results of a recent 
by the National Industrial Confer: 
ence Board 
Healthier executives mean 
nanagement, the Board's 
told in a study of 
of 120 companies 
sreatest growth in exe 
the Board 
lace within the 


vt the n 


were the 
itive h 


7Trams, discovered, 

past two 

. pani 

had instituted their plans at tl 
itter 
group began their prog 


} 
iV> 


Be ird : 


sti 
ves on this basis. Con 
entatives said that proper 
tion of the plan within th 
1 must for it to exceed 
Company practice varies widel 
the hoice of a 
About half use 


; rates } 
} t the 


pani 


medi il cx 


outside igen 


medi i] Xarl 
Of those who hay witcid 

} 
tion use cli ind hospi 


t private phy in 


increasing number 
including middle man 
nt as well 


eir health plans 


und, are 
ais top executive 


Screw Machine Group 
Plans Convention 

The National Screw Machine Prod 
ucts Association will hold its 


convention May 4-7 in the 
Hotel in Buffalo, N. Y. 


Statle 


World War II, and half 


of firn ; 


innual 


HELP YOUR CUSTOMERS 


to REDUCE COSTS on "SMALL WORK” 
GRINDING and FINISHING JOBS with 


LEXIBLE 
Tad 
MACHINES 
FEATHER-WEIGHT, fincer-tip-controtied handpiece 


pencil size or larger) which eliminates operator fatigue. 


CHOICE OF 5 HANDPIECE TYPES (ott instontty 


interchangeable.) You fit the hondpiece to the job at hand 


HIGH SPEED (14000 RPM) which does not drop precipi- 
REPEAT 


‘ent a 
> ON ACCESSORIES ADVERTISED 


AS LOW AS 
$95.50 
BENCH OR HANG UP MODELS FOR HEAVY OR LIGHT DUTY 
Also flexible shaft tools attachable to your own drill press or motor. 


Quality 
Since 
1922 


» 


Foredoms are used te GRIND. POLISH, 
DRILL ROUTE, CARVE. MILL. SAW, 
SLOT, CLEAN, SAND, ETCH, ENGRAVE, 
ete. ete 





Send for Catalog No. N30C and our DISTRIBUTOR PROFIT STORY | 


FOREDOM ELECTRIC CO. 


27 PARK PLACE, Dept. N30C, NEW YORK 7, N. Y. 


COMMANDER Profit-Buiiding Tools 


Advertised to over 1,000,000 readers every month 
. to back your sales effort. 





WW 4444444444444 4 


Increase production up to 
800',.—save time, 
Mounted without alterations or 
special tools. 9" drilling area; 
Extension 


cut costs 


Muit:-oRILL 


centers to '" 
Spindles available to increase 
Special adapta- 


@ Adjustable To Any Hole Pattern 
@ Drill 2 te & Holes at 1 

| Stroke 
@ Fits Any Drill Press 


area to 22'4". 
tions available. 


Commander 


“The tapper that thinks for its operator’ 


Adjustable full range torque control 


TAPPER 


Management problems will be the 
business session theme. There will be 
one day of workshop discussion groups 
and one of open floor discussion 


instantly stops any tap when it’s dull, 
loaded, strikes a hard spot, or bot- 
toms in blind hole tapping. As- 
sures maximum production, 

cuts rejects, even with in- 
experienced operators. 


@ Wider Range . . . | Tepper 
Hendles Ne. O te % Taps 


@ Avtomatic Tap Protection 
@ Furnished to Fit Any Drill Press 


Motor Wholesalers 


Hold Conference 


Keys to Survival in a ¢ ompetiti 
Era” was the theme of a recent con 
ference in San Antonio, Texas 
by the Motor & Equipment Whok 
salers Association 

Subjects discussed included 
practices, market analysis, cost con 
trol, diversification and internal man 
igement 


held 


sales 


Commander 


LEAD-MATIC TAPPER 
@ Precision Ground Leed 


Built for high production tapping . . . 
precision or otherwise, the Commander 
Lead-Matic Tapper makes any drill 
press a precision tapping unit, even 


with inexperienced operators. Electric 
control of Cycle or Jog tapping action 
provides versatility to heaiie ‘au job 
-.» automatic tap reversal eliminates 
drill press motor reversing and speeds 
tapping. 

4217 W. Kinale St. © Chicege 24, itinets 
Products of Gommaande:...Builder of Production Tools 
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Screws Assure 
Threads 
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Increase your profits 
4 


sell PRESS-RITE! = 
* NO. 00 


Replaces 
kick presses 
7 
Reduces 


worker fatigue 


* POWER PRESS 


Ideal for stamping 


and punching “Rugged, durable and precise” is the 

P * way to describe this Press-Rite heavy- 
po eon duty 2 Ton Press. Thousands of users 
* acclaim its many advantages. Engi- 

1%" stroke neered for hard service, ideal for punch- 





ing and stamping smaller parts. 
Reduces operator fatigue and 
eliminates many manual opera- 










tions 


Write today for 
low prices and 
complete information! 


SALES SERVICE 
MACHINE TOOL CO. 


PRESS-RITE PRESSES @ SHAPE-RITE SHAPERS 
KELLER POWER HACK SAWS 


2347 University Ave. © St. Paul 14, Minn. 


SACKSOV 


MIXING BOXES 


and 


MORTAR PANS #ieorenmedneta 
S11 gi sheet ol steel Top corners 

inforeed by rounded malleable 

castings. Top edges are flanged 
n for reinforcing and 
vod hand hold 











MIXING BOXES 










stand ad 
it a ‘ 


forming a g 






THE RUGH 7 
COMEINATION - 
A ee gg Ea 
(VIORTAR WORK 
MORTAR PANS 


Pressed from l6catce x Jackson TTTiTy 
steel with reinforced edges 


Lightweight, easy to clean 
and handle, non-leakable 
Rounded corners for safety 
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Minneapolis-Honeywell 
Opens New Branch 
Minneapolis-Honeywell Regulator 


Co. has opened a new branch sales 
and engineering service ofice m Ham- 
mond, Ind 

O. V Spousta, who formerly headed 
the company’s Louisville, Ky., branch, 
will be manager. The office will cover 
the southern portion of Cook and 
DuPage Counties and four other 
eastern IIlinois counties and two coun- 
ties of Indiana. The area was formerly 
served by Heonevwell’s Midwest re- 


gional office in Chicage 

I. S. Carlev, Midwest manager, said 
the increasing importance of automa 
tion in the area necessitated the ex 


pansion 


Grinding Wheel Group 
Issues Safety Pamphlet 


The safety Committe of the 
Grinding Wheel Institute has issued 
1 new four-page pamphlet, “Safety 
Guide for Grinding Wheel Users.” 

Listing 2 fety precautions ex 
pressed as “Do ind “Don’t’s’’, it is 
wailable free from the Grinding 
Wheel Institute 130 Keith Build 

( leveland 15 


Syracuse Supply 
Reports Better Net 


Svra e Sup} ( rectors have 
reported that tl hirn net profits 
ifter taxes were $4] 0 for 1954 
ompared with $381,795 in 1953 

[hey declared a dividend of 75 


ents a share on preferred stock, and 
15 cents quarter! common stock 


! 
f the Sv N. Y., ympany 








"But thot’s the truth, dear I'm go 
ing to help one of my customers go 
through some bor-stock.” 











PRECISION BRAND 
, ARBOR 


SPACERS 
and SHIMS 














FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precis 
Arbor Spacers and Shims are sed 

urate spacing of m 
er kn 


ves, gong sows ond many other 


uses. They come neatly 


from .001” to 
to 7 


packaged 
125 thick 


thicknesses 


and *% hole diameter 


WITH KEYWAY WITHOUT KEYWAY 


Please 


ordering 


PRECISION STEEL 
WAREHOUSE, 


INC. 


wa 


AG 





in stenderd 
cartons 


No Extra Cost 





WELDED and SEAMLESS STEEL 

WROUGHT IRON ¢ ALUMINUM 

BRASS, COPPER, STAINLESS 
CHROME PLATED BRASS 


Stenderd « Extre Strong « Double Extre Strong 


GAUGE STPHONS © LONG SCREWS 
BUTT NIPPLES © TANK NIPPLES 
RIGHT ond LEFT NIPPLES 
VICTAULIC TYPE NIPPLES 








RADIANT HEAT BENDS 
PIPE BENDING 
te 6" Diameter 






Fiblsburgh NIPPLE WORKS, Inc. 


155 SPRING GARDEN AVE ritTssvusce 1. PA 








Harvey M. Rasmussen 


Rapids-Standard 
Names Sales Head 
Harvey M. Rasmussen 


ippointed vice-president in charge of 
sales and advertising of The Rapids 
Standard Co 
Brockway, who left the company to 
et up a marketing consulting firm 

Mr. Rasmussen has been with the 
ompany since 1939, when he became 
its first salesman in the western Mich 
igan area. A graduate of the Univer 
sity of Michigan, he had been with 
1 national food chain after college 


} 
cen 


h iS 


succeeding George R 


In 1945 he established the com 
pany’s first distributorship in Mich 
igan and in 1949 became regional 
sales manager. Since 1952 he has 
been sales manager in charge of 
branches and sales corporations 


Automotive Distributors 
Plan May Meeting 


The Automotive Warehouse Dis 


tributors Association will hold its an 
nual spring meeting May 7-8 at th 
Statler Hotel in Cleveland 
Also in Cleveland the same week 
will be the Automotive Engine R 
ilders Association 





TITANIUM TRUCK 
TANKS NEXT? 


A transportation official soys use of 
titanium for truck tanks may be prac 
tical within five yeors, according to 
National Petroleum News, McGrow- 
Hill publication. Titanium, with a con- 
siderably higher melting point than 
steel, weighs cnly about half as much 
as steel 
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FENWAY PORTABLE NIBBLER—14 Gouge 


arouses interest 


wherever metal is cut 


Rugged, Versatile: Here's a 10°, 8 Ib 
portable Nibbler with guts enough to chew 


through 14 gauge stainiess——without dis 
torting either side. Perfect for irregular 
shopes, templotes; cuts corrugated sheet 


without damaging con 
Handy in tight 


Openings in pipe 
tour. Will cut a % 
ploces 


radius 


A), ? 
wert s tS 
and To 


— 


Sells Everywhere: The Fenwoy Portoble 
Nibbler gets you a hearing almost any 
where sheet metal or pipe is cut den 
In both production 
ond maintenance work, Fenway Nibbiers 
have solved problems, saved money for 
hundreds of users including Otis, Corrier 
Esso, RCA, GM, DuPont, GE, North American 
Kirk and Blum 


onstrates impressively 


Aviation 


Complete Line: Right now, Fenway offers 
the 14 gouge Nibbler, ao light-duty 18 
gouge Nibbler, ond o special 90 head for 
Coming soon—on 8 gouge sheor 
© powerful 8 gouge Nibbier, and o portable 
jig saw and file. Send now for 
on the profitoble, nationally 
Fenway Nibbler line and for 
on distribvtorships 
through distributors. 


either 


literature 
odvertised 
information 
sells 


Fenway only 


FENWAY Machine Company 


263 N. 23rd St., Philadelphia 3, Pa 


Please send more information on 
Fenway Nibblers Distributorship 
Nome 


Compory 


Address 











Any size, any quantity... shipped 
from stock the day you order them! 


For your convenience Western carries enormous stocks of 
these case-hardened, alloy steel dowel pins in all standard 
sizes. Standard diameters from 4%" to 1°—standard lengths 
from %&" to 6". 

Whatever your precision parts requirements, it pays you 
to standardize on Western. You get your parts 4s you want 
them when you want them by using Western's 81 years of 


experience in precision manufacturing techniques. 


Why not write today for Western's catalog and prices? 





; e 
Western Automatic Sie 


Mochi Sccon Sore coma 


Precision Screw Products, Parts and Assemblies Since 1873 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 





Have You Heard This? 





What Is Good Public Relations? 


“Good public relations policy does 
not dictate that a company should 
wccommodate every whim of the pub- 
lic—-not any more than you could 
buy everything offered by all the sales- 
men who walk through the door. But 
it does insist that the organization 
assume its minimum obligations as 
in industrial citizen in the com- 
munity, and it do equire the use 
of judgment and tact in turning down 
those demands which it is not pos- 
sible to accommodate’—William J. 
Michel, Jr., Manager of Special Serv- 
ices, Office of Public Relations, Ford 
Motor Co., The Hoosier Purchasor, 


Jan. 1955 


Defense Work and Red Tape 


“Many industrialists have been so 
plagued bv redetermination, renegoti 
ition, duplicate inspection and fre 
quent changes in specifications that 
they do not want to bid on Defense 
Department work in peacetime. If 
Congress continues to place handicaps 
on manufacturers who are are willing 
to convert their peacetime plants 
to produce wartime requirements, the 
result will be the establishment of 
more and more war-supplied plants 
which cannot survive un!ess their is a 
war’—Colonel Willard F. Rockwell, 
Rockwell Mfg. Co., in a talk before 
the Industrial College of the Armed 
Forces Mid-Continent Purchaser, 
Jan. 15, 1955 


Who Buys the Next Round? 

Cocktail parti precede some of 
the regular local (purchasing) associ- 
ation meetings we have visited, and 
it just seems incongruous to us to 
find salesmen there buying for their 
purchasing agent friends and then 
bowing out when the meeting starts 
It’s not the bowing out that irks us, 
but rather the fact that they should 
presume to be there for no other 
purpose than to do the buying”—Ray 
Woltman, The Hoosier Purchasor, 
De 1954 


What It Takes to Be Champ 


I've always wanted to be a cham 
pion in everything I di And to be 
a champion in business takes more 
brains and guts and hard work than 
any other job”—Louis Wolfson, fin- 
ancier and former owner of Florida 
Pipe & Supply Co., Jacksonville, Sales 
Management, Dec. 15, 1954. 





ee ee 























“ig a 
eye. < 
: é iA 


The door is open to the distbuier'a | slesman 
he offers a well-known product with hee wall . 
performance inherent in Barnes hack and li 
blades. Dependability for performance has made 


Barnes a respected and accepted name. 


Barnes continues its policy of actively supporting 
the distributor by promoting sales through informa- 


tive advertising of a product of superior quality. 


Bornes is proud to be associated with so many out- 
standing distributors upon whom the acceptance 


enjoyed by Barnes depends 


W. O. BARNES CO., INC. 


1288 TERMINAL AVE., DETROIT 12, MICH. 
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THE MOST COMPLETE SOURCE 


Do You Remember? 


Answers on page 28 


res 


BOLTS NUTS 


WASHERS - RIVETS 
FASTENING DEVICES 
IN ALL METALS 
STEEL * BRASS 
EVEROUR © MONEL 
STAINLESS STEEL 

"ALUMINUM 


NICKEL ALLOY 


MAVAL BROP 


S 


PECIALS 
4UFACTURED 


EPRINT 


Mis 


TED DISTRIBUTORS 
PARKER-KALON 
PROOUCTS Where and whea this group was snapped in a hotel lobby? 


SHAKEPROOF 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST * NEW YORK 7 





FITS BOTH 


BIT BRACES 
ELECTRIC DRILLS 


@ CUT OFF HERE 


2-Wey “Hex” Shenk 
fits beth Bit Brace and 
Electric Drill Chucks 


IRWIN 
@ “HEX” SHANK Who the 
WOOD BITS 


Use new Irwin Two- 
Way Hex” Shank 
wood bits in Bit 
Brace. Remove and 
ise in Electric Drill 
“Hex” Shank fits 
both — perfectly! No 
wobble, no runoff 
Users can speed-up 
work on the job 
reduce replacement 
tock and handling 
50 Sizes 4/16" 
to 17/16". Write The 
Irwin Auger Bit Co 
Wilmington, Ohio 
for complete 
details and 
prices today 


HEX SHANK 


wooo sits i 
| Who was disguised behind Santa Claus makeup at this dinner given by a distributor? 
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Obituaries 





a a 
William E. Cross 


William Edward Cross. 
Clemson. Victor Saw 


\ illia l Edw ird ( 
dent of Clemson Bro \ 
Works and Napier Saw Work 
January 2 it his hom n M 
town, N. Y ifter a long ill 
Mr. Cross joined Clemson B 
1918. H 


ier and then treasurer, a 


became first 


vas made president of tl 
pani 

He took an active part 

f Clemson Bro 

mower manufacture in ad 
ha k saw business 

\ former president 
Saw Blade Manufacture 
Mr. Cros 
life in both aseociation 2 
ffair During the Dep: 
headed the Middletown NRA 
mitte ind was later mmen< 
Governor Averell Harriman of 
York, then chairman of the New 
State NRA Committee 1 | 


va ictive througl 


ite General Hugh Johnson, Nationa 


Recovery Administrator, fo 
n the local re employm nt 
During World War II 

Middletown’s first th 
drive ich of which 
ind in 1943 was 1 
f the Orang Cou 
Committee, which 
pavroll deductior 
Ca 


A. R. Pollard, 
Pollard Bros. 

A. R. Pollard, 68, preside 
Pollard Bros. Mfg. Co., died it 


iTy 


With his brother. tl 


1) 


SCHRAMM 


A GREAT NAME IN AIR COMPRESSORS 


y 


—— 


PROFIT MARGINS 

For distributors who promote the 
sale of Schramm industrial com- 
pressors, profit margins are at- 
tractive. 


SALES ASSISTANCE 

Schramm field men cooperate 
when you need them for engineer- 
ing sales assistance. 


WHY THEY SELL... 


Easy to Install... No founda- 
tion required because of vibra- 
tionless operation. 


AComplete Line... All sizes 
from 2 to 150 H.P Direct motor 
drive or by V belts. 


Easy to Maintain . . . Built for 
24-hour continuous duty, every 
day. 

Find out how you can participate 
in profitable industrial compressor 
sales. Write us today for details 
and the Schramm profit picture. 


SCHRAMM, INC. 


WEST CHESTER, PA. 


SCHRAMMAIR YOUR JOBS 


Great Line in Sales!) 


600 C.F.M.—150 H.P. 


210 C.F.M.—50 H.P. 


50 C.F.M.-15 HP. | 


20 C.F.M.—5 HP, 


SCHRAMM 


INDUSTRIAL UNISTAGE 
AIR COMPRESSORS 
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Electronically Giued Industrial Workbench Top pojisrd. he founded the steel factor 
equipment plant in 1921. He was 


The “INDUSTRY PROVEN” Top for: © industrial Benches primarily responsible for sales while 
© Cutting Tables the firm expanded to its present size 


sembly Bench A graduate of the University of 
© As Illinois, he served as a captain in the 
* Packing & Shipping Tables Army in World War. I. 


© Workbenches He had been active in civic and 


haritable work in recent years 





ce 


Thomas E. Donnelley, 
R. R. Donnelley & Sons 


Thomas Elliot Donnelley, 87, for- 
mer president and chairman of the 
board of R. R. Donnelley & Sons, died 
February 6 at his home in Lake Forest, 
i 
; Mr. Donnelle ined the printing 
ndividue!l assembly benches —_ Souda’ 


equipped with TOLCO teps irm, in 1864 by his father, 
m graduation from Yale University in 


INDUSTRIAL DISTRIBUTORS 1889. Named president in 1899, he 
GIVE YOUR CUSTOMERS THE ADVANTAGES became board chairman in 1934. He 
OF TOLCO INDUSTRIAL TOPS rem uned as honor it hairman of the 


board after his retirement because of 

© Electronically Glued © Northern, Hord Maple @ 34” Laminations @ Greater 1) healt] 
Resistance To Warpage © Moisture Resistant @ Will Not Damage Tools @ Will ee 
Not Mar Assembly Parts © No Soft Wood Cores @ Will Not Chip © Easily at 
Retimished Reubetr Donn Corp. from 

Territories avoilable for quolified INDUSTRIAL DISTRIBUTORS 129 to 195 
Write todey for your copy of owr new Workbench Top leoflet and ‘ . 
complete information on selling this profitable product Mir Donnelley et up a printer ip- 
prentice training school in 1908, on 


THE TOLERTON COMPANY mm of the first of its kind in the nation 


267 N. FREEDOM AVE. ALLIANCE, OHIO He was a director of International 
Harvester Co., Commonwealth Edison 


( Protective Mutual Insurance Co 
nd other firms 
Surviving are his tw sons, Gaylord 
Donnelley, president of R. R. Don 
| & Sons: and Elliot Donnelley, 
utive vice-president; and a daugh- 


Hove your pick of 7,000—thet's ‘ ' Clanssa Donn llev Haffner 
right, “seven thousand” —sizes . . x 

RIGHT OFF THE SHELF! And ( seneral 4 ( Haffner, Jr., 
thet’s not all. We con give you 1 —— } } = £ R R D yn- 
speedy service on “specials,” ball . ‘ ints . 

too Don't’ turn down your 

customers’ inquiries on specio!l 

items. Turn them over to us 

if it’s stoinless, we con moke 

t. We mill, drill, grind, ta 4 7i 

slot, thread, head yd oa H. W ard Zimmer. 

bend. We'll got off to o quick . . . . 

stort from either a blueprint or Sy ly anita Electric 


sample. 
H. Ward Zimmer 











chairman of 











STOCK OR SPECIAL LOOK 
TO STAR FOR STAINLESS STEEL 
FASTENERS RIGHT OFF THE 
SHELF TO YOU 
Bolts and Cap X& I 
Socke Set ond Cap n he company I 
Nuts, Waoshers ° as sidan 74 10 L, } Ee 
Sheet Meteo! Screws StS SKS : 1e had been 


rews 
1s ' ~] 
iri ts prede 


Wood Screws c nt for the past two vears 
Pipe Fittings Mr. Zimmer was born and attended 
Machine Screws " ) 

h in Emporium, Pa., where he 
te his first job in a dynamite fac- 
tory and then joined Novelty Incan- 
descent Lamp Co. in 1919. The firm 


ts } became Nilc Lamp Works, Inc., 
which merged in 1931 with Hygrade 
Sf to become the nucleus of 
St Stamens ranization. After ex 


Write, wire, or phone for your 
copy of the new STAR catalog 


Kowes \ewre se ‘ ; 
CLEAR, BRIGHT AND per n purchasing and 


Srar STAINLESS SCREW CO. ie re, Mr. Zimmer became managet 


3 wwe “lif 
645 Union Bivd., Paterson 2, N. J. + “phone: Little Falls 4-2300 of a Sylvania plant in Clifton 
. which made radio equipment 
t[aP «sC«Direct New York Telephone: Wisconsin 7-904! In 1935 he became Svivanie’s gen- 


MANUFACTURERS’ REPRESENTATIVES: A Few Cholee Territories Open. inquiries lavited } } ‘ , 1 . 
eral purchasing agent an later gen 


¢ g 


tube manu 
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eral manufacturing manager. H 
headed the firm’s radio tube and radio 
divisions and was named sucessively 
vice-president and executi ‘ 
president 

He was 
Pennsylvania Economic De 
ind president if 
Borough Coun 

He is survived by his wif 
H. Ward Zimmer, |r.; and 
Kat! Zimmer 


formerly chairman 


Council 


nor 
| lum 


Julien Cumming, 
Battey Machinery 


Julien Cumming e of 
Battey Machinery ( 
lied January 6 
of General F. Alfred ¢ 
the last Conted 


he spent his 


zed B 
He 
the time 
direct 

itional Bank, a forme 

itizens Federal Saving 
, and an elder 
ian Church in R 
ing, besides his w 


Cumming 


umming 
Tulsa, 
f Mont: 


Joseph P. Clundt, 


Otto Herrmann, Inc. 


in 20 vear 
ned Otto Hermann 
irvived by hi 


nd four 


Err S. McGonegal. 
McGonegal Mfz. Co. 


Err S. McGonegal, 64, f 
f The McGon 
Lie | ruary 5 
Most of his career was spen 
industrial supply field workings 
istributors. He established 
20 vears igo 


; 


New Package for BESLY TAPS 


Expected to Boost Sales 
Protects Tap Quality, Has Re-Use Appeal 


Now, distributors of Besly 
Taps have a packaging “extra” to 
help boost sales. It’s a new “slip-to- 
gether” plastic case that replaces the 
cardboard boxes formerly used. Not 
only is it more durable, but it is so 
resilient that it can be dropped and 
banged about without harming the 
taps inside. A plastic foam filler 
holds the taps firmly in position to 
prevent damage during shipment 
and storage. 


Used to hold taps in sizes 0-80 





Unsurpassed Accuracy 
at All Vital Points 


Trv-Sqvueore 
ORiver 


Mirror-Finish 
PLUTES 


Solid Ground 
THREAD FORM 


Accurate 
RAKE ANGLE 


Microcentric 
cHameee 
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through 5/16”, the mew case even 
makes identification easier. It comes 
in different colors which indicate the 
type of tap inside. An easy-to-read 
label on the top gives size, quantity, 
etc. The case is oil and grease re- 
sistant, is easily cleaned and will not 
deteriorate. 


The new case has tremendous re-use 
appeal. When empty, it can be used 
to hold cigarettes, fish-hooks or other 
small tools. There is no increase in 
price for Besly Taps in the new 
package. 

This new idea in cutting tool pack 
aging is one more example of the 
aggressive merchandising that has 
helped to increase Besly Tap sales 
threefold in the past five years. Cash 
in on the growing preference for 
Besly Taps which is being further 
stimulated by modern packaging and 
promotion. Write for the Besly Dis- 
tributor story now. 


BESLY-WELLES 
CORPORATION 


Beloit, Wisconsin 
Estoblished os Chories H. Besly and Compony in 1675 
Branch Offices & Warehouvses—Chicoge, Detroit, 
Cleveland 


283 








v 


Does jobs no drill can do! : 
| Book Reviews 


up to 10 Times Faster 





j 
than AT 4 THI ATTACK ON BIG BUSI Democracy. ssive Materialism,” 
NESS, by Professor ]. D. Glover, Di Irresponsible Individualism and 


vision of Research, Graduate School of The Baneful, Inhuman Civilization 


Business Administration, Harvard Uni f Big Busine Among his prescrip 
ity, Boston—Within one human tions f ichhon t uinterect this 
pan, says the author, America ha thinking 


yone through what he chooses to call 


“ ” the “Big Busin volution,” a rela 
= tively bloodk yu it unchallenged 
tomorphosi which do 
Totally new — maximum rigidity ; - Pr f 
mo charter’ Roughs of finishes ‘ EVEL IOV 
holes to exact size in PORG le ' thy 
INGS, CASTINGS, BOILER : ; 
PLATE. THIN STOCK. TUB 
ING, CROWNED. CYLINDRI 
CAL AND FLAT SURFACES 
Une of 5 blades s aiweay n 
the m odd work shapes 
‘08 even " smlermel 
ten wt Use new HOLE 
MAKERS in radial drills, dril 

turret lathes, portable , L } . ; 

Of pneumat drills, ot “ , " , 
Excellent i f trepanning and } } } ma ‘ HOW IO S! l ] Y¢ )I R A‘ \Y 
rough boring 1.D n Tubing ; ) by 
8 Mabey A us o ane snaw tee os INTO THE BIG MONEY, by Vin 
tool cent F. Sullivan, The itadel Press, 
Hole: can't dri pradle can ? . 997 rth - on . j 
defeat ~— t's piloted 2 way © ft i ti real peopk é — Fourth Wve . tk 3, N. ¥Y., 
Cuts stools, plaste franise, aon . : \ . ; " Amon S53 905 \ idvertising inager ot the 


ferroms metal taenie ool. @ " r ] 4 < r 
5 ADJUSTABLE SIZES: Specify Straight Shank or ¢ charg ialyzes are: “Big Busi ashy Sew, Bet. Sanbeee 
MT 2.3.4. Other tapers on order Big Business iS hha’S ill rigi in l he claims 
Models: | 102 203 =| (304 405 | 506 npatible with the , is simple 
Capacity [i to2 , to3 fs to 4" |4" to 5" |5* to6 as thi If vou want success, all you 
Order from your dealer or write for catalog have to d l ZO iftter it } I h goal 
doubling 


ROGERT H. CLARK COMPANY he virtually guarantees 


9330 Senate Monica Bivd., Beverly Hilix, Collf ' 
your imcome im three years, carning 


ippe : 


$20,000-$25,000 in five years, and the 

For controlled air volume eece bright world of 21 Club lunches and 
Cadilla in no less than ten years. 

This is heady stuff, and insures a fas 

depend on eilitt cinated if not altogether credulous 
readership The principal stepping 

. AIR NOZZLES stone to these dizzy heights, appar 

ently, is the facility of looking as if 

you are already there. This and other 

Designed by engineers who un- prices you must pay along the way 


derstand air problems, Sherman — shite aunties - Saeendins 
Air Nozzles furnish the exact or picasurable experiences, depending 
air you need . . . just where on the temperament—are explained in 
you need it : without air detail. from How to Wear Clothes 
leakage or waste. Check the You Can’t Afford to Where to Sit at 
Sherman Air Nozzle features pare ' 1 f 

| u hows I rere 180 a VC ilth or 


ntrol permits graduation of listed at left 


ound stuff underneath the froth on 
Interviewing, Appearan Memon 
{ tip prevents . +p . , 4 } 

- ind Presentations, and the chapter on 


ved 


exact amount required. 


entertaining ntain mstructive sug 
gestions on how to handle the lunch 
eon problem Death in the After 
noon’) even oug! e penthouse 
weekends described in lorful detai! 


may be ' he h or desire of 
most of us he be may be con 
: ; trovers I fe leny it’s enter 

ng box prevents air leakag srour 
' ng 
stem when valve is ning 
lly compounded disc gives long 
is easily renewed. Enclosed to 


HOW TO INCREASE EXECU 
TIVE EFFECTIVENESS, edited by 
. ' Edward C. Bursk, editor of the Har 
Write for industrial brass goods cateleg today. vard Business Review, Harvard Uni 


BATTLE CREEK. MICHIGAN versity Press, 44 Francis Ave., Cam 
bridge, Mass., $3.25—This volume is 


Industrial Brass Fittings ; 
made up of ntributions from Gen 
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eral Robert W. Johnson, of Johnson "Se ere L s 
& Johnson; Ralph J. Cordiner, of Gen car are 4 CONDUIT and 
eral Electric Co.; Clarence B. Cald ae ‘wag ’ 


well, Sears, Roebuck & Co.; Mark W f ALUI 2 PIPE CLAMPS 


Cresap, Jr., Westinghouse Electric 
Corp.; Professor Fritz ]. Roethlisberger 

of Harvard; William H. Lang, of 

United States Steel Corp., and othe ’ é ee 
Che material, which was presented at ; ar a “ with 4" wood 
the National Business Conferences of and ing oa 
the Harvard Business School Asso ; ; 

tion, includes the following: Cr 

the Proper Climate, Executive 


dom, Efficient Organizational Stru Snap length 
How to Devel \p C of conduit or 
I pipe into 
How to Develop Sak place. 
How to Increase ¥ 
Effectiveness 


lating to manufa 
Close clamp, | 
insert stove 
bolts and | 
tighten. 
HANDBOOK OF INDUSTRIAI 
DIRECT MaAII ADVERTISING 
National Industrial Advertisers A 
ciatio1 1776 Broadway New York 
19, N.Y 1.0 he N.LA.A 


+-) booklet is the t | 


industrial dire 


arg Foe Ls bs; at 6 THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 
A r . il nat iT 
About Industrial Direct M : 
1 Cardinal Rules for Direct THE PAINE COMPANY, 17 Westgate Road, Addison, Illinois 
Setting wy 
y Ma 


913 
Payee wont MUSE 
\oodhaie tn Sem al FIRMS 
‘the contemer, ‘This answered one 
insertion of 
this ad! 


Sell This amazing new { akes it possible to use 

inexpensive low carbon steel parts and tools and 

HARD-N-TUFF get the service you'd expect from high-coat alloys 

Bl SINI SS ANI ) i CON MIC Case histories show saving of time, labor, and cost 


FORECASTING. Chamber of Con and these leads accomplished where HARD-N-TUFF has beer 


NOW- get Aigh speed performance 
from low carbon steel 


‘ ‘ 


used both in manu/fa re and maintenance 
punches, hammers, dies, chisela, gears, levers, 
wheels, etc. It ia guaranteed to increase tool and 
part life at least 300% ! 


} United Stat ' will open the doors 


D om 3 sU firs of your best 
| , } 

OKC barely Dt prospects HARD-N-TUFF is completely safe to use, and 
if highlights m just as simple. You heat the part, using torch or 
: } ] +} bal } furnace, roll in the powder, reheat, and quench 

nd drawbacks in fi i Write us today Temper when required 
ind explains how to yarat Tedey. ash your distributer tor 
” , for distributor f © demonstration of HARD-N 
isonaDic myecture from Sut crentinGnemmentatucss 


ee. information and : for further deroils 
[he assumption is that mal Be or 
a but discounts - . ’ GHTY LABORATORIES, INC. 


gt 1ust forecast somehow 

professional forecasters often outsmar 74, ee 
themsel because their pr 

mpensat 


ATTRACTS LIKE A SPECIALTY! . REPEATS LIKE A STAPLE! 
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Riggers, too, use Harrington Peerless Hoists 


heavy machinery from a multistoried building was 

‘ mplified when the riggers used a Peerless Model C Hoist 

leg of the sling. This unique arrangement permitted them 

to keep the load in balance during the entire operation, saved them 
much tome and labor leveling and moving the equipment There 
is a broad market for hoists, and when vou sell Harrington 


Peerless Hoists you can satisfy most of the hoisting requirements 


of industry. For more i formation, write us 


lal t 


THE HARRINGTON company. 


Makers of Hoists Since 1876 


Gravers Roap at tee Turnpike, PLymourn Meetine 11, Pa. 
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MIND YOUR ADVERTISING 
MANNERS, Advertising Association 
of the West, Reynard Press Inc., 2700- 
19th St., San Francisco 10, 75 cents. 
This pocket-size, 36-page booklet is 
designed as a primer for small busi- 
ness managements who write and 
place their own advertising, or would 
to know the fundamentals in deal- 
ig with agencies. Neither pretentious 
echnical, it touches on Copy, 
ision, Layout, Illustration, Produc- 
Correcting Proofs, Paper, Print- 
und Choi of Media. 

es 1.4 


ippend 


f INDUSTRY SURVEY, The 
_ ‘ ‘Ss lence (9 In- 
Publications, 





Answers 


['o Questions on pag 





Th lripk (Lor 

brought this friendly 

in a Cincinnati hotel: I 

of T. B. Wood's Sons: 4. Vail, 
of Noland Co., Newport News, Va.; 
H. Nichols, Weaks Supply Co., Mon- 
roe, La.; and W. W. Ford. Youngs 
town Sheet & Tube Co 


When a British minesweeper was 
christened in a Great Lakes shipyard 
in 1942, Mrs. Gerdon Clark, Samuel 
Harris & Co., Chicago, did the 
honors. Sharing the platform were 
Admiral Watts and Governor Murray 
D. Van Wagoner of Michigan. Gor- 
don Clark had resigned his post with 
Samuel Harris the vear before to take 
over presidency of the shipbuilding 
firm 


W. J. Holliday & Co., Indian- 
apolis, supplied the beards for this 
dinner marking the occasion of an 
exhibition in 1941. In the group 
were Steve Terry, C. H. Bradley, 
C. G. Shingleton, F. T. Holliday, 
George L. Stalker, C. G. Miller, 
William Moore, Enway F. Eaton and 
William Lynch 
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Marlow Pumps 

Marquette Mfg. Co 

Maurey Mfg. Co 

Midland Industries, Inc 

Milwaukee Brush Mfg. Co 

Milwaukee Valve Co 

Morgan Vise Co 

Morse Chain Co 

Morse Twist Drill & Machine 
Co 

Mulconroy 


The 


The 


Company 


ynal Air Sander, Inx 
ynal Screw & Mfg. Co., The 
ional Twist Drill & Tool Co 
134-135 
York Belting & Packing Co. 259 
10lson File Company 78-79 


Ohio Brass Company 
Osborn Mfg. Co., The 
Oster Mfg. Co., The 
Ottemiller, Wm. H 
Owatonna Tool Co 


Paine Co., The 

Parker, Chas. Co., The 

Permacel Tape Corp 
Philadelphia Chain Block & Mfg 
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113 


Co 


oO 
Pittsburgh Nipple Works, Inc 
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Powell Valves 47 
Precision Steel Warehouse, Inc. 277 
Preis, H. P. Engraving Machine 
Co. 272 
Prentiss Vise Div. of the Chas. 
Parker Co. 
Producers & Distributors, Inc. 
Proto Tools ; ; 5 
Pyrene-C-O-Two 68 


152 


Randall Graphite Bearings, Inc 
Rapids-Standard Co.. Inc 256 
Rawiplug Co., Inc., The 148 
Raybestos-Manhattan, Inc. 25 
Manhattan Rubber Div 7 
Ready Tool Co 223 
Reed Mfg. Co 235 
Republic Rubber Div. of Lee 

Rubber & Tire Corp 80 
Republic Steel Corp 36-37 
Ridge Tool Co., The 243 
Roberts Rubber Co., Weldon 2 
Roebling, John A. Sons Co 28-29 
Russell, Burdsall & Ward Bolt & 

Nut Co 
Rust-Oleum 


185 


Corp 26-27 
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Safety Socket Screw Co 

Sales Service Machine Tool 

Schramm, Inc 

Seltzer & Co., George H 

Shaw-Box Crane & Hoist Div. of 
Manning, Maxwell & Moore, 
Inc 

Sheldon Machine Co., Inc 

Sherman Mfg. Co., H. B 

Simonds Abrasive Co 

Simonds Saw & Steel Co 

Skil Corp. 

Skinner Chuck Co., 

Southern Screw Co 

Spartan Saw Works, Inc 

Sprout, Waldron & Co 

Standard Electrical Tool Co. The 

Stanley Electric Tool Div 71 

Co 

43, 44-45, 46 

Standard Tool Co 49 

Standard Transmission 226 

Starrett Co., L. S. Inside Back Cover 

Star Stainless Screw Co 282 

Stewart-Warner Corp 53 

Supreme Products, Inc 10 


Co 


The 


157 
262 
208 
165 
Standard Pressed Steel 


T 


Taylor Chain, S. G. Co. 
Templeton, Kenly & Co. 264 
Tennessee Coal & Iron Div 177 
Thermoid Co. .. , 69 
Threadwell Tap & Die Co.. 4 
Thompson, Henry G. & Son 149 


178 


INDUSTRIAL DISTRIBUTION © MARCH, 1955 


Toledo Pipe Threading Machine 
Co., Inc. 
Tolerton Company 


Tomkins-Johnson Co., The 


Union Wire Rope Corp 

United States Gasket Co 

United States Rubber Co 

United States Steel Corp 

United States Stee! Export Co 

Upson-Walton Co., The 

U. S. Expansion Bolt Co., Inc. 

U. S. Gauge Div. of American 
Machine & Metals, Inc 

Utica Drop Forge & Tool Co 


V 


Van Cleef Bros., Inc 

Velocity Engineering Div. Morris 
& Batchelor, Inc 

Velocity Power Tool Co. 

Victor Balata & Textile Belting 
Co. 

Victor Saw Works, Inc 

Viking Pump Co. 


W 


Walker-Turner Div., 
Trecker Corp 

Warren Tool Corp 

Watson-Stillman Fittings Div. H. 
K. Porter Co., Inc 

Western Automatic 
Screw Co. 

Whitman & Barnes 

Whitney Mfg. Co.. W. A 

Williams, J. H. & Co 

Wilton Tool Mfg. Co 

Winter Brothers 

Witt Cornice 

Wood's, T. B. Co 

Wright Hoist Div. of American 
Chain & Cable Co., Inc 


Kearney 


Machine 


Y 


Yale & Towne Mfg. Co 
Yarnall-Waring Co 


The 


41 


257 
164 


200 


136B 


196 


70 
19 


278 
245 
144 
187 
270 








NO.30 OF A SERIES 


NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY * 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 


Starrett GAGES prcrerren sy 


SKILLED MECHANICS FOR DEPENDABLE 
ACCURACY AND CONVENIENT DESIGN FEATURES 


dz 


SCREW PITCH GAGE 
No. 473 


30 leaves for pitches from 6 to 60. 
Positive stop holds leaves in fixed position 


THICKNESS GAGE 
No. 172-A 


Nine tapered leaves with case and lock- 
ing device. Range .0015 to .015”. Aliso 
with straight leaves 


In gages like these, mechanics 
want accuracy above all else. But 
what makes Starrett gages the 
overwhelming choice among 
skilled craftsmen is the way they 
are designed to pack maximum 
precision into the neatest, most 
convenient 


compact and most 


form. 

Show any one of the complete 
line of Starrett gages to a me- 
he'll spot 


chanic and instantly 


features that make a world of dif- 


/| 


~ A 


RADIUS OR FILLET GAGE 
Ne. 178 


Size A, 30 leaves, Yr to %” radii. Size 
B, 32 leaves from "44 to a". 


WIRE GAGE No. 287 


For gaging steel wire and drill rod sizes 
from 0 to 36. American Steel and Wire 
Co. Stondard 


ference in the ease and accuracy 
with which it can be used. To sell 
more gages like these, talk Star- 
rett workmanship, balanced de- 
sign, fine tool steel finished with 
perfection that is as easy to rec- 
ognize as the Starrett trade mark. 

Displayed in your windows and 
on your tool boards, featured in 
your advertising and in your Cata- 
logs, these Starrett gages attract 
the trade of tool buyers and users 


the best customers you can have. 


MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS «+ DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS 


WORLD’S MOST COMPLETE 
DIAL INDICATOR LINE 
140 Models To Meet Every Quality 
Control Requirement 

Consider the advantages to your 
customers of buying a// dial indi- 
cators from one reliable source... 
uniform standards of precision; 
simplified purchasing; greater ac- 
curacy, sensitivity and durability in 
all dial indicators through new 
high precision-low friction design 
... plus less upkeep and minimum 
maintenance through simplified 
unit construction and interchange- 
able parts. 

When you stock and sell Starrett 
Dial Indicators, you never need to 
turn down a customer. Whatever 
the need — standard, nonshock or 
long range models — the complete 
Starrett line fills every requirement 








em The greatest improvement in chain 
ACCO since the invention of electric welding! 


product 


ACCOLOY 
ACCO’s Great X-WE LD 
New Chain Pe & 
125 


e At last—a chain with welds as strong or stronger than the material 
. . welds that won’t break when links are bent sharply . . . welds made 
with two projecting lugs that absolutely prevent dangerous kinking of 
the chain... welds that provide 24 times the welded area found in 
normal flash or butt-welded links. Accoloy X-Weld 125 Chains hang 
straight as a die. This newest method of chain welding assures that 
every link is perfectly formed. These are some of the benefits enjoyed 

by users of this great new chain. 
Accoloy X-Weld 125 Chain has almost countless uses: Slings, bundling, 
elevator, traction, towing, general utility chains...It can be fur- 
nished in special analyses and heat treatments to provide greatly 
extended life and use on tough jobs... corrosive jobs... abra- 
sive jobs...hot jobs. If you specify Accoloy X-Weld 125 for 
your next chain job, you'll gain a new concept of chain per- 
formance, economy and value. Available in \4", %", 4", 

54” and %" sizes. 

Ask our nearest district office for further information 
on ACCOLOY X-WELD 125 Chain, or write the American 
Chain Division, York, Pa., for descriptive bulletin 


Check these features: 
Vv in hundreds of destruction tests .. . straight pull and 
bending . .. Accoloy X-Weld 125 Chain has never 
broken at the weld 


. 
The Secret is Vv Welded area 2% times area in usual butt or 
- flash welding 
in the Weld! Vv Every X-Welded link is perfectly formed... 
- chain always hangs straight as a die 
Vv X-Weld Lugs are designed to 
positively prevent chain kinking 
Vv Special analyses and heat treatments 
link was ground andetched available for tougher jobs 
to chow lis big welded eves Vv Maximum strength-size ratio 
—2% times the size of ~, 7 
welded aren peseile with . Vv Field tested and proved under 
severe service conditions 


other welding processes. 
This means more than dou- v Will withstand normal 
elongation under 


ble the security at the weld 
—and only X-Weld has it! standard test 
procedures 





American Chain Division 


AMERICAN CHAIN & CABLE 


York Pa., Chicago, Denver, Detroit, Houston, 
Los Angeles, New York, Philadelphia, Pittsburgh, 
Portland, Ore., San Francisco, Bridgeport, Conn. 








